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Unusual Agency Contracts... . 


I {" IS YOUR OPPORTUNITY to secure an unusual 
agency contract if you can meet our qualifica- 
tions. Contact the Home Office of the Group for 


further information. 


AUTOMOBILE Retrospective Contract Agents 
The St. Louis Insurance Group offers facilities for attractive Retrospective Automobile Com- 


mission Contracts. 


MOBILE HOME Agents 











The St. Louis Insurance Group offers attrac- 


tive Agency Commission Agreements for Fire, 


rs ’ ~~ |} Theft, Combined Additional Coverage, Vendors 











d i Single Interest and Collision on Mobile Homes. 
5 gine 
CREDIT LIFE Agents 


The St. Louis Insurance Group can arrange agreements at attractive Agency Commissions for 
Credit Life, Health & Accident Insurance Applying to Automobiles and Mobile Homes financing. 


SB 


ST. LOUIS INSURANCE GROUP ,— 


a 


4144 LINDELL BLVD OLIVE 2-2000 ST. LOUIS 8, MO. 





YOU’RE LOOKING OVER 
100 MILLION SHOULDERS! 


That’s how many readers we will reach with this month’s striking 
America Fore—Loyalty Group advertisement in these top magazines: 


e THE SATURDAY EVENING POST e NATIONAL GEOGRAPHIC 
e READER’S DIGEST e LIFE e TIME e NEWSWEEK 
The year ’round, these America Fore— Loyalty Group ads will help 


the independent agent sell and will focus public attention on his 
importance to business and the community. 


OW AL HA proce 


in just one policy? am 


f 
COMPREHENSIVE HOMEOWNERS POLICY 


ta 


THE CONTINENTAL NATIONAL-BEN FRANKLIN | 
INSURANCE COMPANY INSURANCE COMPANY 


FIDELITY -PHENIX FIRE MILWAUKEE 
INSURANCE COMPANY INSURANCE COMPANY 


NIAGARA FIRE ROYAL GENERAL INSURANCE 
INSURANCE COMPANY COMPANY OF CANADA 
THE FIDELITY AND CASUALTY | THE METROPOLITAN CASUALTY 
COMPANY OF NEW YORK INSURANCE COMPANY OF N.Y. 


OF NEWARK, NN. gS OF NEWARK, N. J. 











UNITED STATES 
CASUALTY COMPANY 


| . | 7 | 

— 90 STOCKS —> 
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(\__ INSURANCE STOCKS | 
| | 
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pusevruenaonve vues eoueannnanw 86 8 8 


——1957——, ———1958 
30 Fire 90 30 Fire 500 
& Cas. Stocks & Cas. Stocks 


January 31 ..... 265.4 355.0 264.4 41.7 
February 28 265.8 343.5 
° March 31 . 276.9 *44,| 
Marine April 30 . 281.7 45.7 
May 31 283.9 47.4 
June 30 276.8 47.4 
July 31 270.7 47.9 
August 31 252.6 45.2 
Home Office September 30 245.1 42.4 
October 31 223.0 41.1 
H November 30 231.9 41.7 
60 John Street New York City saad 2460 ped 














The index of 90 stocks is based on Standard & Poor's daily stock price 
indexes of 50 industrial, 20 railroad and 20 public utility stocks combined. 
Lhe 90 stocks and the 30 fire and casualty stocks were at 100 in June, 1944 


* Standard & Poor's new index of 500 stocks. Comparable figure for 
February 28, 1957 is 43.3 











building cost index 


THREE BONUS SERVICES @ 


om : , , Avg. Dec. Avg. Dec. 
S/ e 9 g 

PO SAV E YOU: 1939 1957 1939 1957 
* time Boston 210 692 Minneapolis 202 639 

* effort New York 219 711 Kansas City 209 607 
Hf Buffalo 205 714 St. Louis 208 664 

* and money Baltimore 198 673 Atlanta 186 © 729 
; . Philadelphia 196 667 Dallas 171 601 
Modern Aids to the Efficient Office Pittsburgh 219 66! New Orleans 194 684 
' ative ’ Cincinnati 209 658 Denver 195 582 
informative Booklets Cleveland 206 682 Seattle 196 642 
A Directory of Office Equipment Chicago 205 622 San Francisco 183 622 
Indianapolis 206 690 Los Angeles 167 642 


. sale . 7 e Detroit 208 711 —_ 
See The Office Methods Section Milwaukee 209 707 National Average 200 672 


sone oeaoenngn2 ss & 


of Every Issue of 


This index (1913 100) applies to construction only and does not in 

» clude building fixture items such as plumbing, heating, lighting, sprinkler 

B Insurance News system, etc. It is based on average costs under normal conditions with no 
‘ allowance for overtime, premiums on materials, or special conditions. It is 

the composite of four types of buildings, frame, brick, concrete and steel— 
and therefore should be used only as a trend as it is not applicable to 
specific buildings. Furnished courtesy of the American Appraisal Company 


Po I . 3 . N _ EXECUTIVE AND GENERAL OFFICES BEST BUILDING, 75 FULTON ST., NEW YORK 38, N. 
Best's Insurance News Publication Office, Columbia Turnpike, Box 232, Rensselaer, N.Y. Publication Date: l0th of the Month. 
Entered as Second Class Matter at Post Office at Rensselaer, N. Y. Under Act of March 3, 1879. Subscription Rates: $4.00 Per Year in the United States. 

















insurance stocks 


Furnished through the courtesy of The First Boston Corporation 


1958 Range 
High Low 


Aetna Casualty Company 139 
Aetna Insurance Company 
Agricultural Insurance Company 
American Equitable Assurance Co 
American Home Assurance Co. 363% 30 30 
American Insurance Company 25'/2 24% 
American Re-Insurance Company 32 29'/2 
American Surety Company 17\/4 

Bankers & Shippers Insurance Co 54'/, 

Boston Insurance Company 
Camden Fire Insurance Assoc 
Continental Casualty Company 
Continental Insurance Company 
Employers Group Associates 
Employers Reinsurance Company 
Federal Insurance Company 
Fidelity Deposit Co. of Md. 
Fidelity-Phenix Fire Ins. Co. 
Firemen's Fund Insurance Co. 
General Reinsurance Corporation 
Glens Falls Insurance Company 
Globe & Republic Insurance Co 
Great American Insurance Company 
Hanover Insurance Company 
Hartford Fire Insurance Company 
Hartford Steam Boiler Insp. & Ins 
Home Insurance Company 
Insurance Co. of North America 
Jersey Insurance Co. of New York 
Kansas City Fire & Marine Ins. Co 
Maryland Casualty Company 

Mass. Bonding & Insurance Co 
Mass. Protective 

Merchants Fire Assurance Co 
Merchants & Mfrs. Ins. Co. 
National Fire Insurance Company 
National Union Fire Insurance Co. 
New Amsterdam Casualty Company 
New Hampshire Fire Insurance Co 
New York Fire Insurance Company 
Northern Insurance Company 

North River Insurance Company 
Northeastern Insurance Company 
Northwestern National Ins. Co 
Ohio Casualty Company 

Pacific Ins. Company 

Pacific Indemnity Company 
Peerless Insurance Company 
Phoenix Insurance Company 
Providence Washington Ins. Co. 
Providence Washington Ins. Co. Pfd 
Reinsurance Corp. of New York 
Reliance Insurance 

Republic Insurance Company 

St. Paul Fire & Marine Ins. Co. 
Seaboard Surety Company 

Security Insurance Company 
Springfield Fire & Marine Ins. Co 
Standard Accident Insurance Co 

U. S. Fidelity & Guaranty Co 

U. S. Fire Insurance Company 
Westchester Fire Insurance Co. 

St. Louis Insurance Corp 


Bid Price 
1/31/58 


125 132 
58. 50 56!/, 
30% =. 22'/, 273, 
33. 25!/, 30 


Fire & Casualty Companies 


1958 Range 
High Low 


Bid Price 
1/31/58 


Aetna Life Insurance Co. 194 180 181 
American National Life 9/2 9% 
Bankers Nat. Life 19 19'/, 
Businessmen's Assur. 60 
California Western Sts. Life 78 
Columbian Nat. Life 

Commonwealth Life 

Connecticut General 

Continental Assurance 

Franklin Life 

Govt. Employees 

Gulf Life Ins. 

Jefferson Standard Life 

Kansas City Life 

Liberty National Life 

Life & Cas. Ins. Co. 

Life Ins. Co. of Va. 

Lincoln National Life 

Mass. Indem. & Life (old) 

Mass. Indem. & Life (new)* 

Monarch Life Ins. 

Monumental Life Ins. 

National Life & Accident Ins. 

North American Life Ins. (Chcago) 

Philadelphia Nat. Life 

Republic Nat. Life 

Southland Life 

Southwestern Nat. Life 

Travelers Ins. 

United Ins. of America 

United States Life Ins. 

West Coast Life 


Life Companies 


* After 33'/.% stock dividend 


For January, 1958 


YOUR CLIENT'S 
confidence is YOUR 
most valuable asset! 


e Where property values 
are in question. always 
refer your client to 
a nationally known 


reliable appraisal firm. 
APL ie 
rH ic 


LLOYD-THOMAS 


1411 Ravenswood Avenue, Chicago 40, Il. 


First for Factual appraisals /, 


since 1910 


OFFICES — COAST TO COASI 





Homer says: 
HOW LONG 
should a 


man wait? 


When a client of yours puts 
in a claim on fire insurance, 
how long should he wait 
for that claim to be settled? 
If it’s Norfolk and Ded- 
ham, the answer is only 
long enough to settle his 
claims fairly. In protecting 
the interests of your clients, 
you'll do well to recom- 
mend Norfolk and Dedham 
Fire Insurance for the fair- 
ness and speed with which 
this reliable old company 
operates. 


BRANCH OFFICES: 
600 So. New Hampshire Ave., Los Angeles, Cal. 
3024 Sandage St., Fort Worth, Texas 


NORFOLK ano DEDHAM 


Mutual Fire Insurance Company 
DEDHAM, MASSACHUSETTS 


A MULTIPLE LINE COMPANY 














With confidence in the 
future and pride 
in the past... . 1873-1958 


The history of the Boston Insurance 
Group, since its founding 85 years 
~~, af: ago, parallels the development of the 
. z 
TAR 
AVE = 
‘fr tags 
e ae = Xe . >: . ° 
—~\ symbol of the Pilgrim, heritage 
4 ” 
, of a vigorous New England 


American Agency System. The 


past, is dedicated to our in- 
dependent stock insurance 
agents, whose loyalty fore- 
Vw tells a future with 


promise. 


BOSTON INSURANCE GROUP 


BOSTON INSURANCE COMPANY 
OLD COLONY INSURANCE COMPANY 


87 -KILBY STREET ° BOSTON, MASSACHUSETTS 
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RAYMOND T. SMITH, Vice-President 
FRANK J. MATRE, Sales Mer. 
W. LAWRENCE HOWE, Spec. Rep 
JAMES G. BRECUNIER, Spec. Rep 
10 So. La Salle St., Chicago 3 


East Central 
PAYSON H. RYAN, Vice-President 
FELIX T. McCARTHY, Jr., Spec. Rep 
Ingalls Bldg., 6 E. 4th St., Cincinnati 2 


New England 


WALTER A. SPANGLER, Manager 
13 Stanhope St., Boston 16 


Eastern 
DAVID R. BEASLEY, Spec. Rep 
ROLAND H. BURCHSTEAD, Spec. Rep 
ARTHUR A. EBERLE, Spec. Rep 
ELLIOT SEWARD, Spec. Rep 
75 Fulton St., New York 38, N. Y 


Middle Atlantic 


HOWARD J. ADER, Manager 
1208 Nelson St., Richmond 26, Va 


South Central 


GENE HANSELMANN, Manager 
151 Lynda Drive, Chattanooga 5 


Southwestern 
ROBERT S. BEGIEN, Manager 
LAWRENCE V. DAMICO, Spec. Rep 
826 Gibralter Life Bldg., Dallas 1 
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1150 Wilshire Blvd., Los Angeles 17 
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company 


COLORADO 


DELAWARE 


DISTRICT OF COLUMBIA 


FLORIDA 
GEORGIA 
INDIANA 


KANSAS 
MAINE 
MARYLAND 
MISSOURI 
NEBRASKA 


NEW JERSEY 


NEW YORK 


NORTH CAROLINA 
NORTH DAKOTA 


OHIO 
PENNSYLVANIA 


RHODE ISLAND 
VERMONT | 
WISCONSIN 

A 4 wr r 


2 
o 


developments 


Admitted 
ty C Neb. 

Oh 

Okla 


Ymaha, 


M 
Admitted 


Examined 


Examined 


Examined 


Admitted 


Examined 


Examined 


Merged 


Licensed 


Admitted 


Saniiiaad 


Admitted 


Merged 


A 


Admitted 


Merged 
aes 


Examined 


en ee oe ae 


Admitted 
Admitted 
Admitted 


Reinsured 


Examined 


r 


Examined 
Admitted 


Admitted 


WYOMING 

Casualty C 
Mid-Union Indemnit 
PUERTO RICO 
Niagara Fire Insurance 
VIRGIN ISLANDS 
American Bankers Insurar _ of Flo 
ALBERTA Withdrew 
American Central Insurance Co 
British General Insurance C Ltd 
New England Ir 


Admitted 


Centra 
Admitted 


Admitted 


Merged 
Reliance Insurance C f Philadelphia 
NOVA SCOTIA Registration Revoked 
Fire Insurance C t Harttord 
’ - Ltd 


E Withdrew 
e Co. 


Ltd. 


re Insurance C 
Ind M rine Insurance C 
Admitted 
Sanadian nce Co. 
r Thames Insurance C Ltd. 
kio Marine anc re Insurance C 
OTTAWA Admitted 
Sanadian Pr nce Co. 
Munich Rein C 
Rivar Thamoctnaianca Go. laa. 
Merged 


America 


Ltd 


Empire : >. 
QUEBEC Retired 
American Centr Co . Louis, Mo. 

London, Enq. 
Francisco, Calif 


ro 
Genera 


conventions ahead 


MARCH 


Fire Underwriters of the Pacific, 
Hotel, San Francisco. 

American Management Association, special insurance conf., 
Drake Hotel, Chicago. 

Cleveland Insurance Day, fifth annual. 

Health Insurance Association of America, methods and pro- 
cedures forum, Biltmore Hotel, N. Y. 

National Association of Independent Insurers, annual spring 
workshop, Hotel Monteleone, New Orleans. 

Conference of Mutual Casualty Companies, underwriting 
conference, Conrad Hilton Hotel, Chicago. 

Tri-State Mutual Agents Association of Pa., Md. and Dela., 
annual, Lord Baltimore Hotel, Baltimore. 

Eastern Agents Conference, NAIA, annual, Hotel Claridge, 
Atlantic City. 

Rhode Island Association of Insurance Agents, midyear, 
Sheraton-Biltmore Hotel, Providence. 

lowa Association of Insurance Agents, Fort Des Moines 
Hotel, Des Moines. 

Midwest Territorial Conference, Fort Des Moines Hotel, Des 
Moines. 

National Association of Insurance Commissioners, Zone 3, 
Dinkler Plaza Hotel, Atlanta. 
Far West Agents Conference, 
Palace Hotel, San Francisco. 
National Association of Surety Bond Producers, Westward Ho 
Hotel, Phoenix. 


82nd annual, 


Fairmont 


NAIA, annual, Sheraton- 


APRIL 


New Hampshire Association of Insurance Agents, midyear, 
Manchester. 
National Association of Insurance Commissioners, Zone 5, 
Broadmoor Hotel, Colorado Springs. 
Ohio Association of Mutual Insurance Agents, annual, Neil 
House Hotel, Columbus. 
Oklahoma Association of Mutual Insurance Agents, Mayo 
Hotel, Tulsa. 
New Jersey Association of Insurance Agents, midyear, cruise 
to Bermuda. 
Mutual Insurance Agents Association of New York State, 
Inc., annual, Hotel Syra, Syracuse. 

{Continued on paqge 126) 


Best's Fire and Casualty News 





EMPLOYERS REINSURANCE CORPORATION 


Kansas City, Missouri 





FINANCIAL STATEMENT AS OF DECEMBER 31, 1957 





ASSETS 


CASH IN BANKS AND ON HAND Ree Re ee rer $ 4,531,275.9] 
BONDs: 
UNITED STATES GOVERNMENT ....... $24,105,142.68 
CANADIAN GOVERNMENT 1,011,448.73 
STATE, COUNTY AND MUNICIPAI 26,912,208.83 
REVENUE, AGENCY AND AUTHORITY 
BONDS OF STATES AND POLITICAL 
SUBDIVISIONS 


TOTAI 55,871,418.22 
STOCKS 8.838,454.00 
UNCOLLECTED PREMIUMS (NOT OVER 90 Days) ai 866,462.70 
INTEREST ACCRUED AND OTHER ADMITTED ASSETS .. 493,986.52 





TOTAL ADMITTED ASSETS eras, $70,601 ,597.35 


LIABILITIES 


RESERVE FOR CLAIMS AND CLAIM EXPENSE $31,216,541.29 
RESERVE FOR UNEARNED PREMIUMS 16,820,264.90 
FUNDS HELD UNDER REINSURANCE TREATIES 4,078,105.04 
TAXES AND OTHER LIABILITIES 1,417,016.31 
CAPITAL $ 3,000,000.00 
SURPLUS 14,069,669.8 | 


SURPLUS TO POLICYHOLDERS corel eter: 17,069,669.8 | 





$70,601 597.35 


Securities carried at $4,157,439.72 in the above statement are deposited as required by law. 
Bonds are valued on an amortized basis and stocks at prices prescribed by the National Asso- 
ciation of Insurance Commissioners. On the basis of actual market values at December 31, 
1957 for all bonds and stocks, surplus to policyholders would be $15,787,554.24 





REINSURANCE IN MULTIPLE LINES 





KANSAS CITY, MO. 
Insurance Exchange Bldg. 


NEW YORK CHICAGO SAN FRANCISCO 
107 William Street 175 West Jackson 100 Bush Street 


For February, 1958 





FOR HOME AGENTS: 








To get the most out of this 
ad, ask your Home fieldman for 
"Easy Estimating Charts on U. S. 
Residential Building Costs." 























What! °428° for the material to build a dog house ? 


CWHAT WOULD IT COST TO BUILD YOUR HOME TODAY?) 


Try building anything today. The cost may shock you. Take a house that cost you $14,000 in 1946. Based on 
national averages by the F. W. Dodge Corp., the same house in 1957 would cost you $21,300! 


Unless you can afford to take a substantial loss, you should have enough insurance to duplicate your home 


at present costs. See The Home Insurance agent in your community now. He sells insurance you can count on 
when you need it. 


TH EK H OM K CSauaurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
ORGANIZED 1853 FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
A stock company represented by over 40,000 independent local agents and brokere 





oe It-1s'the responsibility ot every 
agent to preserve the value of his 
agency beyond the time of his death 
or retirement On page 18 are some 
questions that must be answered by 
the man who decides he really does 
want his outlive him. 
Who is going to own the business 
and when should the interest be 
passed on to him? What about in- 
come, and taxes? Would a split- 
dollar arrangement or a_ buy-and- 
sell agreement fit the situation ? Read 
You Can’t Take It With You! 


agency to 


eee Superimposed on the problem 
of the direct and specialty companies 
who have affected business in the 
automobile field catastrophically, is 
the current problem of high loss 
ratios. Inflation-paying losses based 
on higher values than the premiums 
were based on, and the higher ver- 
dicts being awarded; rates 
unable to secure adequate increases 


being 


when necessary ; the constant broad- 
ening of coverages; and the break- 
down of business morality—the “get 
all you can from the company” atti- 
tude—are all contributing factors. 
Read This Way to the Eqress on 
page 20. 


eee Currently, the work platforms 
needed for Offshore Drilling and ex- 
ploration for under-sea petroleum, 
have been planned and operated by 
petroleum experts and civil engi- 
As a result, the necessities 
of maritime safety have been subor- 
dinated to efficiency and conservation 
of time. Until this situation is rem- 
edied, the regular marine insurance 
problems encountered 


neers. 


weather, 


For February, 1958 


ocean currents, collision, and. tire 
will be greatly intensified. Compli 
cations arise from special problems 
such as adequate fog signals, erosion 
of the sea floor by wave action which 
can cause tilting and collapse of the 
work structure, and the fact that 

this being a new industry—each new 
structure is erected 

ferently than before, 
new set of problems. See 


somewhat dif 
presenting a 
page 24. 


eee if everyone connected with the 
insurance industry conducts himself 
in such a manner as to inspire con- 
fidence in himself and the company 
he represents, then he has achieved 
The Positive Approach to the future. 
That is the opinion of our author 
on page 36, who goes on to say that 
economic and social pressures being 
what thev are, one should re-exam 
ine the basic philosophies, the ob 
the 
purposes of 


jectives and underlying long 


range this business in 
order to serve best the humanitarian 


motivation behind it 


eee The 


risk of 


longed disability, premature death 


loss due to pro- 
or old age is of equal importance to 


a property owner oO business Mall 
as the risk of a large suit or prop 
erty damage. If a single insurance 


counselor can provide protection 
against both types of losses he will 
grow in professional status and in 
the esteem of his client. His reasons 
for buying a specific policy will be 
more carefully weighed and he will 
be in a position to build a more 
complete wall of insurance protec- 


tion for his client. Thus Professional 


All Lines” Selling will benettt both 
chent and producer and also. thi 
carrier itself 


see page Oo 


eee Many + +) 


or the techniques 
approaches cle veloped to con 
ever-rising accident rate hi 
ineffective. Often. all that 
or bus driver is exposed to 1s a 
safety talks and some printed litera 
ture with the result that once he is 
out on the road and away from direct 
What 
Bold Program, 
which will instill in the driver 


supervision, he becomes lax 
is needed is «1 one 
a deep 
feeling of responsibility to the com 
pany, the 
himself. 


vehicle, other traffic and 
Such a 


scribed on page 7/7 


program 1s de 


eee The Rising Tide of | 


erdicts in 
personal injury cases has been due, 
in large part, to those lawyers who 
make it a practice to calculate settle 

dol- 


This in 


ments on the basis of so many 
lars for so much suffering. 
turn has brought about suggestions 


that the trial by jury be abolished, 


on the grounds that a sole judge 


might be less susceptible to the pleas 
and therefore, more equitable. How- 
ever, our author on page 99 main- 
tains the opposite viewpoint ; he 
that the jury system be 
strenethened and blames the 


away” live in as 


Insists 
“ove 
society we now 
conducive to the high settlements 
He suggests a program of education 
and enlightenment, followed by cau 
tious legislation, to combat the situa 
tion 


— 129 de 


plores the attitude of many agents 
who contend that they have all the 
business they need, and so feel that 


Our author on 


page 


there is no point in soliciting new 
business. 
ot the 


He argues that the future 
\merican Agency System is 
dependent upon 7/r 


dependent 


Future of In 
Igents, and if the agen 
cies are allowed to diminish it will 
he bad for the He 


stresses bringing voung blood into 


entire system 
the organization, and suggests train 
Ing more women as _ solicitors. In 


general, it behooves every one in 


the industry to operate at peak effi 
ciency until retirement 








publications 


The Nighttime Accident Problem by 


Phil I Lirsc 


ate of the National Safety 
| 56% of all auto 
talities occur after 
hermore, non 
de more serious 
ot the 


ked for meht 


] WOTeT 


is book dis 
istbility and 
lumina 

It fur 


1 
onside 


visibility 


reflectorization, how — 1n- 


visibility reduces hazards 


Ived in meht 
e accidents 


concluding 


aptel 
ipt 


considers how might trattic 
ident | 


er copy. Pub- 
101 


Pre ‘xs. Inc.. 


Neer 





ADVISERS 
& BROKERS 





DALE & COMPANY 


LIMITED 


COMPLETE INSURANCE SERVICE 
THROUGHOUT CANADA 
LLOYD'S AGENTS MONTREAL 
Offices at 


HALIFAX MONTREAL 


WINNIPEG 
EDMONTON 


TORONTO 
CALGARY 
VANCOUVER 
Associate Office 


Payne & Hardy, Ltd. Hamilton, Ont. 








MELLING & BEVINGTONS LTD. 


Reinsurance & Special Risks 


630 Dorchester, W 
MONTREAL 


4 Fenchurch Ave. 


LONDON 
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Handbook of Noise Control- 
by Cynl M. Harris ot 
University’s [électronics 


edited 
Columbia 

kesearch 
Laboratories, 

Deseribed as the first comprehen 
sive handbook on the general sub 
ject of noise control to be published 
in the United this 
practically 
“Unwanted 


States, volume 


treats eCVery 
Sound.” Discussed in 
detail is the nature of noise, 1ts meas 
urement and techniques of its con 
trol in buildings, industry, transpor 
tation and the community 

Particular stress is given to the 
st ution of nose problems by the use 
of examples taken from existing 
Subject mat 
ter in each chapter is arranged so 


effective installations. 


that the solutions to practical noise 
control problems which do not re 
quire highly 
tions 


theoretical considera 


can be found without 
the 


considerations, except as the reader 


going 
into more advanced technical 
mav desire. 

11S4 
formation available from 
Hill Book Information 
West 41st 
ee ee 


pps: $16.50 pe 


} 


COPYN In 
VeGraw 
Service, 327 


Street, New York 36, 


Automobile Liability Insurance Cases 
by Norman I. Risjord and June MM 
\ustin. 


Since the standard basic 
bile liability policy was promulgated 
Nn 1936, the 


aU ONO 


\merican courts have 
had occasion to construe that policy 
and its successors in some 1443 re 
ported cases, This volume contains 
a resume of each of these cases with 
the emphasis on a brief restatement 
of the pertinent facts in each case and 
a factual outline of the standard pol 
icy provision with a reference to the 
resume of each of the cases pertain- 
ing to each policy coverage. 


$25.00 available from 
Risjord & Austin, 8104 High Drive, 


Kansas City 16, Vissourt 


per copy, 


aspect of 


National Fire Codes 


This is a revised six-volume edi 
tion of fire safety standards devel 
oped by the National Fire Preven- 
tion The 
tithe and content are: 


\ssociation, volumes by 
Volume | 

Mlammable liquids and gases (35 
- Volume II 

Combustible solids, dusts, chemicals 
and explosives (34 standards, 624 
Volume [}l- Building con 
struction and equipment (31 stand 
Volume I\V—Ex 
tinguishing equipment 
ards, 1O88 pages); Volume \ 

(The National [Electrical 
Code plus six other NEP. electrical 
standards and a digest of the lec 
trical provisions of 69 other NEDA 
standards, 704 pages); Volume V1 
Mise. (28 


standards, S96 pages ) 


pages ) ; 


ards, 736 pages ) ; 
(33> stand- 


electrical 


‘Transportation and 
standards, 672 pages ). 

SO.UO per volume, 
the Publications 


avatlable from 
department, Na 
Protection 
OO Battervinarch St., 


Vass. 


tional Tire Issociation, 


Boston 10). 


Proceedings of the Casualty Actuarial 
Society—43rd \nnual Volume 
\mong the informative and timely 
papers included in this volume are: 
“A Review and Comparison — of 
Workmen’s Compensation [xperi 
ence in. New York and Wisconsin” 
by Frank Harwayne, chief actuary, 
New York Insurance Department ; 
“Tlistory of Automobile 


Iden W. 


lumber 


Uniform 

\ssigned Risk Plan” by 
Dav, resident 
Mutual 
and “Current 
cedures for 


secretary, 
mens Casualty Company ; 
Making Pro 
\utomobile [aabilitv [n- 
Philipp I. 
actuary, Mutual Insurance 
Also included in the 


are the svllabus for the ex 


Rate 
surance by Stern, as- 
sistant 
Rating Bureau. 
volume 
aminations leading to) membership 
in the Society, the Year Book and 
discussions of previously presented 
papers, 

The Society is a 
group 


professional 
whose members represent a 
countrywide cross section of insur- 
ance company executives, actuaries 
and statisticians in addition to aectu- 
aries 1n private practice, in state in- 
surance departments and with rating 
bureaus 

SS.O0 per copy; available from the 
secretary-treasurer of the Casualty 
letuarial Society, 200 Fourth olee 

New Vork 3, N.Y. 
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All deserve planned insurance protection! 


With 4tna Casualty planned protection, all your insurance requirements, personal 


as well as business, can be covered. From one independent insurance agent you Get the policy with the 
obtain the exact kinds and amounts of protection you need. You avoid loopholes 


and costly overlapping coverages. There's no confusion or delay in the handling * 
of claim settlements. In short, you can rest assured you are properly insured 

Ask your Etna Casualty agent about planned protection today. Ask him, too 
about A2tna Casualty’s “policies with the P.S.” They're your assurance of personal . cs 
service from thousands of AZtna agents and claim service offices, coast to coast 


AETNA CASUALTY “Personal Service 


AND SURETY COMPANY 


Afflicted with ATNA LIFE INSURANCE COMPANY + STANDARD FIRE INSURANCE COMPANY 





+ Merttord. Conn 


Get planned protection with P.S. for all your insurance needs. Sold only through independent agents and brokers 








EXHIBITOR: Atna Casualty and Surety Company 
GALLERIES: Saturday Evening Post (Feb. 22 opening); 


Life (March 17 opening); Sunset (March opening). 


P.S. Exhibitor estimates exhibit will be viewed by at least 8,000,000 top prospects 





for the policies with the P.S. — located in every city and town from coast to coast. 
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COMPLETE AMERICAN PROTECTION 
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f° RE-INSURANCE COMPANY 


99 JOHN STREET, NEW YORK 38, N. Y. 
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company changes 


NSURANCE IS AN OLD and staid business with a repu- 
tation for relatively few changes. 
among those 


Few persons even 


active in the business, realize how many 


changes—retirements, new companies, changes in capital 


or changes in name—take place each year. 


\n expand- 
ing economy naturally brings more money, more capital 


changes and more new companies into insurance while 
periods of declining business tend to slow down the or- 
ganization of new carriers and increase the number of 
mergers, consolidations and retirements. 

The year 1957 was relatively quiet with just over two 
hundred changes, about the same as in 1956 but only 
two-thirds as many as occurred in each of the two pre- 


eight new stock companies were launched with about 
$131% million of paid-in capital and surplus, the seven 
mutuals with less than half a million contributed funds 
and the five Lloyds and reciprocals with about three 
quarters of a million dollars of contributed funds. Addi 
tional capital funds of over $13 million were paid into 
some sixty-seven established companies. 

Thirty-two companies increased their capital by $7/% 
million through the declaration of stock dividends 
changes in par value of shares. Thirty-seven changed 
their titles during the some to reflect broader 
charter powers and the writing of additional classes of 
business, others to perpetuate part of the name of a 


vear, 


ceding years. There were only 


NEW COMPANIES 
Stock Fire & Casualty 


American Guaranty Insurance Com- 
pany, Charlotte, North Carolina: Licensed 
on February 15 with paid-in capital of 
$200,000 and contributed surplus of $100,- 
000 to write automobile physical damage. 

Animal Insurance Company of Amer- 
ica, New York, New York: Licensed on 
July 31 with paid-in capital of $100,000 
and contributed surplus of a like amount, 
to write term life on pedigreed dogs. 

Argonaut Insurance Company, Menlo 
Park, California: Licensed on July 1 
with capital paid-in of $1,000,000 and $2,- 
007,759 surplus to convert the Argonaut 
Insurance Exchange to a stock basis. On 
that date the Argonaut Insurance Com- 
pany acquired all the assets and assumed 
all the liabilities of the exchange. 

Automobile Owners Association Insur- 
ance Company, Kansas City, Missouri: 
Licensed May 5 with paid-in capital of 
$100,000 and contributed surplus of a like 
amount to write life, accident and health. 

Cascade Insurance Company, Tacoma, 
Iashington: Licensed July 1, with paid-in 
capital of $500,000 and contributed surplus 
of a like amount to write automobile in- 
surance. Financial control is held by 
United Pacific Insurance Company. 

Chicago Insurance Company, Chicago, 
Illinois: Licensed May 6 with paid-in 
capital of $200,000 and contributed sur- 
plus of $150,000 to write fire and allied 
lines. Financial control is held by Inter- 
state Fire & Casualty Company. 

Coal Operators Casualty Company, 
Rockwood, Pennsylvania: Licensed June 
5 with paid-in capital of $100,000 and con- 
tributed surplus of $50,000 to write gen- 
eral liability and workmen’s compensation. 

Commerce and Industry Insurance 
Company, New York, New York: Li- 
censed December 24 with paid-in capital 
of $750,000 and contributed surplus of 
$1,250,000 to write fire and allied lines. 
It is a wholly owned subsidiary of Asso- 
ciated Reciprocal Exchanges. 

The Countryside Casualty Company, 
Columbia, Missourt: Licensed on Decem- 
ber 24 with paid-in capital of $400,000 and 
$100,000 contributed surplus to write gen- 
eral fire and casualty lines. 

Fire and Casualty Insurance Corpora- 
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thirty-nine 
panies organized, just about the rate of 1956 and sixty- 
eight retirements as against sixty in 1956. 


new com- 


ferent reasons. 
The twenty- 


tion of America, Thorp, Wisconsin 
Licensed January 3 with paid-in capital of 
$200,000 and $52,000 contributed surplus 
to write automobile physical damage. 

First Fidelity Fire Insurance Corpora 
tion, Oklahoma City, Oklahoma: Licensed 
June 28, 1957 with paid-in capital of $50,- 
000 and $40,000 contributed surplus to 
write fire and allied, marine and auto- 
mobile physical damage insurance. 

Forest Insurance Company, Atlanta, 
Georgia: Licensed on July 1 with paid-in 
capital of $150,000 and contributed sur- 
plus of a like amount to write fire insur- 
ance on growing timber 

Highlands Insurance Company, Hous- 
ton, Texas: Licensed December 9 with 
paid-in capital of $150,000 and contributed 
surplus of a like amount to write work- 
men’s compensation and liability insur- 
ance for its sponsor, Brown & Root, Inc. 
and subsidiaries only. 

Insurance Company of 
Dover, Delaware: Licensed April 22 with 
paid-in capital of $100,000 and $50,000 
contributed surplus to write life, accident 
and health insurance. 

Kentucky Insurance Company, Louis- 
ville, Kentucky: Licensed June 4 with 
paid-in capital of $500,000 and contributed 
surplus of $300,000 to write fire and ex- 
tended coverage insurance 

The Long Island Casualty Insurance 
Company, Hempstead, New York: Li- 
censed September 19 with paid-in capital 
of $139,938 and contributed surplus of 
$68,143 to write accident and health. 

Members Insurance Company, Oak- 
land, California: Licensed on December 
21, 1956 and commenced business January 
1, 1957 with paid-in capital of $324,375 
and contributed surplus of $486,563 to 
write automobile and casualty lines. Mem- 
bership in a credit union is a prerequisite 
for coverage. 

Mortgage Guaranty Insurance Corpora 
tion, Milwaukee, Wisconsin: Licensed 
February 14 with paid-in capital of $300,- 
000 and contributed surplus of $87,500 to 
write mortgage guaranty insurance 

Peoples Indemnity Insurance Company 
of Arkansas, Conway, Arkansas: Li- 
censed January 22 with paid-in capital of 
$50,000 and contributed surplus of $170,- 
980 to write multiple lines. On February 
1 this company absorbed the Kellar Mu- 
tual Insurance Company, Conway, Ark. 


Delaware, 


merged company and 
Following are the 
than two hundred changes. 


still others for a number of dif- 


details of the more 


Professional Insurance Company, Nex 
York, New York: Licensed November 21 
with paid-in capital of $300,100 and con- 
tributed surplus of $100,050 to write mal 
practice personal injury liability insurance. 

Protective Fire and Casualty Company, 
Seward, Nebraska: Licensed May 28 with 
paid-in capital of $200,090 and contributed 
surplus of $109,140 to convert Protective 
Fire Insurance Company (a mutual) to 
a stock company basis. On May 31 it 
acquired the assets and assumed the lia- 
bilities of the mutual. 

Royal Standard Insurance Company, 
West Memphis, Arkansas: Licensed 
March 4 with paid-in capital of $50,000 
and contributed surplus of $25,000 to 
write fire and allied lines and full cover- 
age automobile insurance. 

Standard Surety Company, Rapid City, 
South Dakota: Licensed June 18 with 
paid-in capital of $100,000 to write surety. 

The State Assurance Company of New 
York, New y ork, New York: Organized 
and licensed late in December to act as 
the vehicle for the absorption of the U. S. 
Branch of The State Assurance Company, 
Limited, Liverpool, England by Provident 
Fire Insurance Co., New York, N, Y. 

State-Security Insurance Company, 
Pittsburgh, Pennsylvania: Licensed on 
\pril 28 with paid-in capital of $100,000 
and contributed surplus of $50,000 to 
write automobile physical damage. 

The Surety Insurance Company, Green- 
ville, South Carolina: Licensed January 
2 with paid-in capital of $500,000 and 
contributed surplus of a like amount to 
write multiple lines. 

Trans-America Insurance Company, 
Columbus, Ohio: Licensed November 7 
with paid-in capital of $301,800 and con- 
tributed surplus of a like amount to write 
— lines. Financial control is held 
by the Nationwide Mutuals 


Mutual and Assessment 


Commonwealth Mutual Fire 
Company, Richmond, Virginia: 
September 30 with $15,000 of 
funds to write fire insurance. 

The Delaware Valley Mutual Casualty 
Company, Philadelphia, Pennsylvania 
Incorporated November 1 and _ licensed 
November 25 to write casualty lines 


{Contin 
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surplus 
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Company Changes 
sulf States Mutual Fire, Birmingham, 
ama November 14 to 


fire business on the industrial or 


Licensed on 
eekly premium basis 
Louisiana farm m Mutual [nsur 

ince Company, baton Rouge, Lousiana 

This mutual l sed kKebruary 21 to 

write a general fire busi It began 

1 1 } ] . 
operation vitl ontributed surplus ot 


d Georgia, 

tpleton ‘ 1: Licensed on October 

3 with $20,000 in surplus funds to write 

fire imsurance o1 sment plan 

a { ; s WSUPrANCE 

rporat fconnsyvitvanta 

Licensed September 23 with contributed 

funds of $5 

e Compan 

sed June 3 with 

112,000 to write fire 


Lloyds and Reciprocals 


lsuray Exchange, San 
ensed on De 
ntributed funds 
pensation only. 
is attorney-in 


to write 
Eldorado 
tact 

\ writers, Kansas 
1 July 13° with 
$55,000 to write fire, 
nd flood insurance. 

es, Inc. is the at 


Issociation, Los 
ensed March 21 


{ $200,000 to write 


e Exchange, 
ensed October 
S300,000° to 
P-1 Company 


Lixchange, Los 

California icensed on August 
contributed $200,000. to 
nobile insurance. 

yriters, Inc. is 


CHANGES IN TITLE 
Stock Fire & Casualty 


] > 
NSULANCE Company, Lenver, 


this company 


lied National In 


neral Insur 
ennsylvania: 
ied its name 
ompany. 
Inde Vew ) ork, 
Vew York: On Fe 7 this company 
converted from a ca Itv insurer to a 
and lang its name to 
any of New 


> Company, 1 
On July 9 this comy 
to Vallev Forge Insu 


i ei 


NCE 


ite company 


Citizens Life 


mce Company, 
On January 1 
ime to Birm 
Company. 
lire Relief 
York: On 
d its name 
Insurance 
Company 
fire A f10n of f idelphia, Phila 
delphia, Pe wania: | December 31 
this company changed its 1 
Insurance Company 


ame to Reliance 
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Insurance 
and 
ton, Vistrict of ( 
company 


Firemen Company of 
Georgetown, Washing- 
olumbia: On July 1 this 
changed its name to Firemen’s 
Insurance Company of Washington, D. C. 

The Highway Casualty Company, Chi- 
cago, Illinois: Early in 1957 this company 
changed its name to Highway Insurance 
Company 

Houston--American Insurance  Com- 
pany, San Antonio, Texas: In April this 
company changed its name to lranklin 
\merican Insurance Company. 

Pacific Fire Insurance Company, New 
York, New York: On May 20 this com 
pany changed its name to Pacific Insur 
ance Company of New York. 

lymouth tnsurance Company, Boston, 
Vassachusetts: On November | this com 
pany changed its name to I’lymouth Rein 
surance Company. 

Public Insurance Company of America, 
Indianapolis, Indiana: During June this 
company changed its name to United Pub- 
lic Insurance Company. 

Quaker City Fire and Marine 
Company, Philadelphia, Pennsylvania: 
On July 23 this company changed its 
name to Quaker City Insurance Company. 

Selected Risks Indemnity Company, 
Branchville, New Jerse: \t close ot 
business December 31 this company 
changed its name to Selected Risks In 
surance Company following merger with 
Selected Risks Fire Insurance Company 

South Central lire & Casualty Insur 
ance Company, Alontgomery, Alabama 
On April 9 this company changed its 
name to Southern Guaranty Insurance 
Company. 


Iashington 


/nsurance 


Mutual and Assessment 


American Farmers Mutual Automobile 
Insurance Company, Des Moines, lowa 
In February this company changed its 
name to American larmers Mutual Casu- 
alty Company (after reinsuring an ath 
liated company with the identical name, 
“American Farmers Mutual Casualty 
Company.” ). 

Central States Health and -lccident As 
sociation, Omaha, Nebraska: On June 1 
this company changed its name to Central 
States Health & Life Co. of Omaha. 

Country Mutual Fire Company, Chi 
cage, Illmois: On January 1 this com 
pany changed its name to Country Mu 
tual Insurance Company concurrent with 
merger with Country Mutual Casualty 
Company. 

Farmers’ Mutual Fire Insurance Com 
pany of Berrien County, Buchanan, 
Vichigan: On June 1 this company 
changed its name to Berrien Mutual In 
surance Company concurrent with a 
change in the plan of operation from a 
farm mutual company to that of a general 
mutual insuror. 

Farmers Union 
pany of Kansas, 
january 18 this 
name to Great 
Company, Ine. 

Goschenhoppen Mutual Fire Insurance 
Company, Pennsburg, Pennsylvania: As 
of January 15 this company deleted the 
word “Fire” from its title. 

The Hartford County Mutual Fire In- 
surance Company, Hartford, Connecticut: 
Early in 1957 this company changed its 
name to Mutual Insurance Company of 
Hartford 

The Home Mutual Fire Company, Wil 
liamsburg, Pennsylvania: On March 28 
this company changed its name to Home 


Vutual Insurance Com 
Salma, Kansas: On 
company changed its 
Plains Mutual Insurance 


Mutual Fire Insurance Company, |larris 
burg, Pennsylvania. 

[llint =Mutual = Insurance 
Champagne, Illinois: 
company changed its name to Aero- 
Marine-Automotive Mutual Insurance 
Company, Chicago, I]linois. 

Le Mars Mutual Insurance Association, 
Le Mars, lowa: Early in 1957 this com- 
pany changed its name to Le Mars Mu- 
tual Insurance Company of Iowa. 

Verchants Mutual Casualty Company, 
Vew York: On March 1 this 
company changed its name to Merchants 
Mutual Insurance Company. 

Mutual Auto Insurance 
Hrsconsin, Plymouth, Wisconsm: On 
December 1 this company changed its 
name to Heritage Mutual Insurance Com 
pany. 

The Mutual Fire Insurance Company 
of Lehigh County, Allentown, Pennsyl- 
vania: On April 22 this company changed 
its name to The Mutual Insurance Com- 
pany of Lehigh County. 

Order of Railway Employees, San 
Francisco, California: On July 25 this 
company changed its name to ORE In 
surance Company. 

The Preferred Mutual Fire Insurance 
Company of Chenango County, New 
Berlin, New York: On March 7. this 
company changed its name to lreferred 
Mutual Insurance Company. 

Regal) Mutual Insurance Company, 
Chicago, Illinois: On April 22 this com 
pany changed its name to Banner Mutual 
Insurance Company. 

Schuylkill Mutual Fire Insurance Com 
pany, Orwigsburg, Pennsylvania: On 
January 2 this company changed its name 
to Schuylkill Mutual Insurance Company. 

Security Mutual Liability Insurance 
Company, New York, New York: On 
July 31 this company changed its name 
to Security Mutual Insurance Company 
ot New York. 

The Sunbury Mutual Fire 
Company, Sunbury, Pennsylvania: On 
February 14 this company changed its 
name to Sunbury Mutual Insurance Com- 
pany. 

Tri-State Mutual Grain Dealers 
Insurance Company, Luverne, 
During April this company 
name to Tri-State Mutual 
Company. 

Vest Bend 
Company, lest 
February 7 this 
name to West 
Company. 


Company, 
On April 30 this 


buttalo, 


Company of 


/nsurance 


Fire 
VWinnesota: 
changed its 

Insurance 


Mutual Fire Insurance 
Bend, Wisconsin: On 
company changed its 
Bend Mutual Insurance 


Lloyds and Reciprocals 


The State Automobile Insurance Asso 
ciation, Des Moines, lowa: On April 1 
this company changed its name to State 
\utomobile and Casualty Underwriters. 

Transport: Indemnity Exchange, Des 
Voines, Towa: On January 1 this com 
pany changed its name to Carriers Insur 
ance [xchange. 


RETIREMENTS 
Stock Fire & Casualty 


Agricultural Indemnity Company of 
H’yoming, Laramie, H’yoming: Merged 
on January 1 with Agricultural Insurance 
Company of Wyoming under the. title 
Wyoming Farm Bureau Mutual Insur 
ance Company. 

Agricultural Insurance Company of 
Iyvyoming, Laramie, H’yoming: Merged 
on January 1 with Agricultural Indemnity 
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Company of Wyoming under the title 
Wyoming Farm Bureau Mutual Insur 
ance Company. 

Alabama General Insurance Company, 
Montgomery, Alabama; Placed in receiy 
ership on November 26. 

All-American [Insurance Company 
Washington, District of Columbta: Li 
cense not renewed during 1957 

Allied Fire Insurance Company of 
Utica, Utica, New York: Reinsured by 
Utica Mutual Insurance Company on 
June 30, 1956 and voluntarily dissolved 
on June 20, 1957 

American Bonding Company of Balti 
more, Baltimore, \iaryland: Merged into 
Fidelity and Deposit Company of Mary 
land on December 31. 

American Standard Insurance Com- 
pany, Denver, Colorado: This company 
entered voluntary dissolution on Oct. 1. 

Apex Insurance Company, Tlelena, 
Montana: This company elected not to 
renew its license as of April 1 

Atlas Insurance Company, Birmingham, 
Alabama: Placed in receivership on July 
16, 

Bankers Indemnity Insurance Company, 
Vewark, New Jersey: Merged into 
American Insurance Company on Jan. 31. 

Dallas Insurance Company, Dallas, 
Texas: Purchased by the United States 
Fidelity and Guaranty Company, Balti 
more, Maryland during the latter part of 
1957. It was liquidated later that year. 

Desoto Fire Insurance Company, Gads- 
den, Alabama: Merged into Gulf Ameri 
can Fire and Casualty vcore song Mont 
gomery, Alabama on November 6. 

East Huntingdon Casualty Compan) 
Scottdale, Pennsylvania: Voluntarily dis 
solved on November 22. 

Empire Surety Company, Omaha, Ne 
braska: On September 1 this company 
was merged with and into the Empire 
Fire and Marine Insurance Company, 
Omaha, Nebraska. 

riage Casualty Company, Philadel- 
phia, Pennsylvania: On December 31 this 
company and Reliance Insurance Com- 
pany of Philadelphia were merged into 
Fire Association of Philadelphia and the 
name of the latter company changed to 
Reliance Insurance Company. 

First Kentucky Fire Insurance Com- 

pany, Loutsville, Kentucky: Converted to 
an insurance agency early in 1957. 

General Casualty Company of America, 
Seattle, Washington: Merged into Gen 
eral Insurance Company of America on 
June 30. 

The Homeland Insurance Company of 
America, New York, New York: On De 
cember 31 this company merged with and 
into Central Surety and — ince Cor 
poration, Kansas City, Missour 

ICT Insurance ( ania, Dallas, 
Texas: Declared insolvent and placed in 
liquidation early in 1957. 

Insurors Indemnity and Insurance Com 
pany, Tulsa, Oklahoma: Reinsured by 
Houston Fire and Casualty Insurance 
Company, Fort Worth, Texas on May 31. 

Lombard Insurance Company, Ltd 
long Kong: The United States Branch 
of this company, located in San Francisco, 
withdrew from the U. S. during the year 

Merrimac Insurance Company, Selma, 
Alabama: Voluntarily liquidated March 

1957. 

Mobile Fire and Marine Insurance 
Company, Mobile, Alabama: Voluntarily 
liquidated as of March 31. 

Vutual Savings Fire and Auto Insur- 
ince Company, \ontgomery, Alabama 
Merged into Southern Guaranty Insur 
ance Company on June 30 
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Old Dominion Fire _Insurance Com- 


Merged into Providence 


Casualty Company were merged into | 
\ssociation of Philadelphia and 
f the latter company changed to Re 
Insurance Company. 


ship early in eg 


voluntary liquidation on 


Branch of this company. was 


York, New York on Decembe r 


from Aheed ss on October 


Mutual and Assessment 


Insurance Company 


twkhawk Mutual Insuran 


ker Hill Insurance 


Northampton County a 


Vutual Insurance 


Hamilton Mutual 
of ’ Cisdiaaanian County, 
Northampton County < 


Farmers ‘ened Insurance y 
i Merged into South- 


ern Home Insurance Company, Greer, 
South Carolina on Sept: mber 30 

Farmers 1 rnado Insurance Assocta 

m. Norfolk, Nebraska Raneed by 
Norfolk Mined Insurance Company, 
Norfolk, Nebraska on Jan. 25 
larme Uni Fidelity Insurance 
Company, Grand Island, Nebraska 
On February 15 this company merged 
with and into the Empire Fire and Marin 
Insurance Company, Omaha, Nebraska 

Freystown Mutual Fire Insurance Com 
pany, York, Pennsylvania: Reinsured by 
Southern Mutual Fire Insurance Com 
pany of York County on May 7 and 
voluntarily dissolved. 

Glacier Nattonal Mutual Insurance 
Company, Great Falls, Montana: This 
company elected not to renew its license 
as of | April 1. 

loi 


, 


ta Mutual Hail Insurance Compan 
nes, lowa: Merged into the lowa 
arm _ Mutual Insurance Company, Des 
—— January | 
futual Insurance ( m pany 

0 Arkansas: Absorbed by Peoples 
Indemnity Insurance Company of Arkan 
sas on February 1. 

Livingston Town Insurance ( 


N 
Vy 


wingston, New York Merged into 
laverack Town Fire Insurance Com 
pany, Claverack, New York early in 1957 

Vansfield Mutual Fire Insurance Con 
pany, Aansfield, Ohi Reinsured by 
Richland-Knox Mutual Insurance Com 
pany. Mansfield, Ohio, on October 1 

Viddletown and Roxbury Fire Insw 
ance Company, Roxbury, New York: On 
November 19 this company is merged 
into Midrox Co-operative Fire Insurance 
Company, Roxbury, New York. 

Vissourt Mutual Casualty Compan 
Clayton, Missouri: On inheus ber 24 this 
company merged with and into the Allied 
Mutual Insurance Company, Kansas 
City, Missouri 

Vonticello Co-operative Fire Insurance 
Company, Monticello, ew York On 
November 21 this company merged into 
Callicoon Agricultural Mutual Fire Re- 
lief Association of Sullivan County, 
Jeffersonville, New York 

Vutual Assurance Society Inc., Ver 
satlles, Kentucky: Vlaced in liquidation 
on September 23 

Vutual Fire Insurance Company of the 
District of Columbia, Washinaton, D. C. 
Absorbed by the Pennsylvania Lumber 
mens Mutual Insurance Company, Phila 
delphia, Pennsylvania, on May 

Vutual lire Insurance Company of 
Hummelstown, Hummelstown, Pennsyl 
vanta: Voluntarily dissolved as of Oc 
tober 1, 1957 

Vasareth Mutual Fire Insurance Com- 
pany, Nasareth, Pennsylvania: Merged 
with Citizens’ Mutual Fire Insurance 
Company of Northampton County and 
Farmers’ Mutual Fire sali ince Com 
panv of Northampton County on May 3. 
to form Nazareth Mutual Insurance Co 


/ 
( 


The Ohio Mutual Insurance Company, 
Salem, Ohio: Reinsured by The Lumber 
mens Mutual Insurance Company, Mans 
field, Ohio, on July 1. 

Pines Mutual Indemnity Company 
hiladelphia, Pennsylvania: Dissolved 
and pli iced in liquidation on May 9 
Property Holders Mutual Aid Fire In- 
demnity Society, New Orleans, Louisiana: 
This sé sclets on March 31 failed to renew 
its certificate of authority 

Property Owners Mutual Insurance 
Company, St. Paul, Minnesota: Merged 
into Farmers Mutual Hail Insuratice 

(Continued page 92) 
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you can't take it with you 


DR. JOHN D. LONG, 
Cy, CPGuU 
Associate Professor of Insurance, 
School of Business, 
Indiana University 


HAT ARE YOU DOING to pre- 
serve the value of vour agency 
beyond the time of your retirement 


or death? 
Ing questions, 


Consider the nine follow- 
which 
best. thinking. 


each of de- 
serves the very 
1. Do you really want your agency 
to outlive you? 

This is not a facetious question. 
Longevity has its price in terms of 
perhaps foregoing some current in- 
come. Are you willing to pay the 
price? If the answer is yes, you have 
The 


( ] ) Some 


to have a continuation plan. 
plan requires two things: 
to run the business after 
2) a means of such 
person(s) coming into control of the 
business. 

2. Who is going to own your busi- 
retirement or death ? 
Ultimately, the choice is to sell it or 
give it away. 


person { Ss) 


vour death and ( 


ness alter your 


In either case the suc- 
cessors, in a practical sense, are lim- 
ited to surviving employees, part- 
ners, stockholders, or friendly com- 
petitors. Your plan must provide a 
way for such person(s) to accede to 
the ownership and management of 
the business 
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3. When will your agency interest 
have to be passed to someone else ? 
Maybe you know the maximum pe- 
riod you will retain your ownership. 
What about the minimum ? 

4+. How long can you safely post- 
pone putting your house in order? 
Until you formulate your agency 
continuation plan, the agency is not 
prepared to outlast you—even if you 
own a part of it. To preserve the 
maximum value for your 
family and your business survivors, 
What 
is the earliest possible time the plan 
might be required? 


agency 


you need a “house in order.” 


5. From where will the money come 
you want your family to receive from 
the agency ? 

Alternatives are (1) savings, (2) 
earnings, and (3) life insurance 
In this age of high taxes 
and installment credit, savings are 
not a likely source. Dependency on 
earnings obtained from the business 
by your successor ties the welfare of 
vour family to the welfare of the 
business. Sometimes, however, this 
is the only source. When life insur- 
ance is usable, it may provide the 
most nearly infallible source of 
funds at the cheapest rate to fi- 
nance the transfer. 


proceeds. 


6. How much in taxes will have to 
be paid on the agency interest? 


Problem of federal estate, federal 
gift, and federal income taxes may 
arise. You might be able to reduce 
some death taxes by giving awav 
some or all of your business during 
your lifetime. The interest you re- 
tain at death will be a part of your 
estate for estate tax purposes. You 
might shudder to realize the opti- 
mistic view of your agency the tax 
authorities might take for valuation 
purposes. The value will include 
perhaps a tidy sum for goodwill. 
The agency perhaps will be valued 
on the capitalization of earnings 
method which can produce values 
that can be substantial, to say the 
least. 


The Agency Value 


While valuation is always an open 
and unpredictable matter, certain 
types of provisions in agency buy- 
and-sell agreements may serve in 
helping to peg the agency value for 
estate tax purposes. In respect to 
income taxes, no taxes are levied on 
life insurance proceeds (payable by 
reason of death) in financing agency 
transfers. If an agency is paid for 
out of earnings, somebody has to 
pay income tax on those earnings. 
Whether the buyer or seller pays 


(Continued on page 116) 
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the better 
you know it! 


There’s a saying that goes “nothing takes the place of experience”. 

There are a number of highly successful insurance producers 

around today who would tell you this is not nec essarily So. They 

are graduates of The Employers’ Group School for Agents. 

and they say that seven weeks spent at The Employers’ 

School is worth at least five year’s experience im the insur- 
ance industry. 


The same opportunity is open to you. And it costs you little 
more than the time involved. There is absolutely no tuition 
charge. Special living accomodations are arranged by the com- 
pany at a very minimum cost. 


Attendance at this school will guarantee that you will un- 
derstand your business so thoroughly and completely it can't 
help but make you a better producer ... for vour entire career. 


Mail the coupon for descriptive booklet now. Classes are limited. 


THE Employers Group OF INSURANCE {38} COMPANIES 


—_ 


Fire, Casualty and Marine Insurance, Fidelity and Surety Bonds 


110 MILK STREET. BOSTON 7. MASSACHUSETTS 


SCHOOL FOR AGENTS — All Employers’ Group agents and their THE EMPLOYERS' GROUP OF INSURANCE COMPANIES 
employees are eligible — as well as anyone Agency Depariment, 110 Milk Street, Boston, Mass 
to th ta 
wow to ie induehy ud Geren oF Recaming Please send mea copy of the illustrated booklet ‘Insure A Successful 
The Man With The Plan. ve 
Caréer’’ containing complete information on the Employers’ Group 
* * * School for Agents 
48th Session March 3 — April 18 
49th Session April 7 — May 23 
50th Session Sept. 8 — Oct. 24 Company 
51st Session Oct. 6 — Nov. 21 Address 


52nd Session Nov. 3 — Dec. 19 


Name 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP. LTD * THE EMPLOYERS FIRE INSURANCE CO * AMERICAN EMPLOYERS INSURANCE CO THE HALIFAX INSURANCE CO OF MASS 
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JOHN ADAMS, JR., CPCU, 
Vice President 

Central Mutual Insurance Co. 
HE BIG PROBLEM PJ 

| ee with his animal tent 
getting people to leave. He solved 
it with a sign which said, This Way 
to the l:gress, and pointed to a door 


Barnum 


Was 


in the canvas just after the last ani- 
\lost people followed the 


sign and found that 


mal cage, 
the egress was 
not another animal but was a syno- 
When they 


doorway to. see 


nvm for 
through 


exit passed 
that the 
egress they found themselves on the 
outside. 

Today there are many people in 
and out of our business who seem to 
think that the 


System is on its wav to the egress. 


\merican .\gency 


(on the one hand, some agents say 
that they are going to be put out of 
business 1f commissions are reduced. 
They say that they cannot exist on 
On the 
other hand, if you can believe a re- 
cent article in the 


a lower rate of commission. 


insurance press, 
the companies are now being threat- 
ened by some agents who say that 
should be 


They say 


company 
tiall 


substan- 
that if 
the companies were efficiently run 
there would be no need to talk of a 
Finally, we are told 
companies and 


costs 


reduced 


commission cut 


that both agencies 
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of the American Agency System are 
going to be forced to the egress by 
the direct and specialty companies. 
One of the first rules for solving 
a problem is to get the facts. So 
let's the facts. | 
mean facts, not opinions. Our busi- 


look at some of 
ness has been too strong on opinions 
and too weak on facts. 

Kirst, we have today not one ma- 
jor problem but two. The problem 
of direct and specialty 
with us for years. 
During the past ten vears the prob- 


companies 
has been many 
lem has become acute, until today 
in one segment of our business, the 
automobile field, it has become al 
most catastrophic 


Wrote Only One Third 


1956, the ten 
leading automobile companies wrote 
$1.300,000,000 — in 
this amount, 54% 
was written by direct and specialty 
companies, 10% by 


Kor example, in 


approximately 
premiums. Of 


y automobile fi- 
nance affiliates, and only 36%—just 
one-third written by 
\merican Agency companies. 


over was 

The second major problem which 
has been superimposed on the first 
is the current problem of high loss 
ratios. For the first time in the 
history of insurance, high loss ratios 
have plagued many of the property 


~ 


lines at the same time as the casualty 
lines. 

Let’s take these two problems 
separately. The problem of high loss 
ratios is primarily the result of five 
factors. The first is inflation. Most 
property losses are partial losses. 
Since insurance has not kept up with 
the increase in values we are pay- 
ing losses based on higher values 
that the premiums were based on. 
This is especially true of properties 
which are insured without coinsur- 
ance. 

The second is closely related to 
inflation. It is the higher verdicts 
heing awarded by judge and jury. 
These verdicts affect not only court 
cases, but cases which never get to 
court. 

Here we have 
the practical consideration of poli- 


The third is rates. 


tics. The increasing rate regulation 
during the past decade has made 
rate reductions easy, but adequate 
rate increases impossible at times. 
The fourth is the constant broad- 
ening of coverages. Homeowners is 
one example, and there are many 
more where coverage frills seem to 
outweigh the fundamental idea of 
protection against a catastrophe. 
Finally, there is an increasing 
breakdown in business morality. 
There is a double standard: it’s 
stealing to take from an individual, 
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but not from an insurance company. 
This “get all you can” attitude, com 
bined with the broader _ frill 
coverages, is producing a problem of 
loss consciousness which will have 
to be overcome by higher rates or an 
across-the-board deductible. 


Must Be Treated Separately 


A good bit of the confusion which 
exists in our business today is the 
result of trying to treat these two 
problems of high loss ratios and 
direct competition as one. It can't 
be done. The fact that companies are 
experiencing high loss ratios is no 
reason to reduce commissions, vet 
we continually hear people in and 
out of our business calling for lower 
commissions to reduce the effect on 
the companies of high loss ratios. 

Commissions are a payment to the 
producer for the performance of cer- 
tain duties, one of the most impor 
tant of which should be selling. If 
insurance can be efficiently sold for 
a lower commission then it will be 
so sold regardless of whether loss 
ratios are high or low at any par- 
ticular time. 

Let’s get our facts straight. The 
current problem of high loss ratios 
will and must be solved regardless of 
direct and specialty company compe- 
tition. On the other hand, if the 


For February, 1958 






eo ™ 
* 





problem of high losses were solved 
overnight, we would still have the 
direct and specialty company com- 
petitive problem. This is a_ long 
range problem, while the loss ratio 
problem is one of relatively short 
range. 

In discussing the more important 
long range problem of direct and 
specialty company competition, most 
people dwell primarily on cutting the 
cost of our product. They usually 
advocate the necessity of cutting the 
acquisition cost in order to cut the 
price. This is important, but it is 
only one part of the answer. 

In New England there has heen a 
facility for cutting the price of in- 
surance for over 100 years. If sim- 
ply being able to sell insurance at a 
lower cost was the answer to our 
competitive problem, then the agen- 
cies in New England would have 
had the world by the tail for the past 
couple of generations. But during 
the past couple of generations, the 
\gency Mutuals have not cut a 
wide swath into stock company 
premiums nor have they been used 
as an effective tool to prevent the in- 
roads of direct or specialty com- 
panies. Surely then, simply provid- 
ing agents with a lower cost product 
is not the answer to more sales, or to 
the direct or specialty company 
competition. 
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What then is the answer? Emer- 
son thought he had it over a hun- 
dred years ago when he said, “If you 
build a better mouse trap, the world 
will beat a pathway to your door.” 
That might have been true in Emer- 
son’s day, but it certainly isn’t true 
today. He who buries his light un- 
der a bushel will soon find no path- 
way to his door. 

The biggest failure of the Amer 
ican Agency System is not high 
commission; it is that we do not see 
the people. There are vast new 
markets in the suburban areas 
There are vast numbers of people 
who are now middle-class wage 
earners who have never been visited 
by the American Agency System 
representatives 


They Have Seen and Sold 


Not so the direct and specialty 
salesmen who have nothing to do 
except to see the people. With a 
supervisor breathing down their 
necks, they have seen the people in 
these vast new markets and have 
sold these people, usually not in 
competition with an agent, but 
rather without any competition from 
the agent. Whose fault is this? It 
is the fault of both companies and 
agents. 


(Continued on the next paae 
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This Way to the Egress 
\gents 


qo not have 


their present 


Continued 


will frequently say they 
both 
and to 
With the 


surance protection 


sery ice 
sell 


rap- 


time to 
business 
these new markets 
idly chan: 
most » have all they 
can do to protect their present clien- 


tele Much of then 
ottice 


time is absorbed 
work other than selling. 
these same agents bitterly fight 
ie that 
vive them more selling 
some of the routine 
is collections, off 


suggestions have 


y 
ApS 


These agents also 
under the existing svstem 
atford 

uit new sales manpower. 
What about the companies 7 What 
done to as- 
edu- 


terms 


remuneration, they can't 


most companies 

onsibility for 
cating r agents either in 
of product knowledge or salesman- 


? Yes, a few 


SIX seven of 


companies have 
eight weeks 
product knowledge schools for their 
wents. What our industry needs 1s 
seven weeks school but 
a full-fledged college, 


men Ce » trained for 


a SIX OF 


where young 


Insurance not 


only from product knowledge 


standpoint but also from a merchan- 

lising standpoint. [| am talking in 
; ps a year’s study. 

his is ares] onsibility of the com- 

panies, as is also, at least in part, the 

1] f 


provlem 


for the 


recruiting more new men 


agency fiels If we are to 


our 


a | ] Pal 
SUCCESSTULIN Old 


Increase 


share of the market we must either 
have more new agents out selling or 
we must make more effective sales 
the 
There is no other way. 


use of have. 
It is either 
more sales people or better sales 
use of existing people. If we stand 
pat and 


agents we now 


simply say no to each 
change as it is suggested, if we say 
that the \merican Agency System 
must remain exactly as it has been 
for the past fifty vears, if we are not 
willing to adapt ourselves by tak- 
ing the best from our competitors 
and combining it with the best of 
our then we may find our- 
selves following the sign: This Way 
to the Egress. 


own, 


lf | Had A Son 


| for one do not believe this will 
happen. Perhaps the best way | 
can express why is to repeat what I 
told one of our agents a few days 
when he the ques- 
tion: “If vou were an agent and had 


ago asked me 
a son, would you bring him into the 
agency 

| said, “If | had a son and if he 
was interested in selling and I felt 
he would make a good agent, I 
would not hesitate for one minute 
to bring him into my agency. 

“In the decades our 
country will have one of the greatest 
economic growths that has ever oc- 
curred. We will have a tremendous 
surge in building; we will have a 
tremendous growth in the working 
and spending population, and we 


business 2” 


next few 


will have a tremendous increase in 
new products as a result of research 
\ll of these things 
mean a greater market for property 


and technology. 


and casualty insurance. Just so long 
as there is a market for insurance, 
just so long will there be a need for 
salesmen to stimulate buyers to pro- 
tect their 


loss. 


increasing exposure to 
Someone is going to have to 
be that salesman. It will either be a 
local agent or a direct or specialty 
salesman. Given any kind of a rea- 
sonable choice I believe the buving 
public prefers to buy through a well 
informed local agent 
marily interested in 
buyer to protect himself with 
right kind of insurance. 


who is. pri- 
the 
the 


helping 


“Ves, if | had such a son, I would 
him into agency, but I 
would not him that the 
\merican System would 
continue unchanged during his life- 
time as it had during my lifetime. 1 
would tell him that change is essen- 
tial to his growth, that he must not 
hang on to outmoded processes, out- 
moded companies, or outmoded 
thinking. I would tell him that to- 
morrow’s markets will be 
than today’s markets and that he 
must use tomorrow's tools, tomor- 
row’s — thinking tomorrow’s 
techniques, if he would get his share 


take my 
advise 


Agency 


bigger 


and 
of tomorrow’s markets. If my son 


learned these things, I would rest 
would know that 
he will never be fooled by the sign 


This Wavy to the Eqress.’ 


content because | 
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Why Not Beauty Too? 


‘TIME WAS WHEN a salesman 
ness man, too, for that matter 
a person 


busi- 
was 
consecrated to making 
money, nothing else. In his life there 
was no room, no time for beauty. 
That was for those who had arrived 
and could indulge in luxuries. lor 
him the market-place, the conference 
the the 
sheets. Beauty, no. 


room, prospects, balance 

I said there was a time when that 
was true, but it is no longer true. 
Now salesmen realize that they also 
need what Elbert Hubbard 
“white hyacinths” in_ their 
little touches of beauty which give 


called 
liv co, 


life its most gratifying moments 

Thomas |. Watson, noted 
put beauty into his 
business with carefully landscaped 
grounds, paintings in the offices. He 
gave away many art scholarships to 
encourage young artists in .\merica 
to create beautiful things. 

Cast up in your life: do vou have 
enough beauty in some form or an 
other in it to satisfy the longing for 
heauty which every human being 
has ? 


busi 


ness leader, 
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Have Surplus Skill 


“THAT MAN THE WINDOW 
is a man you ought to talk to,” the 
salesman | was chatting with 
morning last week told me, “‘if 
really want a success story in selling 


OVER BY 


one 
vou 
and the reason for it. He knows 
why he’s successful. A good many 
salesmen don’t.” 

“T know that,” I said, anxious to 
talk to the phenomenon who had 
been pointed out to me. “Arrange 
for me to meet him at his leisure, 
will you?” 

“Gladly.”’ 

\nd so an introduction was ar- 
ranged and a luncheon date. which 
I eagerly kept. I am glad | did. | 
got some new pointers on_ selling 
that have helped me, that I know 
will help you. For | ran into one 
of those rather rare things in sales- 
manship—an original thinker on the 
subject. 

My subject turned out to be a 
man in his late 30's, well-poised, 
self-assured, but modest and likable. 
\fter the preliminary sparring, | 
asked him if he’d mind telling me 
what he regarded as the prime rea- 
son for his success as a salesman, 
without previous experience in busi 
ness, let alone in salesmanship. 

“IT was an airplane pilot for 
said he, “first in the army 
and next with commercial airlines. | 
think I learned my salesmanship al- 
most entirely there.” 


years,” 


“Strange place to learn it,” | ob 
served. 

“Not if vou know how to apply 
the principles of one job to another,” 
said he, and told me this story: 

\ highly-trained airplane pilot, 
such as the pilots of today's super 
speed planes must be, learns two or 
three simple lessons. These are the 
basics of his job. 
this: “A 
never surprised.” 


()ne 1s good 


pilot is 


G PARADE 


by Chas. B. Roth 


“\WWe were trained to 
unexpected 


expect the 
and be ready for it, so 
that we were always ready to handle 
what said he, “It 


1 


pilot is never surprised, why 


came,” 


a good 
should 
a good salesman ever be surprised : 
That is the first lesson I learned 
The second is just as important.” 

“And what 


ot vours 7 


is this second lessor 
1 inquired 
“Always have surplus skill.’ 

“Meaning what?” 

“Have all the skill you need to do 
the job—then a surplus on which 
you can draw if need be,” said he, 
which | thought was a clear expla 
nation, and I saw how it applied in 
salesmanship as he explained it: 

‘\ good many times a salesman 
could make a sale if he had just a 
little something extra in the way of 
skill to throw into the sale—surplus 
skill; extra selling points, another 
close, something like that. Keep in 
mind the phrase surplus skill and 
vou will always be safe in vour sell 


ing.” he concluded. 


What Makes People Buy? 


Now read 
basic human interests or 


\ND THEN you lists of 
motives 
and | for one always read them care 
fully, because they are the building 
blocks of which we salesmen make 
sales. 

ne | read recently lists an evet 
These 


science, ( 2) secu ity, (3) 


dozen of these basic interests. 
are: (1) 
tragedy, (+) culture, (5) heroism, 
(6) romance, (7) recreation, (8) 
health, (9) self-improvement, (10 
mystery, (11) (12) 


faith. 


achievement, 


Now, reading a list like this, even 
memorizing it, won’t do any good 
unless you scrutinize your. sales 
presentation and work in as many 
basic appeals as you can 
can’t fail. 


Then vou 























OFFSHORE DRILLING 


MADOE M. PEASE 
First Vice President 
American Institute of 
Marine Underwriters 


S MAN CONTINUES HIS CON- 
A: est of the planet on which 
he lives, the discovery and explora- 
tion of new sources of power become 
Within 


dramatic 


more and more Important. 
the 
development of nuclear power has 


our own generation, 
tended to dominate men’s minds and 
imagination. Yet the 
another development equal 
in the 
future, has been the development of 


within same 
peri rd. 
near 


in magnitude, at least 


offshore petroleum drilling. 


Prehistoric Background 


\Man’'s fossil resources is 
as old as his own history. The flints 


500,000 


use ot 


ancestors used 


that 
ears ago were deposited by decay 


Out 


of even more remote ancestors when 


the earth was voung. The oil and 


coal that we use today are deposits 


formed from the bodies of prehis- 


toric animals and the remains of 


prehistoric plants. They are, as we 


ave heard them described by the 


new technicians of nuclear science, 


‘fossil fuels.” 


24 


A few vears ago, those interested 
in conservation of natural resources 
were unanimous in deploring the 
ruinous rate at which we were burn- 
ing up our oil and coal. It was 
estimated that the world’s petroleum 
resources would suffice for only one 
hundred years if such consumption 
were to be continued, 


geologists envisioned a 


and many 
future in 
which it would be necessary to crush 
mountains of oil shale, at tremen 
dous cost, in order to produce a 
few barrels of oil. 

In theory seemed 
probable that underground reserves 
of liquid petroleum extended beyond 
the shores of oil-producing areas, at 
least under the submerged continen- 
tal shelf. The presence of oil in 
strata underlying the Gulf of Mexico 
was suspected in the early 1930's, 
and producing wells were drilled in 
the open waters of the continental 
shelf as early as 1938. 

Intensive drilling did not begin, 
however, until after World War TT, 
and has had its major development 
only since 1953. As land leases for 
oil exploration activities 
unavailable, the oil production in- 
terests extended their operation first 
to the coastal marshes, and thence 
offshore in the Gulf of Mexico. 


however, it 


became 


Today it is estimated that hydro- 
carbons offshore in the Gulf include 
reserves of up to 12 billion barrels 
of oil and 70 trillion cubic feet of 
natural gas. Production of oil is 
estimated at 95 million barrels for 
1957, and, if present trends continue, 
at 280 million barrels for the vear 
1970. 


Accelerated Development 


Continued development may be 
expected because of the high success 
ratio of offshore drilling, the increas- 
ing knowledge of geology and tech- 
niques of exploration, and the un 
certainty of continuing supplies from 
the Near East. 
development is emphasized by the 
fact that 40° of the offshore activity 
on the Gulf to date has taken place 
within the last fifteen months. 


The acceleration of 


The area in the (iulf now being 
intensively exploited covers a dis 
tance of approximately two hundred 
miles westward of the Mississipp 
and the outermost structure 
at present is about fifty miles off- 
shore. The greatest depth of water 
in which any operation is now being 
carried on is about one hundred and 
twenty feet. 


passes, 


Of the seventeen hun- 
page 26) 
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All Insurance Companies are the same 
But P.N. is different 


dred structures in the Gulf, five 
hundred are in such depths of water 
as overseas vessels can and do navi- 
vate. 

Phe trend towards offshore 
ng ods 


drill 
throughout — the 
world, with exploration, and in some 


spreading 


| cases production, planned or in effect 
lalong the continental shelves of all 
All Insurance Companies are the same SIX continents, and in the islands of 

But P.N. is progressive | Indonesia and the West Indies 


| \reas reported to be particularly 
| promising are in the Persian Gull, 
| the Adriatic, the North Sea and the 
area otf the delta of the Amazon 
River. Underwriters may therefore 
anticipate that all varieties and com 
binations of climate, weather, ocean 


ography and working conditions will 
be presented for their underwriting 
judgment. 

Marine 


ee ee : TARE 


“Al Insurance Companies are the same_ | 
But P.N. is profitable for | 
| 


faces a 
prob- 
opera 
Gulf of 
Underwriters are 
so much by 


Insurance today 
tremendous challenge in the 
.” ‘lem of drilling 
| tions particularly in the 
\exico, 


- producers 


otfshore oil 


con- 
cerned not loss of or 
conventional 
itypes which ply between drilling 
and the with the 
less familiar and therefore more haz- 
ardous aspects of insuring the drill- 
ing rigs and platforms themselves. 


damage to vessels of 


sites shore, but 


Need Work Surface 


The problem in pre xlucing oil from 
the ocean 
stated: it is necessary only to secure 
a stable working platform above the 

| surface of the 
| drilling 


subtloor mav be simply 





water from which 
and by 


brought 


can be carried on, 
means of which oil may be 
to the surface 

Stable 


| SO called 


for removal. 
And another agent has been won , 
built : the 
built for 
the United States government. off 
Atlantic 
possible, 


atforms can be 
over by the aggressive leadership aoe T = 
f ' exas Lowers 
of the Pacific National Group 


shore in the have 
that it 


not a factor, 


proven 
provided cost is 
to construct platforms 
that it is hoped would be capable 
of withstanding the most 


| weather conditions, 
PACIFIC NATIONAL Ilowever, with more 

competing oil companies now en 
INSURANCE GROUP |<<" in offshore drilling and ex 


ration, cost is an important fac 


rig’ IOUS 


than thirty 


PACIFI NATIONAL FIRE INSURANCE 
MANUFACTURER 


COMPANY | tor. 


and no oil company can hope 
TY INSURANCE COMPANY ae hee 
5 as : to nile a profit from undersea oil 


San Frar co, Calif 


which involves the construction of a 
Philadelphia, Penn. ¢ Skokie, Il. « Atlanta, Ga. | 


‘Texas Tower” for each well or 


group of wells. As newer types of 
drilling units have been constructed, 
however, have continued to 
rise, Some self-contained units today 
are valued at $6,000,000 and units 
valued up to $8,000,000 are 


being planned. 
£ | 


costs 


now 


Two Types 


The units now in use or planned 
fall into either of two major groups. 
The movable unit is, typically, a 
buoyant hull or pontoon-supported 
platform which may be moved from 
job-site to job-site. At each site it 
uses a system of spuds or anchors 
to maintain a stable position when 
working. 
Movable 

self-elevating 
a barge-like 


units of the 
type are based upon 
hull fitted with large 
spuds, This type is towed to the 
job-site where the spuds are ex- 
tended to the sea bottom. Self-con- 
tained jacks then raise the hull upon 
its own spuds, or legs, to the desired 
height above the wave level. 

Mobile units of the submersible 
type consist of two levels, the lower 
being either a hull or a system of 
pontoons which floats the unit to the 
proper location, The lower hull is 
then flooded, and comes to rest upon 
the bottom, Spuds are used to hold 
the unit in position, while drilling is 
done from the upper level. 

The permanent or fixed unit typi- 
cal of the other major group is non- 
buovant, 


or mobile 


and is erected upon piles 
or caissons at the drilling site. The 
smaller fixed units are large enough 
to support only the maximum ma- 
chinery and drill-rig, and are supple- 
mented by 
alongside, 


drilling tenders moored 
providing crew quarters, 
drilling supplies, etc. These may be 
specially constructed or, more usu- 
ally, converted LST’s, LSM’s, YF'’s 
or tankers. 

The larger fixed units, more 
graphically called “artificial islands,” 
are self-contained and very nearly 
self-sufficient. The largest unit now 
planned will have an area of 
hundred by three hundred feet, and 
will include not only drill rig, ma- 
chinery and supplies, but also living 
quarters, recreation facilities for the 
crew and a landing area for helicop- 
ters. 


two 


In addition to the 
there are 


drilling units, 


crew boats, tugs, barges, 
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and many types of miscellaneous 
craft serving the units. Here, again, 
costs must be considered, and since 
the skilled labor working on the 
units must be paid for the time spent 
traveling to and from the unit, crew 
boats with speeds up to forty miles 
per hour are now being developed. 
lt is immediately apparent that 
while we are not here dealing with 
hull business, as we formerly under- 
stood that term, we are concerned 
with the familiar marine problems 
of weather, ocean currents, collision, 
fire and other marine perils. This 
applies even though not many under- 
writers have on their books anything 
that would help them to evaluate 
the risks involved in writing a line 
on units currently planned which 


will operate in from 250 to 600 feet 


of water, 


In the United States 


That the risks are unusual has 
been recognized by government 
agencies. For the purpose of appli- 
cation of the navigation laws of the 
United States, the Coast (suard has 
ruled that these artificial islands are 
ports or places in the United States. 
One effect this ruling has is that 
vessels over one hundred and _ fifty 
gross tons fall within the scope of 
the coastwise load-line act, so that 
supply boats over that tonnage are 
assigned load-lines by the American 
Bureau of Shipping. 

Under Public Law 212 ( August 
7, 1953) the United States Coast 
Guard is charged with the respon- 
sibility to promulgate and enforce 
safety regulations with respect to 
lights and other warning devices, 
safety equipment, and other matters 
relating to the problem of safety of 
life and property on such fixed struc- 
tures on the waters adjacent to the 
continental shelf, as may be deemed 
necessary. It is to be noted that the 
Coast Guard’s responsibility only 
extends to specifying the types of 
lights and signals. It is not required 
to establish and maintain these aids 
to navigation on these structures. 
(The effective date of these regula- 
tions was July 1, 1956). 

Of the five hundred artificial 
islands which are considerable dis- 
tances offshore, and with which 
ocean shipping could collide, three 
hundred and ninety-two are fitted 

{Continued on the next page) 
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Short Quiz for Agents: 


1. WHY does Royal-Globe have 
a school for agents? 


2. WHO should go to the next 
session of Agents’ School? 


3. WHEN is the next session of 
the Royal-Globe Agents’ 
School? 





answel's : 


1. Because it is to our advantage to have the best edu- 
cated agents. It is an investment in the future for 
Royal-Globe. 


2. You. It pays off for us, because it paid off for our 
graduates. It will pay off for you. 


3. The next class starts on May 5th. 


Ask your Royal-Globe Multiple-line fieldman or write 
to “Education Department,” N. Y. office for infor- 
mation. 


150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTD 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY © STAR INSURANCE COMPANY OF AMERICA © AMERICAN AND FOREIGN 
INSURANCE COMPANY © THE BRITISH & FUREIGN MARINE INSURANCE COMPANY LTD © THAMES 
& MERSEY MARINE INSURANCE COMPANY, LTD. © VIRGINIA FIRE & MARINE INSURANCE COMPANY 
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We grew up 
without growing old 


If you need an insurer with age, 
stability and experience combined 
with the energy and aggressiveness of 
youth, you will find the Hawkeye- 
Security group fits your agency needs 
without cobwebbing you with tradi- 
tions and red tape 

If what you really want is an in- 
surer with up-to-date multiple line 
coverages, prompt action on claims, 
agency-minded underwriting and ex- 
pert safety engineering, you'll want to 
get acquainted with a group that 
gained its through years 
of experience and successful manage- 
ment. 

You, too, can stay young with this 
modern and progressive organization 
on your side in today’s competition. 


know-how 


Hawkeye - Security 
Group 


Serving 
the Public 
through 


Local Agents . Since 








Offshore Drilling—Continued 


with fog signals of a tvpe which are 
The Coast 
(suard has been holding in abeyance 
regulations pertaining to sound sig- 


considered adequate. 


nals, pending the outcome of a study, 
and it estimated 


$2,000,000 to equip the existing 


would cost an 
structures with the signaling devices 
recommended. 

The line of demarkation, between 
is a 
but 
the area inside the line is not one 
in which a big ship would normally 
navigate because of shoal water of 
approximately twenty feet in depth. 


inland waters and “high seas,” 


considerable distance offshore 


In even these depths, however, the 
sea-bottom is constantly undergoing 
changes of contour by reason of the 
and action. 
Erosion of the sea floor by wave ac- 


ocean currents wave 
tion, (scouring) around submerged 
hulls, spuds and columns frequently 
results in loss of stability. Severe 
scouring cat cause the structure to 
tilt to such a degree that even a 
slight wind pressure 
could cause it to capsize, or to bind 
or seize on the spuds. 


increase in 


New Problems 

This is a comparatively new in- 
dustry. The units now in use or 
being planned are still in the devel- 
opment stage. Each varies from its 
predecessors in some degree and 
each is a new problem to the engi- 
neers. 

It is unfortunate but true that 
most units have been planned mainly 
by staffs composed of petroleum ex- 
perts and civil engineers. The neces- 
sities of maritime safety have been 
subordinated to efficiency in explora- 
tory drilling production, There is 
an urgent need for the oil industry 
to call upon marine architects and 
engineers for assistance and guid- 
ance in planning and construction, 
and for supervision and the estab- 
lishment of standards of safety by 
a suitable classification society. 

Operations have continued to be 
carried on by personnel with little 
or no maritime training or experi- 
ence, and it is suggested that this 
situation should be remedied as 
quickly as possible. Several of the 
casualties which have occurred were 
the result of comparatively mild 
winds or waves which affected struc- 
tures while preparing to move from 


one site to another. The margin of 
stability—-of seaworthiness, if you 
will—was not sufficient to withstand 
rising winds and waves and poor 
seamanship. 

Drilling rig superintendents or 
“tool-pushers,”” motivated primarily 
by the desire to reduce idle time 
between the completion of one drill 
ing job and commencement of the 
next, are often ignorant of the re- 
quirements of maritime safety, In 
their impatience to move the plat- 
form, stability may be jeopardized to 
the extent that the whole rig is seri- 
ously endangered. 

This attitude on the part of pro- 
duction-minded superintendents is 
also reflected in losses to crewboats 
and supply boats during bad weather 
conditions under which an experi- 
enced maritime officer would not 
think of trying to load or unload. 
Personnel in charge must be made 
aware that crew and supply boats 
are not expendable items, even 
though past losses have been paid 
by the insurers, 

Offshore oil-fields of proven pro- 
ductive capacity attract oil compa- 
nies as the discovery of gold in 
California attracted the ‘Forty- 
Niners.” Once a producing well is 
brought in, other companies rush to 
begin on adjacent leases. The under- 
writer thus is forced to face a tre- 
mendous concentration of risk, per 
haps amounting to many millions 
of dollars in one small area, all sub- 
ject to damage from the same hurri- 
cane, earthquake, or tidal wave. 


Audrey 


In mentioning hurricanes, I have 
in mind the 
and warning—of hurricane Audrey. 
Audrey comparatively — mild, 
with winds estimated at not much 
over one hundred and twenty-five 
miles per hour, and vet in combina- 
tion with high waves it caused heavy 
losses to life and property. The cost 
to underwriters of damage to off- 
shore drilling equipment is not vet 
known, but it will probably be sev 
eral millions of dollars. 

Audrey struck with its greatest 
force only a few miles away from 
the greatest concentration of offshore 
equipment in the world. With some 
authority it is stated that not more 
than 


recent example 


was 


twenty offshore rigs were 


exposed to hurricane Audrey as 
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against the several hundred operat- 
ing in the Gulf. It is dismaying to 
think what might have happened 
had a greater hurricane, with winds 
above one hundred and seventy-five 
miles per hour, which is not alto- 
gether unusual, struck directly at 
this concentration of wealth. It has 
been said that the energy released 
in one second by a severe hurricane 
is equivalent to or greater than sev 
eral atomic bomb explosions. 

Fortunately, the oil industry is 
taking some steps to improve condi- 
tions. One company is now plan 
ning a fixed unit which is expected 
to withstand winds up to one hun 
dred and twenty-five miles per hour 
and waves forty feet high while 
working in seventy feet of water. 

Another company has installed a 
fixed unit which it calls a “Robot 
Hurricane Inspector.” This unit will 
record weather phenomena continu- 
ously during fair weather and foul, 
in order that the stresses and strains 
to be met with at operation sites may 
be anticipated during planning. 

Marine underwriters have re- 
cently become familiar with the haz- 
ards of “blowout” and “cratering.” 
These are not ordinary marine per- 
ils, but perils peculiar to the offshore 
petroleum industry. 

A “blowout” occurs when the gas 
pressure within the well exceeds the 
capacity of the safety devices in the 
drilling machinery to contain it: one 
recent “blowout” was estimated to 
have been caused by pressure which 
reached 30,000 Ibs. per square inch. 

Gases as much as two and one-half 
miles below the surface of the con- 
tinental shelf, under tremendous 
pressure, find an outlet in the newly- 
drilled well casing. Forcing its way 
upward, the gas ruptures the safety 
device, and shoots a geyser of mixed 
gas, water, mud, sand, and _ shale 
high into the air, deluging the drill- 
ing platform and any vessels nearby. 

The intense heat generated by 
pressure and sand abrasion usually 
results in ignition of the escaping 
gas, which then forms a solid column 
of flame, extending as high as sev- 
eral hundred feet above the drill rig, 
burning and melting whatever parts 
of the structure are in its way. 

In some instances, “blowouts” of 
a lower order of pressure can be 
brought under control. In other 
cases, however, “cratering” results 

(Continued on the next page) 
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New England Reinsurance Corporation 
(NERCO) works only through Reinsurance 
Brokers, it being our sincere belief that they 
help keep both your and our costs to a minimum. 
In these days of high expense this, we think, 
is a Most important consideration. 

This agency has a background of over 20 
years active underwriting in the London world- 
wide market to draw upon in working to 
your advantage. 

We believe that we have the largest resources 
of any American multiple line Reinsurance 
market. It is 100% in first class American 


companies. 


WE OFFER THE SERVICES OF A GROUP OF 
AMERICAN COMPANIES OF HIGHEST CHARACTER 
WITH CAPITAL AND SURPLUS 
IN EXCESS OF $250,000,000 


Grooewer 


New England 


Reinsurance \ orporation 


Eric H. WaLKER, President 
Graves D. Hewirr, Exec. Vice President 
SUITE 809. 60 BATTERYMARCH STREET. BOSTON 10. MASSACHUSETTS 
TELEPHONE HANCOCK 6-5180 


Cable Address - NERCO, Boston, Mass. 





Offshore Drilling 


when have 
away the upper section of well 
When this happens, gas and 


pressure and abrasion 
eaten 
casing 
water are forced through the sur- 
rounding seafloor, which at last loses 
its stability and begins to disinte 
erate, 

Large “boils” 


of mud, water and 


vas then appear on the surface of 


the sea, up to as much as five hun- 
dred feet from the original well, In 
time a true crater forms, with its 
leepest point at the well site. 

It is apparent that unless the drill 
rig has been removed at once, the 
supporting spuds are no longer rest- 
ng on solid bottom. In one case on 

drilling plat- 
form, but also two nearby barges 


record, not only the 
capsized and disappeared, flaming 
vases having prevented salvage op- 
erations, 
to have 
feet over an 
» feet. 

Purning to 


The flames were reported 
reached a height of twenty- 


tive area of 60,000 
Sq 


a more familiar haz- 
ard, offshore drilling operations pre 





sent unusual towing problems. [Even 
with the barge 
atloat, towed by a powerful deep-sea 
tug with an experienced crew, acci- 


most seaworthy 


dents can and do happen. 


Factors for Consideration 


lo sum up, it is evident from what 
has been learned in past vears that 
there are certain factors which must 
be considered by underwriters in 
undertaking these risks. Briefly enu- 
merated, they are as follows: 
1. The sensitivity of the particular 
type of rig to the hazards of moving, 
and of being towed between drilling 
sites. 
2. Fire, explosion, blowout and cra- 
tering. 
3: Susceptibility of the structure to 
windstorm and wave damage. 
4. Exposure to possible collision, 
particularly in locations in the vicin- 
ity of steamship lanes. 

In order to evaluate the foregoing 
it must again be emphasized that a 
detailed survey is almost indispen- 
sible, since drilling structures have 
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been built to uniform 
which would allow 
them to be underwritten as a class. 
The underwriter must also con- 
cern himself with the following con- 
siderations : 
1. It should be determined that the 
structures are manned by personnel 
familiar with operations at sea, and 
not only with the production of oil. 
2. Thought must be given to the 
concentration of exposure to hurri- 


not 
specifications 


as yet 


canes. As this is a rapidly growing 
industry it must be realized that 
there will be increasing exposure to 
one catastrophe, and up to the pres- 
ent time there has not been a real 
test of the stability of drill-rigs in 
general during a full hurricane. 

3. The form should be carefully 
studied so as to cover only fortuitous 
perils and exclude those resulting 
from normal wear and tear. Inas- 
much as total loss is the major risk, 
it would seem unwise to grant in- 
creased value insurance, 

4. There should be a_ sufficiently 
high deductible average to eliminate 
the usual small claims. 

5. Rates should be high enough to 
take care of the catastrophic losses 
which seem inevitable. 

This whole matter is a challenge 
to the resourcefulness of under- 
writers, and the sooner technical 
knowledge is shared, the better quali- 
fied we will be to establish a wise 
educational program to assist the 
owners and operators of the equip- 
ment in the prevention of loss. The 
premium involved is very large, and 
within the bounds of reason, the 
underwriters should be able to con- 
tinue to provide protection. 


UPHOLDS JURISDICTION 


A CALIFORNIA STATUTE dealing with 
insurance companies of other states 
has been upheld by the Supreme 
Court. The statute makes such com- 
panies subject to suit in California 
by California policyholders even if 
the companies are not subject to 
service of process in the state. The 
Supreme Court decision, which dealt 
with a life insurance policy of the 
International Life Insurance Com- 
pany, Austin, reversed a Texas 
court decision, 
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“He never would have lost that big comp premium 
if he had written for Bituminous.” 


Beat competition with Bituminous! 


Beat competition in writing new business and beat competition 
in holding your workmen’s comp and liability risks. You can do it 
by using Bituminous’ rating plans and — more important — 
Bituminous’ methods of applying them. As specialists in comp and 
liability, Bituminous can provide your client with the protection he 
has to have at a cost he will find attractive. Write for the Bituminous story. 


Bituminous 


CASUALTY CORPORATION 


( (QUIN Bituminous Fire And Marine Insurance Company 
ROCK ISLAND, ILLINOIS 
SERVICE an i ‘ 5 . iis P 
; Specialists in Workmen’s Compensation and Liability Lines 





Meet Mr. 


“Hometown 
Service” 


Last year, his courtesy paid off for GOO of his fellow agents—and himself 


Pictured above is Clay Gardenhire, State Farm agent in Sarasota, 
Florida 

Last year he handled over 600 calls for assistance from State 
Farm members driving through his territory. Members who were 
not his own personal clients. 

And when his own State Farm policyholders take to the high- 


way, Clay knows they'll be similarly assisted by other State Farm 
agents whenever the need arises 


Clay is typical of over 7,500 State Farm agents who cooperate 


For more information about any aspect of State Farm operations, simply write: 


to provide policyholders with the “hometown service” they have 
come to expect —wherever they travel. 

This mutual cooperation has taught State Farm policyholders 
to put their trust in the State Farm agent. (That’s why so many 
of them buy Life and Fire policies from him as well.) 

State Farm’s agents are backed by the largest staff of salaried 
adjusters in the industry. Working together, they make State 


Farm’s promise of “Hometown Service—Wherever You Drive” 
come true—time after time. 


STATE FARM 


Director of Public Relations, STATE FARM INSURANCE COMPANIES, 


Home Office: Bloomington, Illinois INSURANCE 
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Part V—Accounting, Finance and Agency Management (Continued) 


QUESTION V 


The administration of “common 
trust funds” is one of the many types 
of services performed by corporate 
trustees. 

(a) Explain what is meant by a 
common trust fund and indicate the 
characteristics which 
ticularly useful. 

(b) Explain fully why it is prefer 
able to use a corporate trustee in- 
stead of an individual trustee to 
administer a common trust fund. 
(c) Describe briefly each of (1) 
three additional services for individ- 
uals, and (2) four additional serv- 
ices for other corporations which 
may be performed by 
trustees. 


make it par- 


corporate 


Answer 


(a) A common trust fund represents 
a single trust made up of many 
smaller fiduciary funds each one of 
which has a proportionate share in 
the income and assets of the common 
trust. 

One of the characteristics which 
makes it particularly useful is the 
opportunity to employ expert pro- 
fessional management of the various 
funds making up the common trust. 
This means that individuals with 
only modest means will have their 
funds handled in an expert manner 
through the technique of spreading 
the cost over the aggregate. More- 
over, the common trust idea makes 
diversification of investment of small 
trusts feasible. In the absence of 
such combination, small trusts would 
find such diversification impractical 
or impossible. In addition, the com- 
mon trust may be used on occasion 
as a quasi-mutual investment fund 
through the creation of a living trust. 
Of these characteristics, the first two 
are basic since they permit economy 
of management of trusts. This econ- 
omy is advantageous both to the 
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creator of the trust and to the trustee 
by permitting utilization of sound 
principles of management. 

(b) It 
corporate trustee than an individual 
trustee for a variety of reasons 


is more desirable to use a 
Per 
haps the most basic reason is the 
continuous life of the corporate 
trustee as opposed to the individual 
In the latter, death of the individual 
creates problems of arranging for 
trustees. In addition, the 
trustee provides 
financial responsibility through the 
greater opportunity to obtain redress 


successor 


corporate larger 


for wrong-doing or mismanagement 
Moreover, the corporate trustee pro- 
vides for continuous competence 
through the constant infusion of new 
blood into the corporate body. The 
corporate trustee, too, may permit 
greater specialization through the 
use of experts in the various fields 
of finance thereby providing better 
group judgment. Finally, the corpo- 
rate trustee provides the opportunity 
for greater impartiality of the trust 
(c) Additional services which may 
be performed for individuals by cor- 
porate trustees include: 

1. Serving as the executor of wills. 
2. Acting as administrator of estates 
lacking wills. 

3. Function of ancillary executor of 
wills where property is held in a 
second state. 

4. Serving as trustee under wills 
which set up trusts. 

5. Guardian for the estate of a minor 
or conservator for the estate of an 
incompetent. 

6. Acting as trustee under a living 
or voluntary trust (excluding insur- 
ance) to achieve some given goal 
(e.g., provide current income for 
members of one’s family). 

7. Serving as trustee under a living 
trust in which insurance policies are 
deposited and the proceeds used at 
death as directed (e.g., to meet lia- 
bilities ete, ). 


\dditional services which may be 
performed for corporations by cor 
porate trustees are: 

1. Serving as trustee under bond in- 
denture to represent the interests of 
the bondholders. The trustee would 
likely hold title to any collateral and 
would probably manage the sinking 
fund. 

2. Acting as transfer agent for cor 
porate stock 

3. Functioning as the paying, ex- 
change and redemption agent in con 
nection with securities. 

+. Seri and ex 
agent for securities involved 


ving as depository 
change 
in reorganizations, mergers or re- 
capitalization. 

5. Acting as the registrar for stock 
to check on the legality of shares. 

6. Serving as dividend disbursing 
agent. 
7. Performing as trustee under pen- 
sion and profit-sharing trusts. 


QUESTION VI 
“Consumer instalment 


ing debt 


rect rds. 


and _ hous- 


have soared to all-time 
In the first nine months of 
last vear, instalment credit, mainly 
durables, 19%, 
that on 


rose about 


on consumer 
while 


rose 
one-to-four-family 

13%. Since the 
1945, consumer instalment 
and housing credit combined have 
soared from $21 billion to over $112 
billion 


houses 
end of 


This tremendous rise 1n con- 
sumer indebtedness has caused con- 
siderable comment and some con- 
cern.” 

(a) Describe briefly the distinguish- 
ing characteristics of the principal 
institutions or agencies which make 


(1) 


) housing 


possible a vast expansion in 

instalment credit, and (2 

credit. 

(b) Why should the expansion in in- 

stallment indebtedness have “caused 
some concern’? Your atiswer 
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C.P.C.U. Questions—Continued 


must include an explanation of the 
implications of such an expansion 
on the economy of the country. 

(c) Compare the interest 
charged in new car financing with 
those in new house financing. Ex- 
plain fully how you account for any 
(1) difference, (2) that 
you mention. 


rates of 


similarity 


Answer 


(a)(1) The distinguishing charac- 
teristics of the principal institutions 
or agencies accounting for the ex- 
pansion in 
follows: 


consumer credit are as 
1. Commercial banks are institutions 
which hold demand deposits, ‘‘cre- 
ate” money and make loans for a 
wide variety of purposes. 

2. Sales finance companies are es- 
tablished for the purpose of financ- 
ing the retail sales of consumer dur- 
able goods by purchasing the install- 
ment contracts of dealers. 

3. Small loan companies make small 
loans of a largely remedial character 
(e.g. refinancing other debts, meet- 
ing urgent consumption needs, etc. ) 
4. Industrial banks or loan compa- 
nies in the past emphasized loans 
to industrial workers but today in- 
creasingly resemble either commer- 
cial banks specializing in consumer 
credit or sales finance and small loan 
companies. 

5. Credit unions typically are “self- 
help” institutions in which employ- 
ees in a given organization contrib- 
ute funds which are loaned to other 
employees. 

6. Department stores in their finane- 
ing capacity either carry the receiv- 
ables of customers or turn them over 
to financial institutions. 

7. Federal reserve banks make re 
funds available to 
banks and control credit generally. 
(2) The distinguishing character- 
istics of the principal institutions or 


serve member 


accounting for the vast 


housing 


agencies 
expansion in credit are as 
follows: 

1. Savings 
have 
grant 
four unit residential housing. 

2. Savings banks have time-deposit 
facilities, mutual ownership and self- 
perpetuating management and lend 
or invest largely in long-term assets. 


associations 
facilities and 
credit for one to 


and loan 
savings account 


mortgage 


3. Commercial banks are described 
above. 

+. Life insurance companies collect 
premiums on policies and earn in- 
from which are 
largely long-term in nature. 

5. Veterans Administration in their 
financing capacity guar- 
veterans’ 


come investments 


real estate 
antee mortgages in ap- 
proved housing units. 

6. Federal Administration 
insures mortgages in approved hous- 
ing units. 

7. Federal National Mortgage Asso- 
ciation creates a secondary mortgage 
market by purchasing 
from existing holders. 
8. Federal banks lend 
funds to savings and loan associa- 
tions and may lend to the 
few mutual savings 


Housing 


mortgages 


home loan 
relatively 
banks which 
have chosen to become members. 

(b) The great expansion in install- 
ment indebtedness caused concern 
because it added to the inflationary 
pressures already present under ex- 
isting boom conditions. It permitted 
the bunching together of consumer 
purchases on an unprecedentedly 
large Actually, it permitted 
consumers to generate a flow of ex- 
penditures far greater 
actual flow of income. Fear was 
expressed, therefore, that the point 
could easily be reached where aggre- 
gate demand would exceed produc- 
tion of goods and services at existing 
prices with inflation the likely conse- 
quence. The expansion in installment 
credit was of concern, too, 


scale. 


than their 


because 
it might in effect be borrowing from 
future demand. In other words, dur- 
ing a mild recession when increased 
demand might be needed to bolster 
the economy, earlier purchases 
through installment buying may al- 
ready have satisfied a large portion 
of consumer Moreover, in 
the event of a future recession with 
its usual decline in installment credit 
buying, consumers would tend to 
reduce current expenditures because 
of the necessity to continue payments 
on previously contracted consumer 
debt. 


needs. 


(c) The pure rates of interest in 
new car financing are generally much 
higher than those in new home fi- 
naneing and in all home financing 
generally. Whereas pure rates on 
home mortgages vary between about 
+¥% and 6%, those on new car fi- | 
nancing vary roughly between &% 
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and 12'4%4% or even higher with the 
upper range much more prevalent. 

(1) The differences in rates for new 
car financing and home financing 
may be accounted for by such factors 
as differences in administrative cost, 
higher risks in automobile financing, 
greater safety injected into home 
financing by governmental actions 
such as insurance and guarantee of 











mortgages, more rapid depreciation 
of automobiles, and the longer term 
of the loan in home financing. 

(2) On the surface, the quoted rates 
on new car financing and those for 
home financing appear quite similar. 
This results because automobile 
rates are usually understated since 
they are computed not on the unpaid 
balance but on the entire amount 
outstanding from the very beginning 
of the transaction. Thus, if 6% is 
the quoted rate on a loan for one 
year, it is reckoned against the total 
loan; however, since the loan is 
repaid monthly, the average amount 
of the loan outstanding is only half 
the original loan and the pure rate RELIANCE offers a lot more 
of interest is about double the quoted 


rate. 


nition than tradition 


On several occasions in the past 

seven years the central bank authori- 
ties in Washington shifted back and 
forth from a policy of credit restraint You are invited to discover (if you haven’t al- 
to one of credit ease. i : ready) how competently and progressively we take 
7 en oe See care of the important business entrusted to us. That’s 
business conditions that would nor- caine nee ls liane ks! 
mally be considered in determining why many new agents are joining the Reliance ranks: 
which type of policy to follow. Note to Our Agents: Our service departments have 
(b) Describe the means that have worked long and hard to make the name change as 
been employed to carry out the pol- 7 ; , . 
icies of (1) credit restraint, and (2) smooth as possible. If, however, any of our new 
credit ease, and with respect to each material may not have reached you, please ‘phone or 
explain how it was expected to bring write the departmental office nearest you, or ask your 
about the intended effect. Reliance Fieldman for assistance. 
(c) In what ways may other gov- 
ernmental agencies offset (at least 
partially ) the attempt of central bank 
authorities to restrain or ease credit ? | 
In each case indicate the govern 














Our former name and trademark have been re- 
tired to places of honor. 





mental agency involved. 


<> 


Answer 


ee ae RELIANCE INSURANCE COMPANY 

would be observed in order to deter- | 

mine which type ot policy to follow. formerly Fire Association of Philadelphia 

The central bank authorities would | Head Office: 401 Walnut Street, Philadelphia, Pennsylvania 

determine the level and general be- 

es i aed " . i NEW YORK DEPARTMENT 25 Cliff Street, New York City 

havior of wholesale and retail prices. as dae 

Tie well salen ante the teed of SOUTHEASTERN DEPARTMENT Trust Company of Georgia Building, Atianta 
as Cont ane ; 86) . WESTERN DEPARTMENT 121 South Pinckney Street, Madison, Wisconsin 

Feeenee Ae PEK SOUTHWESTERN DEPARTMENT 1821 Young Street, Dallas, Texas 

, : ~ PACIFIC COAST DEPARTMENT 505 Montgomery Street, San Francisco 
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CANADIAN DEPARTMENT 19th Floor, Victory Building, Toronto 








THE POSITIVE APPROACH 


GORDON A. BUBOLZ 
President 
Home Mutual Insurance Company 
Appleton, Wisconsin 


HE INSURANCE BUSINEss has 
cis to a point that staggers 
the imagination. The premium vol- 
ime has reached new all-time highs. 
Individual companies have become 
virtual giants in the industry and in 
our American economy. The busi- 
ness has kept pace with changes in 
economic needs by developing new 
package type policies. In this latter 
respect, the industry has been mov- 
ing so rapidly that it has passed by 
individuals, Some companies, too, 
have been pressed in their efforts to 
keep pace with the fast-moving de 
elopments 


Restless and Anxious 


With all the progress that has been 
achieved, breathtaking as it is, there 
exists in this great industry of ours, 
a restlessness, an atmosphere of un- 
certainty as to what is next on the 
horizon. Where do we go from 
Can the 
panies keep abreast of the tremend 


here? modest-sized com 
ous competitive and economic pres 


sures facing them? There is also 
concern regarding the management 
and political problems faced by com 
panies as larger and 


larger, as they become multiple line, 


they grow 
encompassing as some of them do, 
all conceivable coverages including : 
accident, health and life. 

Students of economics and of soc 
mal trends, a few years ago, predicted 
ould have 160 mil 
\s of June 1, 1957, 
here were 171 million inhabitants 

he United Stat nd it 


that by 1960 we w 


hon peopl 
esa is NOW 
will have 


1 1] 
190) mitthon 


] 165. we 


people 
nd social pres 
will continue 


many ot 


which we are not able to predict at 
this time. This we do know, that 
there will be thousands of new peo- 
ple coming into the insurance ranks 
from the younger generations. They 
will make great contributions to the 
future of our important industry. 
However, the quality of their con- 
tributions will depend to a very 
large extent on how well and how 
thoroughly grounded they are in 
sound basic insurance principles and 
philosophies. 


Basic Philosophies 


Therefore, this is an appropriate 
time to re-examine the basic phi 
losophies, the objectives and under- 
lving long range purposes of the 
business in which we are engaged. 
This will help us take a positive ap- 
proach. To concentrate on an ever 
expanding volume, to build larger 
and larger companies without due 
regard to sound basic philosophies, 
could place us in a very vulnerable 
position. Assets, material accumu 
lations and sheer size should not be 
stressed out of proportion to the 
purposes for which insurance 
founded, namely, to serve the well 


Was 


Re-examine the basic philosophies 


being of humanity and the humani- 
tarian well-being of mankind by 
cushioning shock. 

A study of the founding of many 
insurance companies with long and 
successful records of operation indi- 
cates that their founders were in- 
spired not only by a desire to pro- 
vide adequate coverage to meet eco- 
nomic needs through insurance, but 
they had a missionary spirit to per- 
form a humanitarian service. This 
(1) Al- 
inost universal acceptance of insur- 
ance, and (2) Confidence of policy- 
holders. 


produced two good results : 


My concept of a philosophy is 
that it shall constitute a set of prin- 
ciples needed both for a sound re- 
sult and the best kind of team effort. 
The secret for applying this philoso- 
phy to insurance, is an objective 
point of view, so that each person 
has a very real opportunity to col- 
laborate and cooperate for the com- 


mon good. 


Humanitarian Approach 


It is important to the future of the 
insurance industry that during the 
early stages of an employee’s affilia- 
tion with insurance, he be thoroughly 
iunbued with the knowledge and 
philosophy that insurance is basic- 
ally a humanitarian service, a serv- 
ice to society. The greatest contri- 
butions to society have been made 
by dedicated persons who felt a 
deep, inward devotion to worthy 
causes that were beneficial to man- 
kind. This is the purpose of insur- 
ance; in a larger sense it is the pur- 
pose of man. Man does not live for 
himself, to selfishly neglect his fel- 
lowmen, nor to seek his aggrandize- 
ment at the expense of others. 

Most human beings are motivated 
by a desire to perform a service for 
others. For a person who is so in- 
clined naturally or by training, in- 
surance provides challenging oppor- 

(Continued on page 38) 
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Production is HIGHER 
when you tie-up 
with “AG-EMPIRE” 


Broad Coverages 

Expert Fieldman Help 
Simplified Policies 

Full Promotion Helps 
Quick Decisions 

Efficient Claims Processing 


Minimum Correspondence 


— 
y NAW 


? 
Tad bed 


“All-star” help 
when you 
need it most! 


Coming in to help is the “Ag-Empire™ fieldman’s 


specialty! 


He's tops at analyzing client needs and recom- 
mending coverages .. . efficient at expediting 
claims processing ... and expert in helping you 
work up coverage programs for “big company” 
selling! He makes vour selling easier, too: shows 
you how to develop leads, how to follow-up and 
sell. He’s an all-around guy who really gets 


around to help his agents! 


No doubt about it, Mr. Agent — if you're look- 
ing for Easier Selling, Easier Profits .. .“*AG- 


EMPIRE” IS DEFINITELY YOUR ANSWER! 


Heieteee! GH Bnpirs Sus 


MAIL COUPON FOR COMPLETE “ AG-EMPIRE” STORY. 
NO OBLIGATION. 
The Agricultural Insurance Co., Watertown, N. Y. Dept. B-258 


As a Quality Agent 1 am interested in teaming-up with a Quality Company. 
You may contact me. 


Name 





Positive Approach—from page 36 

tunities to use one’s talents and en- 
From time 
immemorial, people have been will- 


ergies in this direction. 


ing to help those experiencing per- 
sonal misfortunes. They have found 
insurance to be an effective means 


otherwise burden- 
he resources of 


ot distributing 
some losses among t 
many, 

Opportunities for humanitarian 


service exist in every area of insur- 





PENSION 
CONSULTANTS 





JOSEPH FROGGATT & CO., INC. 
CONSULTANTS 
EMPLOYEE BENEFIT PLAN 
ACTUARIAL EVALUATIONS 
14 Trinity Place, New York 6, NW. Y. 

WHitehall 4-7440 








Wolfe, Corcoran & Linder 


Consulting Actuaries 
Pension Consultants 


116 John Street, New York, N. Y. 








WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Pension Consultants 


200 West 57th St. 417 South Hill St. 
NEW YORK 19, N.Y. LOS ANGELES 13, CAL. 








WOODWARD, RYAN, SHARP 
& DAVIS 


PENSION CONSULTANTS 
& ACTUARIES 
55 BROADWAY 
NEW YORK 6 
Telephone HA 2-5840 














Expecting an Order? 


You'll get it quicker if your pos- 
tal delivery zone number is on 
your order blanks, return enve- 
lopes, letterheads, ete. 


The Post Office has divided 106 
cities into postal delivery zones 
to speed mail delivery. Be sure 
to include zone number when 
writing to these cities; be sure to 
include your zone number in 
your return address—place it 
after the city, before the state. 














ance. Men in claims adjustment 
work know that by their technical 
knowledge, understanding of hu- 
man beings and love for their work, 
they are able to help people in a 
time of need in a way that those who 
are aided and members of their fam- 
ilies will never forget. Loss preven- 
tion engineers are able to prevent 
and and busi- 
nesses and thus jobs for people. In 
doing this, they 


service. 


reduce losses save 


perform a great 


Sales specialists may design newer 
and more modern techniques which 
benefit many. Professionally and 
technically trained personnel have by 
their skill and devotion to duty 
greatly facilitated business opera- 
tions. Even in routine positions, 
through personal effort, interest and 
love for one’s work, very material 
benefits have accrued to society. 


Bulwark 


Insurance undergirds and strength- 
ens the economic principles which 
have given our nation greater prog- 
ress and a higher standard of living 
than any other country in the world. 
The economic principles here refer- 
red to give more people an opportun- 
ity to use their talents and abilities 
to the utmost, to achieve maximum 
progress. The sky is the limit so 
long as one does not in the process 
adversely affect others. 

Persons who lose their homes or 
businesses by fire or other catastro- 
phe are given a new start in life. 
Thus insurance provides continuity. 
For example, the price we pay for 
merchandise would be much higher 
were it not for insurance and the 
rate of interest we would be required 
to pay for money borrowed would 
be greater, for the lenders would 
have to charge an additional sum to 
absorb losses of mortgaged prop- 
erties not covered by insurance, 

It will serve a good purpose if the 
coming insurance 
personnel are apprised and even 
imbued with the fact that the insur- 
ance profession performs a_neces- 


generations of 


sary service by strengthening and 
buttressing the economic principles 
which to so large an extent have 
been the life blood of our nation’s 
progress. 

The framework of our system of 
government recognizes in many ways 


the dignity and sanctity of the indi- 
vidual. This regard for the individ- 
ual has its counterpart in insurance, 
since its very purpose is to protect 
people and to provide for their 
greater security and well-being. 
However, by reason of the bigness 
of industry there is a tendency, un- 
intentionally, to minimize the indi- 
vidual and lower his sense of 
responsibility. The modern day in- 
surance company has, in addition to 
showing an underwriting profit, the 
social responsibility of seeing to it 
that the individual is not lost in the 
shuffle and that there is not a steady 
decline in his significance or the 
meaning of his work. 

People do not have the same op- 
portunities for personal contact with 
top management as was the case 
formerly. They do not have the 
same occasions for fellowship that 
they had when companies were 
smaller. Their identity tends to be- 
come lost. When the only end prod- 
uct of work is pay, it loses much 
of its meaning. Therefore, it is my 
feeling that no matter how large the 
corporation, means should be de- 
vised for key individuals to keep that 
personal touch, to guard against loss 
of individuality insofar as humanly 
possible. Recognition of the dignity 
and importance of each individual is 
clearly one of the bases for sound 
continuing progress. 

This recognition of the individual 
should extend beyond company em- 
ployees and personnel. — Policy- 
holders who have gone out of their 
way to cooperate should receive 
acknowledgement for their efforts. 
Claim adjusters may have gone that 
extra mile to accommodate claim- 
ants by making a special appoint- 
ment. And persons in the ranks may 
have made noteworthy contributions 
although relatively minor 
whose efforts in the over-all picture 
have a salutary effect. 


ones, 


Omit Uncertainties 


In planning the organization 
structure, the authority as well as 
responsibility should always be de- 
signed so as to effectuate company 
policy without leaving uncertainties. 
The individual who deals with the 
company should be in the same posi- 
tion as though he were dealing di- 
rectly with top management. 
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Considerable emphasis has been 
given lately in the insurance profes- 
sion to the all-important principle 
that “people make the difference.” 
As between two companies, both of 
which offer modern coverages and 


service facilities at comparable rates, 
the company which stands out is the 
one which has the most competent 
personnel. Now, | do not mean 
competent merely from a_profes- 
sional and technical point of view; 
I mean personnel who possess qual- 
ities that win the good will and 
friendly cooperation of others. Such 
persons naturally attract others to 
them and to the organization by 
reasons of their sincerity, cordial, 
humble and considerate approach. 
Such individuals solve 90% of man- 
agement’s problems. The mediocre 
kind, creates 90% of the problems. 

Since people make such a differ- 
ence, every precaution should be 
taken to make certain that the right 
individuals are chosen. Persons who 
possess certain basic characteristics 
will develop good stature and people 
with good stature will bring the com- 
pany strong stature. 


Take the Time 


We have at times scouted and 
looked for more than a year to find 
the right individual for the right 
It is better to take time 
to do this than to misplace an indi- 
vidual. This creates problems for 
both the individual and the company. 
On a few occasions, we have had to 
select an individual who did not have 
quite as much technical training as 
we would like but, who in the long 
view of things, we knew would stand 
out in his designated assignments 
and who would give prestige and 
confidence to the company and to the 
industry. 

Another basic insurance concept 


position. 


is one which is generally recognized 
and accepted among insurance peo- 
ple. It is that everything insurance 
companies plan and do must be 
done in accordance with the highest 
principles of honesty and integrity. 
We take it for granted, but should 
it be, with new personnel ? Shouldn't 
they know that it is company policy 
to back whatever is honest, upright 
and just ? Without honesty the busi- 
ness cannot have the confidence upon 
which its 
progress depends 


sound, forward-moving 
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AGENCY 
INQUIRIES 
INVITED 


ALSO TITLE 
INSURANCE 


2 PzOPLs HAWS 
ON Go0.0 


And fortunate are the agents 
who have the blanket- 
coverage facilities of 
COMMERCIAL STANDARD’S 


MULTIPLE LINE 
INSURANCE 


FIRE AND ALLIED LINES 
FIDELITY AND SURETY 
GENERAL LIABILITY 
AUTOMOBILE 

INLAND MARINE 


WORKMAN’S 
COMPENSATION 


A MULTIPLE LINE “A” RATED COMPANY 


COMMERCIAL 
STANDARD 


INSURANCE COMPANY 


FORT 


WORTH. TEXAS 


RAYMOND E. BUCK—CHAIRMAN OF THE BOARD AND PRESIDENT 





Our 25th Year 
A. E. Strupwick Co. 


Reinsurance 


810 BAKER BLDG 
MINNEAPOLIS 2, MINN 
FEDERAL 9-5847 


208 SOUTH LASALLE ST 
CHICAGO 4, ILLINOIS 
CENTRAL 6-914! 


A. E. STRUDWICK, PRES. 


W. H. KERN. V. P 
D. A. TAYLOR, V. P 


When | speak of honesty I do not 
mean honesty merely in the adjust- 
ment where it 
possible to take advantage of some- 
one ignorant of his rights. [| mean 
honesty in all dealings and transac- 
tions whether it be in advertising, 
underwriting or 


of losses would be 


financial reports. 
In the pioneer day S. one’s word was 
one’s bond. It should be so today. 
The industry hasn’t changed in that 
respect. When people know that this 
is your philosophy, it will give real 
texture to the company's character 
in a way that nothing else can. 


J.L. KING, 


H. A. GOETZ, V. P 
J.C. KUNCHES, V. P 


In all business relations we should 
so conduct ourselves that we will be 
able to go into the same home from 
which we departed. This philosophy 
was followed with great success by 
and 
key factor in the progress of the com- 


a Mutual pioneer became the 
pany he founded and for many years 
The philosophy to ae 
conduct yourself that you will al- 


managed, 


ways be welcomed back” recognized 
that there individuals 
alike. The problems of each are dif- 
ferent. You cannot adopt standard 


are no two 


ntinved 





Positive Approach—Continued 


methods to fit all individuals and all 
situations and men in loss adjust- 
ment work certainly know that. 
The essence of this philosophy to 
‘so conduct yourself that you will 
always be welcomed back,” is that 
you recognize that no matter how 
acute the problem, you leave no 
stone unturned to effect an amicable 
and fair 
situation 


decision The particular 


may be trying to your 





THE 


STANDARD 


INSURANCE 
COMPANY 


STANDARD INSURANCE 
BUILDING 


TULSA, OKLAHOMA 


Our experienced and capable 
Underwriting, Engineering and 
Claims personnel provide first- 
SERVICE at all 


class times. 


“Bring Your Insurance 


up to Standard” 











temperament, but you and the com- 
pany you represent will gain stature 
through personal patience and by 
acknowledging the good things in 
the individual although at the outset, 
the good may not be immediately ap- 
parent. Here again, one’s faith in 
human beings helps. The majority 
will cooperate toward reaching a 
solution to the problem provided 
they are properly informed. 

At the time of loss quality cover- 
age, fairness of the contract issued 
and promptness are an unbeatable 
combination. The company’s ability 
to pay its obligations is paramount. 
Well-designed insurance laws and 
good insurance supervision are defi- 
nite helps, but they cannot take the 
place of prudent financial manage- 
ment. There seems to have devel- 
oped a trend to provide broader and 
broader and more liberal coverages 
than competing companies. Now, no 
one will criticize the desire to make 
available the broadest coverages, but 
neither can the industry ignore the 
importance of actuarially sound rate 
structures in the casualty and fire 
business any more than in the field 
of life insurance. 


Participative Planning 


In the area of intra-company and 
employee relations, more and more 
companies find it to be sound basic 
philosophy to invite the active par- 
ticipation of individuals at all levels 
of company operation in developing 
company plans, programs and pro- 


cedures. This principle recognizes 
that each individual possesses cer- 
tain gifts, talents and potential which 
can help the company greatly. It 
recognizes the value of working with 
people rather than regarding them 
as inferiors. 

When persons are invited to take 
part, when they are asked to con- 
tribute ideas, they become better, 
more useful employees. What they 
help to create, they will more en- 
thusiastically support. This prin- 
ciple does not relinquish the preroga- 
tives of management, but it provides 
a medium for the submission of ideas 
to management levels. It affords a 
good basis for communication from 
the bottom to the top and from the 
top down. 

The participative method of plan- 
ning in company operations will 
bring out the strong characteristics 


of individuals and will provide a 
means of locating qualified individ- 
uals for other needed areas of re- 
sponsibility. It will stimulate within 
them a loyalty that is a vital factor 
in a healthy organization's program. 
We have had lots and lots of con- 
ferences for executives, National 
and trade associations, but we have 
not had enough conferences for per- 
sons within our own ranks 


Degrees of Strength 


There are varying degrees of 
strength with respect to each of the 
philosophies here considered. There 
is the rapport stage, usually found 
in an individual during his first 
period of affiliation with the com- 
pany. He desires to work in har- 
mony, wants to be helpful, has a 
sympathetic and understanding at- 
titude. Hle does what is expected, 
wishes to be attable and helpful in his 
relationships with others. Such a 
person will do what is required, but 
may go no further. 

The fellow with esprit de corps 
has a deep inner feeling that he is a 
member of the team. He regards 
himself as a vital part of the over-all 
company program and its goals. He 
will go all-out to perform in a man- 
ner that will bring about a good 
over-all result. 
team spirit, 


He has a wonderful 
He will cooperate in 
spite of a good many odds. He can 
generally be counted on to perform 
in a commendable manner. While 
the person with esprit de corps isa 
strong individual, he may neverthe- 
less have a tendency to  vacillate 
when the going is really rough and 
the odds are great. No so with the 
fellow who also has morale 


Unwavering Convictions 


The fellow with morale 1s 


whose inner convictions, insurance 


one 


philosophies and company concepts 
are so strong that they are unwaver 
ing. His patience has been tried and 
tested on many occasions. He has 
been subjected to the acid test. He 
has experienced complex and diff- 
cult problems. On occasions he may 
have wavered, but he got ahold of 
himself and said, “No, I must not 
falter; there is too much at stake. 
| have not only myself, but others to 
consider. I am the benefactor of a 
great heritage. [ must perform in 
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a manner that reflects credit to the 
past and glory upon the present and 
in a way that also gives promise to 
the future.” 

The problems and challenges fac- 
ing the individual with morale may 
be great, but nothing hinders his 
convictions and his faith. His cour- 
age is of the finest; he is one who 
believes that in a complex era with 
fast-moving sequences, there is a 
great need for steady, calm, well 
thought-out decisions and action. 
His mind is trained to think courag- 
eously. With a crescendo of deter- 
mination he pushes ahead. He is the 
kind of fellow who is in the front line 
driving force. He also provides the 
rear guard strength, if that is neces- 
sary. He is a builder, come what 
may ; he is like the captain of a ship. 
He sticks to his post and carries out 
his responsibility until everything 
has been looked after ; he is the kind 
of individual who eventually becomes 
a good insurance manager. 

There is one basic philosophy 
which ] commend as a guiding prin- 
ciple no matter what the problem or 
situation, no matter how challeng- 
ing. It is the application of Christian 
principles in daily life and in daily 
activities. When in doubt, sit in 
quiet meditation and let God guide 
your mind and conscience. Ask him 
to direct you and guide you in doing 
what is right and you will never go 
wrong. 

If our first consideration is to 
make a contribution toward the 
good of humanity through insurance 
as a medium of service, if we make 
it our goal to put in more than we 
take out, it is then that the com- 
panies for whom we work will grow 
and prosper. 

We should keep in mind that our 
main product lines are not only the 
policy contracts that we offer but the 
conduct that inspires confidence, the 
kind of confidence that goes to the 
very core and heart of insurance 
The point I want to make is that you 
are engaged in a business that is 
basic to and whole- 
some in its nature. If the people in 
the business will apply these basic 
principles in their everyday work 
then we will have a_ positive ap- 
proach to the future. 

And, finally, as a positive ap 
proach, may I suggest to you the 
philosophy of the late Dr. Peter 


our economy 
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Marshall, Chaplain of the United 
States Senate, who said: “Oh, Lord, 
when we long for life without work, 
without trials, without difficulties, 
let us remember that oaks grow 
strong in contrary winds and dia- 
monds are made under pressure. If 
we are pessimistic, we will see dis- 
aster in every opportunity, but if we 
have stout hearts, we will see op- 
portunity in every disaster.” 


AGENT PAYS FOR LOSS 


PART OF EVERY underinsured loss is 
“paid” by the agent or broker who 
sells the inadequate insurance. This 
is the theme of the last in the cur- 
rent series of insurance-to-value bul- 
letins now being mailed to company 
officials, fieldmen and producers by 
the Board of Fire Underwriters of 
the Pacific. According to the Board, 
the producer whose client faces an 
underinsured fire loss pays in lost 
premiums, lost clients and lost pro- 
fessional stature. It points out that 
these and can 
easily be turned into profits by selling 
insurance-to-value, 


costs are senseless 
Producers are 
urged to review clients’ coverage and 
sell adequate limits. They are re- 
minded that insurance-to-value bene- 
fits everyone—policvholder, 
ducer and insurer 


pro 


STATE LEGISLATION 


\WitTlH THE NEW YEAR, state Legis- 
latures are being called into session 
although not in the numbers of last 
vear since it is an off vear. Among 
the insurance measures already un- 
der consideration are a non-occupa- 
disability 
Massachusetts and higher workmen’s 
compensation benefits in New York 
Other New York proposals would 


tional benefits law in 


require safety equipment, including 
safety belts. on all passenger motor 
vehicles and would establish an un- 
satisfied judgment fund. 
Compulsory automobile lability 
insurance 1s an active issue in Vir- 
gimia. Ex-Governor Stanley had en 
dorsed such a measure although the 
Virginia Advisory Legislative Coun 
cil favored an unsatisfied judgment 
fund. \lmond, who took 
office in January, has not announced 


Governor 


his stand on the matter 
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INSURANCE COMPANY 


J. A. MUNRO 


90 JOHN STREET 
NEW YORK 38, NEW YORK 
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At the opening session of the New 
Jersey Legislature, Governor Robert 
Meyner held that the unsatisfied 
judgment fund met some but not all 
of the needs and asked the Legisla 
ture to study compulsory auto insur 
ance laws as a guide to possible ac- 
tion. He also recommended changes 
in the state insurance law to give 
broader powers to the commissioner, 
tighter regulation of companies and 
agents, and a general revision and 
streamlining of the insurance statute 
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WHAT'S HE DOING IN AN 
INSURANCE AD? 
































He's a Steck policy-printer — with a sales 
point you may have missed. When you 
add personality to the appearance of 
your policy, making it attractive and dis- 

tinctive, you've got added sales appeal! 


That's the reason it's easy to spot a Steck 

policy. Our creative department works for 

you, uses art, type and color to produce more 
than paper and words. 


More than a legal contract, your policies are ac- 
tive company representatives. Let Steck make 
them as attractive as other printed selling-aids 
you use. You'll be well-judged, remembered 


by agent and client, for eye-appeal is sales 
appeal! 








If it's worth printing well, it's a Steck job. 


THE Vteek COMPANY 


AUSTIN, TEXAS 


Printers to the Insurance Industry. Write, wire or telephone for information. 
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EXECUTIVE CHAIR 
This executive chair, created by Wells 
Chair Corp. for the top echelon group, fea- 
tures contemporary styling. It has a deep 
foam rubber seat and back with winged 
head rest and molded foam rubber arms. 
Available in a wide variety of baked 
enamel finishes and upholstery. 
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Photocopy Duplicator Cabinet 
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office efficiency 


TEN KEY MACHINE 


This new model ten key adding ma- 
chine features unusually high speed, 
greater operating simplicity and a Balance 
Touch keyboard on which all result, con- 
trol and numerical keys have the same 
even touch. Distances between outlying 
keys and the home-key positions have been 
re-engineered to make them as nearly 
equal as possible, and all keys are 
slightly larger. The two-color ribbon, 
coupled with an improved printing me- 
chanism, indicates all plus amounts in 
black, all minus amounts in red. A new 
spacing feature automatically spaces the 
tape to tear-off position after totals and 
can be adjusted for single spacing after 
totals if desired. Housed in a streamlined 
aluminum case of Capri Coral, Alpine 
Blue, Amber Gray or Sea Mist Green, this 
Burroughs machine is available in ten 
various listing and totaling styles and may 
be purchased outright or leased. 


LAMINATOR 


A desk-top machine that completely en- 
cases either or both sides of an original 
copy with thin, pliable sheets of transparent 
cellulose triacetate plastic film in less then 
ten seconds, has been developed by the 
American Photocopy Equipment Company. 
Constructed of Melamine, steel and alu- 
minum, measuring 102" x 15” x 13” high, 
and weighing 30 pounds, it is capable of 
laminating material up to eleven inches 
wide and of any length. Activated by 


either push button or foot pedal, it operates 
on either continuous or single feed. Orig- 
inal copy is guided into the feeding slot 
where the plastic film and the original con- 
tact the thermostatically controlled heated 
rollers and the laminated original emerges 
from the rear of the machine. The machine 
requires only six amperes, 110 volts. Other 
features claimed are that the finished 
piece is impervious to moisture, is age and 
brittle proof, is beautified, preserved, pro- 
tected, transparent, strong, pliable, and 
resistant to most liquids and solvents. 


PHOTOCOPY DUPLICATOR 
CAEINET 


This cabinet, by Mim-E-O Stencil Files 
Company, features enough working top 
room to hold a photocopy machine, work 
being processed and two paper ejectors 
right in front of the operator. Although 
designed especially for the photocopy 
units, the cabinet can be used for other 
types. Constructed of heavy gauge welded 
steel, it provides a sturdy working base 
that is said to hold even the heaviest of 
equipment firm and rigid. Measuring 
3814” x 18”, it stands 32” high, has a two- 
inch toe space and has adjustable legs for 
leveling on uneven floors. Right and left 
pull-out leaves, 14” x 1412”, provide addi- 
tional working area and two compartments 
allow for complete storage of a photocopy 
machine plus all supplies. Available in 
frost green or hammerloid gray baked 
enamel. 
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ut of 


Step 


FRANK ROGERS 


Newark, New Jersey 


ODAY, ELECTRIC TYPEWRITERS 
reel food looking copy, 
stencils and offset masters with 
ease. Modern duplicating machines 
turn out a prodigious amount of 
work in a remarkably short period 
of time. Addressing machines and 
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postage meters make short work of 
the mailing operation. But, in all too 
many Offices, there has been a serious 


bottleneck collating. 


Monotonously, girls have picked 
one sheet of paper at a time from 
stacks on some table or cleared desk 
top, while the high speed duplicator 
clicks out higher and higher stacks 
of material waiting to be collated. 
The time bottleneck is, perhaps, the 
most apparent objection to this anti- 
quated way of doing things. An 
even more serious fault, however, is 
the high hidden cost of a manual 
operation which—because it occurs 
sporadically department by depart- 
ment—must press into service rela- 
tively high salaried personnel. Still 
other criticisms which may be leveled 
at manual collating include monot- 
ony, lowered office morale, increased 
possibility of errors, and general 
confusion. 

Many insurance 
well as companies in other fields, 
have rocked along for years under 


companies, as 


such methods without realizing that 
they do indeed have such high hid- 
den collating expenses. This is par- 
ticularly true of insurance compa- 
the widespread 
practice of considering collating to 
be the responsibility of the depart- 
ment originating the -job, whether 
it be agency, underwriting, or in- 
Each of 
ments has had to press into service 


nies because of 


vestment. these depart- 
stenos, typists, even the boss’s secre- 
tary, to meet some deadline. Yet, as 
a department, its collating problems 
are not so large nor so constant as 
to justify the purchase of a collat- 
ing machine. But are not the cumu- 
lative costs of collating by various 
departments more than enough to 
pay for a mechanized operation ? 
Very few, if any, departments 
could economically justify purchase 
of high speed offset duplicating ma- 
chines for their alone. 
Modern offices have 
centralized duplicating and mailing 
facilities to serve the underwriting 


n page 57) 


own use 


everywhere 
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Bordereau Billing 


G. R. WALROTH, 
Controller 
Western Adjustment and 
Inspection Company 

IE COMPANIES are aware 

cost of processing service 

from.) company-owned 

awareness 1s_ in- 

creased whe ills at not received 
with proofs of loss and closing pa- 
pers as they then must 
files 


handle claim 
approve the 
claim and again to approve the serv- 
ice bill for and to code it 


for statistical purposes 


twice once to 
payment 

Those com- 
panies finding their internal require- 
flexible enough to 


is 


ments use a 
of indi- 


well rewarded for 


monthly statement in lieu 
vidual bills will be 


making the chang 


Helps With Annual Statement 


lhe bordereau has been designed 


furnish the breakdown of 


SO as tO 
loss expense needed to prepare the 
applicable portion of the annual 
It is submitted in dupli- 


» by us Che 


statement, 
individual loss ex 
pense items are totaled by peril and 
by state. Each item is listed in de- 
tail i 


number 


within ts category 


order The 


number, claim 


in policy 
listing shows 
policy number 
our file 


xpense paid to 


(where furnished to us) 
number, loss date, « 
outsiders and a ce scription thereof, 
f loss expense, and 
Min ber 

he abbreviated bordereau, 
imately twenty-five 
and the 
repre- 


state 

may 
thousands of expense items. 
\cceptance of method — of 
ontingent upon a no an- 
swer to the following question: “Do 
we have to check each service bill 
against its allied claim file?” Many 
loss departments are not doing this 


hilling is 
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now for each bill and are using a 
testing basis to verify the accuracy 
and reasonableness of the billing. 

Speaking from experience as a 
certified public accountant, I believe 
a test of a certain percentage of 
items, those over a certain amount, 
and scanning the balance on the list- 
ing as to policy number to assure 
that it the company, 
would be a proper method to adopt. 
The company has the right to ques- 
tion any particular item which al 
lows them to retain excellent control 
at lower cost. 


belongs to 


Many advantages will accrue to 
the companies and the company- 
owned bureaus from the adoption 
of this change. The 
doubled when it is 


advantage 1s 
that 
savings to the bureaus are passed on 
to the companies as an extra divi- 
dend in the form of reduced hill- 


ings. 


realized 


The following partial list of ad- 
vantages obtained by 
billing : 


bordereau 


To the insurance company: 
I. Reduction of 
eliminating : 


clerical work by 
A. Pulling and re-filing claim files 
when service bills are received sub- 
sequent to the receipt of the final 
report. 

B. Coding and classification of in- 
dividual loss expense bills. 

C. Punching of IBM loss expense 
cards and tabulating them so as to 
prepare totals needed to prepare in- 
ternal reports and expense exhibits 
for the annual report. 

To the service bureaus: 

I. Reduction of work and_ payroll 
expense in connection with: 

\. Preparation of individual serv- 
ice bills as compared with preparing 
a monthly statement. 

B. Handling and mailing of service 
bills daily. 


C. Keeping of detail accounts re 
ceivable records and application of 
cash payments. 

1). Preparation of delinquent state 
ments, 

Il. Reduction in cost of supplies and 
postage, 

[11. Obtaining more complete  sta- 
tistical information as to 
handled. 


losses 


Work Cards 


Creative thinking is required to 
have bordereau information adapt 
able to other company requirements. 
As a tool for each company’s use, 
we are furnishing them with an 
IBM work card for each item on the 
bordereau. This card will include 
the amount of claim as well as the 
information printed on the borde- 
reau. These cards can be sorted, re- 
produced according to the needs of 
the company and used in whatever 
manner deemed necessary. 

Some disadvantages are possible 
but can be partially offset by inter- 
nal handling. A maximum of flexi- 
bility is possible in how we prepare 
the bordereau for each company, as 
long as the basic information in the 
work card is satisfactory. 

For example, one of the most 
common troubles encountered by 
companies contemplating the change 
is their need to identify recoverable 
loss reinsurance. The 
companies may set aside those claim 
files where the claim has been re- 
billed to the reinsurer but not the 
loss expense or they may make a 
follow-up copy of each claim re- 
billed. Still other companies are pre- 
paring locater cards and _ collating 
them against the IBM work deck 
cards as to policy number. 

Another source of trouble may 
arise if the insurance company has 


expense on 


(Continued on page 48) 
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8 top insurance companies 


use highway advertising 


SAYS A. W. TOMPKINS, STATE FARM EXECUTIVE VICE PRESIDENT: 


“Our ‘SCOTCHLITE’}+ highway sign program has proven tremendously popular and 
effective with our local agents. The reaction of the public and our 
policyholders has been marvelous. For instance, a local housewife 
recently told me of a 1,600 mile trip she had taken. She said, ‘I saw so 
many State Farm road signs I never felt I was very far from home.” ” 


You, too, can build familiarity, identify your agents, 


NATIONAL... boost sales with a National highway 
the only nationwide highway advertising company .. . advertising program. 


offers: 

@ Pinpoint localized coverage, frequent repetition, high 
impact, low cost. 

@ Complete service—design, manufacture, location, erec- 
tion, maintenance. 

@ The stature and integrity of its parent company ee ee ee 
Minnesota Mining and Manufacturing Company. 33S. Clark St.. Chitin Elicois pt.f 


SCOTCHLITE” is a Registered Trade Mark of the Minnesota 
Vining and Manufacturing Company, St. Paul, Minnesota 


For more information, send for free, illustrated 8-page ’ 
booklet, “An Open Road to Insurance Sales.”’ Do it today! Gentlemen 


Please send your 8-page brochure on National's 
NATIONAL 
ADVERTISING 
COMPANY 


services for the insurance industry, “An Open 
Road to Insurance Sales’. 
COMPANY 
A Subsidiary of 
Minnesota Mining and 
Manufacturing Company 


a 


b> a ADDRESS 
* a 


Executive Offices: 33 S. Clark St. +¢ Chicago, Illinois 
Chicago + Detroit e SanFrancisco « New York 
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WESTON Cotton Fiber BOND 


Makes Letterheads and Policies 
Noticeably Better 


Weston Bonp, made better with cotton fiber, imparts an 
air of obvious importance to your letters. It lends conspicu- 
ous quality to your letterhead — character that commands 
attention. 

In the office, you’ll like the way it takes typing, writing 
and (when necessary) erasing. It serves admirably, too, for 
policies, office forms and other applications that call for a 
clean, strong serviceable bond paper. And the cost? ... 
hardly more, if any, than you are now paying. 

Your printer has Weston Bonp in white, colors, white 
opaque, litho finish and envelopes to match. Ask him to use 
it for your next lot of letterheads or write for a sample book 
and make your own comparison. Address Dept. BE 


BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


WESTON BOND 


COTTON FIBER BONDS 


Cotton Fiber Quality Letterhead Paper 


e LEDGERS *« MACHINE POSTING LEDGERS « INDEX BRISTOLS 





Bordereau Billing—from page 46 


agents or brokers operating on con- 
tingent commission contracts based 
on the net profit of the business 
produced, The solution reached by 
the companies now on bordereau 
has been to charge these operations 
with a percentage of claims paid, 
based on past history, Some con- 
tracts are renegotiated to exclude 
loss expense or they will so treat 
such contracts at the time of renewal. 
We have found this effects a level- 
ling of expense which is welcomed 
by the agents or brokers. 

The choice between bordereau or 
individual loss expense billing is the 
prerogative of each company. It is 
not necessary for the service bureaus 
to have unanimous acceptance be- 
fore changing to bordereau_ billing 
for those companies desiring it. 

The two methods of billings are 
compatible in our organization as we 
do not attempt to distinguish be- 
tween bordereau and non-bordereau 
companies until the processing and 
billing function has been completed 
up to the stage of actually preparing 
the bills. We then segregate borde- 
reau and non-bordereau cards by 
collating against a master deck. 

It is readily apparent that some 
errors will occur in any system. It 
thus becomes a matter of quality 
control. This method lends itself to 
better control for us and for the 
companies, Wrong policy numbers, 
especially when they do not belong 
to the company, are more readily 
identified as being an 
charge. 


improper 


The only restriction which our 
company places on the insurance 
companies is the request to pay the 
bordereau intact within a reasonable 
time after it is received. Any errors 
or corrections will be made on the 
next succeeding bordereau which 
eliminates the necessity of preparing 
individual refunds or corrections. 

This method is a practical one 
now being used enthusiastically by 
fourteen companies. They have 
found this to be a fresh approach to 
an old problem. Changes such as 
these, in the face of increasing costs, 
represent one of the most effective 
wavs to meet competition. Improved 
service at a lesser charge is the con- 
stant goal of our company-owned 
hureau. , 


Reprinted from The Interpreter. 
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Executive « General Office Chairs _ Executive Desks 


Steelcase offers you the advantages of you get today may be used interchangeably 
the most complete line of fine steel with those you will need later. Steelcase Inc., 
office furniture in the country. You Grand Rapids, Michigan. In Canada: Cana- 
will be able to style each working dian Steelcase Co., Ltd., Don Mills, Ontario. 
area individually and still maintain a uni- 
formly attractive appearance throughout the Ask your secretary to write for 
office. And, since these space-saving units are our award-winning Steelcase 
standardized as to size and color, the pieces Showcase. Address Dept. N. 


STEELCASE INC 


Our full-color brochure 





your tab department 


and CUT costs 


A good example is special machine work, The same thing is true of overloads, we 
we have them all and always ready for emer- can handle them — in any volume. 
gencies. Why should you keep little-used 
machines and the people to run them on an Any R & S office can e-x-p-a-n-d your tab 
expensive stand-by basis? You only pay one department and cut costs — we'd like to hear 
known cost at R & § for actual work done. from you. 


P.S. Call or write Dept. B for theRES " package” plan 


for insurance accounting — it's worth your study. 


RECORDING & STATISTICAL CORPORATION 


BOSTON 


S Gn 17 NELOF 
SAN FRANCISCO: 
MONTREAL: 


TORONTO: 
NEW YORK: 


NATION-WIDE SERVICE 


566 ATLANTIC AVENUE, BOSTON, MASS. Liberty 2-5365 

223 WEST JACKSON BOULEVARD, CHICAGO 6, ILL. HArrison 7-7357 
560 SACRAMENTO STREET, SAN FRANCISCO 11, CAL. EXbrook 2-4341 
407 McGILL STREET, MONTREAL, CANADA. Plateau 3831 

650 KING STREET, WEST, TORONTO, CANADA. EMpire 4-835] 

100 SIXTH AVENUE, NEW YORK 13, N. Y. WOrth 6-2700 





GUY FERGASON 


Responsibilities of Management 


AST MONTH we pointed out the 
) Rendon of salary as a moti- 
vation. We also directed that salary 
be related to performance. Evaluat- 
ing management’s contribution is the 
subject of this month’s article. 
contribution — will 
fall into two categories or areas- 
1. The immediate area of attainment 
which would include business done, 
profit, 


Management's 


maintenance, 
and all the other short range activi- 
ties. 


organization 


2. The long range area ot attain- 
ment which would include growth 
of volume and profit, organization 
development, improvement in meth- 
ods, and those activities which re- 
quire several years to accomplish. 

The problem of evaluation is to 
be able to relate the two areas so 
that a fair appraisal of management 
will result. 


Attitudes vs. Attributes 


Most articles on management de- 
scribe the attributes or qualities of 
management, and little is said about 
attitudes. In our opinion, the atti- 
tudes of management are the most 
important aspect of accomplishment. 
Scientific management is by its very 
nature a matter of attitude. The first 
step in the scientific process is to 
recognize that a problem exists and 
that there are better ways of doing 
things. That is an attitude. If man- 
agement is Satisfied with results, 
there will be very little progress in 
the field of improvement. Attitude 
is what makes the qualities of leader- 
ship effective. 


For February, 1958 


The attributes of management are 
many—1in fact as many as there are 
authors writing about the subject. 
Yet we know that leadership does 
require certain qualities; and we 
know that, irrespective of those qual- 
ities, actual attainment is the final 
basis of measurement. We may as 
well complete our circle of reasoning 
and point out that attainment is 
short range and long range. 
marized, we could say that 
tive evaluation is 
(1) objective in measurable fields 
of attainment, and 
(2) subjective in certain personal 
traits which are evaluated upon the 
basis of the rater’s personal opinion. 

In the January article, we men- 
tioned the need for dual responsi- 
bility evaluation. So often we find 
the attitudes and actions of manage- 
ment in one area affecting the results 
in another area. 


Sum- 
execu- 


Suppose for example, that we are 
evaluating the sales executive and 
the underwriting executive in a fire 
and casualty company. If we meas- 
ure the results of each one independ- 
ently, we might find that they are 
working at cross purposes. The sales 
manager is trying to increase the 
premium income, but is failing be- 
cause the underwriter will accept 
(approve) only the choice risks. Re- 
sults—the sales manager appraised 
The 
underwriter appraised on loss ratio 
is a success. Jointly they are both 
failures measured in terms of joint 
or dual responsibilities. 

If the sales manager dominates the 
underwriter and poor risks 
to be accepted which will abnormally 
increase the loss ratio, that is poor 


on sales increases is a failure. 


forces 


performance. If the underwriter 
dominates sales and refuses reason 
able, but potentially profitable risks, 
that also is poor performance. If 
loss prevention, fire protection and 
safety engineering activities are not 
being carried out and preventable 
losses take place which increase the 
loss ratio, that is poor performance 

There is hardly an executive ac- 
tivity which does not influence the 
results of other executive activities 
and for that reason we advocate the 
dual responsibility and joint ap 
praisal of performance. With the 
dual responsibility concept, it is an- 
ticipated that a higher degree of 
cooperation between executives will 
follow. 


Standard Used 


However, appraisals are usually 
made against a standard—in some 
companies, the standard is expressed 
as a budget, or a forecast, or a quota. 
In lower level jobs such as the gen- 
eral clerical classification, perform- 
ance 1S measured in 
emplovee’s individual 
The employees type “X” 


the 
attainment. 
number of 
policies, write so many vouchers and 
generally do a quantity of work that 
determines their efficiency status. In 
executive levels, the attainment is 
based on 


terms of 


a broader basis because 
the ability to work through others 
becomes the criterion of measure- 
ment. 

The attainment of the group is the 
indicator of success. This is a logi- 
cal basis because cooperation, organ- 
ization, planning and direction enter 
into the formula of appraisal. Per- 

(Continued on the next page) 
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booklets 


P297—Management Bookshelf 

A complete catalogue of all the “books 
and films that shape management perform- 
ance, principles and practice" available from 
the American Management Association, this 
booklet contains a short summary and list 
of contents for all major publications, the 
special reports and research reports, and the 
series publications. The latter covers finance, 
insurance, manufacturing, marketing, office 
management, packaging, personnel, research 
and development, general and international 
management. Also included are listings of 
periodicals and reprints. 


P298—Filing Costs and Efficiency 


Handy guides for measuring filing costs 
and results along with a detailed plan of 
action to improve filing efficiency are made 
available to management in this twenty- 
eight page manual. Revealing that the 
average cost of creating the contents of a 
standard four-drawer file cabinet is nearly 
$10,000, it underlines the importance of de- 
termining that full value is received from 
the filing system. Among the practical tools 
provided are formulas for measuring finding 
efficiency, filing reference rate, and file 
clerk efficiency and a list of nineteen check 
points is included to help uncover the 
strengths and weaknesses of the filing opera- 
tion. A reference chart provides at a glance 
the cost of operating a four-drawer file, de- 
pending upon the average salary of file 
clerks, and the average number of files 
handled by each clerk and five rules for file 
economy are proferred. 


P299—Flash Bulletins 


To give life to form letters, circulars and 
direct mailings, this booklet illustrates letter 
heads which add drama and color. Designed 
to arouse interest and get response, these 
forms are suitable for either general or 
highly specialized situations. The use of 
modern illustrations and varied copy en- 
hances the message carried and separates it 
from the usual. Printed on sixty pound offset 
stock, they may be imprinted by letterpress, 
offset, Multilith, spirit process, mimeograph 
or multigraph. 
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Responsibilities of Management 
—Continued 


sonal activity is not necessarily a 
measure inasmuch as some execu- 
tives organize and plan the work so 
well, delegate so fully, and exercise 
such excellent leadership that the 
group Carries out its defined assign- 
ments in a manner that produces 
profit and increased volume of busi- 
ness. Please observe that we quali- 
fied the state of apparent delegation 
as being coupled with leadership 
qualifications. 

Executive management is not a 
manual occupation and cannot be 
measured in terms of physical and 
mental effort. It is a more delicate 
situation in which the incumbent’s 
attitudes, knowledge of the business 
and example (of conduct) are the 
catalysts which produce success or 
failure, growth or stagnation, in an 
organization. We have _ belabored 
our subject, perhaps to a greater 
degree than necessary, but we were 
determined to expose the dual nature 
of executive management. 

One company succeeds where 
other companies fail measured in 
terms of the total organization at- 
tainment. Coupled with the objec- 
tive and measurable attainments are 
the many subjective areas which 
make management what they are. 
Physical growth and financial suc- 
cess of an organization can be at- 
tained at the expense of other facets 
of the business. A high pressure, 
driving executive can increase pre- 
mium income at the expense of 
morale. Costs can be cut and profits 
increased at the expense of the in- 
creased labor turnover and the loss 
of “key” personnel. 


Objective Modified 


For these and other reasons, ob- 
jective attainment is modified by the 
measurement of the intangible fac- 
tors which make a good company 
better. We call these items intan- 
gible and subjective principally be- 
cause their appraisal and evaluation 
are a matter of the rater’s personal 
opinion. When personal opinion 
becomes the basis of appraisal, there 
is always present the possibility of 
encountering personal prejudices. 
The arguments pro and con concern- 
ing the validity of personal opinions 
are long and tedious. 


Let us say that we belong to that 

school of opinion that accepts the 
possibility of personal prejudices 
and tries to compensate for the slant- 
ing of opinion in two ways 
1. Explain the objectives of ratings 
to the rater by emphasizing the fact 
that prejudices not related to the 
facts will defeat the purpose of the 
executive appraisal. A rating which 
is not related to fact does not make 
the executive any better or worse 
any more than a too liberal interpre- 
tation of winter ground rules in golf, 
applied in the summer, makes the 
golfer a better golfer—it changes the 
score, but not the skill. 
2. Develop a simple, but comprehen- 
sive rating scale, including those 
qualities which top-management be- 
lieves are essential to development 
and are pertinent to attainment. 


Five Traits 


What are these subjective traits ? 
In our opinion, they would include— 
1. General cooperativeness—the abil- 
ity to work with and through others 
in a firm but congenial way. 

2. Teaching ability—the willingness 
and ability to delegate, to explain, 
and to follow-up assignments. 

3. Creative ability—an alertness to 
change and an inquisitiveness which 
recognizes the possibility of im- 
provement in method and_ tech- 
niques. 

4. Organization ability—the ability 
to plan the work, anticipate prob- 
lems and create, as well as project, 
understandable plans of attainment. 
5. Self-sufficiency — the ability to 
rely on oneself in working out prob- 
lems without being either too stub- 
born to accept advice or too weak 
that the need for decision is buck- 
passed to others. 

It is not too difficult to spot these 
traits because their existence will be 
evident in actions. One need but to 
think of work situations and exam- 
ples and look into the organization 
to see these traits being demon- 
strated. 

General cooperativeness is the 
trait that makes working with the 
person who possesses it a pleasure. 
The cooperative person is not nec- 
essarily the agreeable person or the 
yes-man. The cooperative person is 
invariably a company-minded per- 
son who tries to see the benefit of 
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an action in company terms rather 
than in personalized terms. He 
works with others in a manner 
which reflects consideration, appre- 
ciation and respect. 

Teaching ability requires the abil- 
ity to communicate ideas—clearly, 
concisely and accurately. The will- 
ingness to tell others how tasks can 
be accomplished, and the fortitude 
to let others take responsibilities in 
their execution, are essential to 
teaching. The chain of action is (1) 
teach— (2) delegate— (3) appraise 

(4) correct— and (5) reward. 

Creative ability can be spotted in 
the executive who has the capacity 
to think ahead. Whenever a com- 
pany faces one crisis after another, 
it is a pretty good bet that the man- 
agement is more interested in per- 
petuation than in creating. The 
creative person is the inquisitive 
person who wants to know why 
things are done, and being done, why 
they are done in the present manner. 
The creative person may be the 
maverick of the herd, the non-con- 
formist, if the desire to create and 
change is stronger than the desire 
to administer. Creative ability can 
be steered into constructive channels. 

The executive who has organiza- 
tion ability (and we use the word, 
organization, to mean system rather 
than structure) is usually an orderly 
person, definite in his thinking, and 
capable of tying loose-ends together 
into a pattern. Organization plans 
for this type of person are practical, 
and being practical, they are usually 
understandable to those who must 
execute them. 


The Self-Sufficient Man 


Self-sufficiency is evidenced by the 
person who relies on himself and 
his ability to work things out. Being 
a personality trait, the degree of 
self-sufficiency will vary from the 
very strong, which is akin to bull- 
headedness, stubbornness and the 
unwillingness to accept advice, to 
the very weak, which is evidenced 
by the common practice of passing- 
the-buck and running to others for 
help. The middle ground is best, 
being well balanced between reliance 
on fact, ingenuity of solution and 
self-determination on one hand and 
the willingness to listen to, appraise 
and use the advice of others if the 
advice has merit. 

(Continued on page 59) 





writes 6 months without refilling 


This handsome RECORDER’* ball point desk set gives 
truly dependable service—superb writing quality. 

Writes instantly—at a paper’s touch. Once it starts writ- 
ing it doesn’t stop—writes for a full six months in 
normal use without requiring a refill. Steady, sure 
service, too—no ink “flooding” or “starving.” The strik- 
ingly modern Esterbrook RECORDER comes with red, 
blue or black ink... fine or medium point. Available 
in black or your choice of high fashion colors. Only 
$2.95 at list for complete set in black—$3.95 for colorg 
and black chrome-banded de luxe model. In office or 


home it decorates any desk. 








New WORDATHON* Refill Cartridge writes up to five 
times longer than ordinary ball point refills, gives a 


full six months’ service—only 69¢. 


RECORDER cesx ser'av 


*Trade Mark 





POSTURE CHAIR 


SIMPLIFIED ADJUSTABLE FEATURES 


for good posture have been incor- 


porated into the secretarial posture 
chair by Stylex Seating Company. 
The foam padded back rest can be 
moved up or down, forward or back, 
and tilted. 


fourteen inch deep seat has two inch 


The seventeen inch wide, 


thick bonded foam latex padding and 
its height 1s adjusted by means of a 
lhe tubular 
base, spring back post and other steel 
finished in 


hand-wheel square 


parts are oven baked 
enamel of metallic grey, 
The U.S. E§ 


hyde upholstery is available in nine 


mist green 


or tan lastic Naugha- 


decorator colors: yew green, ginger- 


i 
brown, grey, oxblood, black, flame, 


] ] 
sandalwood 


cerulean, and parch- 


ment 


ATOMIC PENCIL 


\N ATOMIC PENCIL, containing an 
actual sample of uranium U308 en- 
cased in plastic at which 
will excite a Geiger counter, is being 
promoted by Franklin C. Wertheim, 
direct 


one end 


mail consultant. 


\tomic Energy 


Bearing 
Commission license 
3569, this sales gimmick 
lor a 


number ( 


has room five line message; 
is available in four Glo colors. A 
sample and full information will be 
sent to any business firm requesting 


same, 
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COMPUTER INSTALLATION 


SEVEN OF THE NEW Underwood 
Electronic Business Computers have 
been purchased by Insurance Secu- 
rities Incorporated of Oakland, Cali- 
fornia, representing the first multiple 
installation of the $25-30,000 units 
west of the Mississippi. The installa 
tion of the machines will be 
pleted early this year. 
Insurance Securities Incorporated 
investment management firm 
with assets of about $250 million 


com 


Is an 


invested in the stocks of fire, casu- 
alty and life insurance companies. 
It expects the new computers to do 
work now requiring thirty-five post- 
ing and accounting machines with 
a very substantial saving on over- 
head costs and a saving of some 60% 
in office space. 


It computes and prints a ledger 
statement and 
various reports needed by different 
departments, in one operation. It 1s 
installed in three units. The com- 
puter section has a magnetic memory 
disc with 100 registers of 10 digits 
each. The corresponding electronic 
circuit performs all arithmetic func- 
The “brain” also performs 
The other 
units have carriages to permit print- 


sheet, commission 


tions. 
logical operations. two 
ing on two forms simultaneously. 

The machine operates from a pre- 
set plastic belt, which can be slipped 
in and out of the computer in sec- 
onds. Underwood sets up these pro- 
grams, as the belts are called, so no 
special training is required of the 
operator. Available nationally on a 
lease or straight sale basis, the com- 
puters are installed and maintained 
by Underwood Corporation. 








fount 
"Oh, that Dumont file isn't here. Our files 
were so dull | traded A to L to the public 
relations for their complaints file G."' 





BIRTH CERTIFICATE BANK 


THIS ALL-METAL BANK with a real 
combination lock, from  [ellevue 
Manufacture Company, features a 
colorful birth certificate which can 
be personalized with baby’s name, 
weight, length, and date of birth 
using pen and ink. Made of heavy 
gauge steel it measures five inches 
in diameter by five and a half inches 
in height. The locking top is sturdily 
hinged and features a convenient 
savings slot. Available in blue for 
boys and pink for girls in baked-on 
enamel finish. 


Best’s Fire and Casualty News 





LEADING THEME 
NEKOOSA'S 
CHLORIR® 
BLEAGHY 
\ 


vs 












































whitest 


» brightest colors (4 


Nekoosa Papers now have the whitest é a 
white... and the brightest colors. The a 
built-in quality that has made Nekoosa a 

leader in the industry continues to 

assure top press performance and 

customer-pleasing appearance. 


OL 


aso Ledger e Nekoosa Duplicator « Nekoosa Mimeo ¢ 
‘ax @ Nekoosa Master-Lucent « ARDORR 
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TEMPORARY HELP 


GROUP INSURANCE PLAN was 
. to a large Detroit automo- 
tive manufacturer and the 330,000 
policy certificates had to be typed 
fast, 

In St. Paul, an insurance company 
had a rush job that had to be done 











INSURANCE CO. 
_ — a 


PERSONALIZED 
LIGHTERS 


Never before available at such 
a low price ! ! ! Unconditionally 
guaranteed cigarette lighters 
with YOUR COMPANY INSIG- 
NIA reproduced in full color 
on one side and YOUR CALL- 
ING CARD reproduced exactly 
on the other. 


67'/2 


delivered t 


240 (minimum 


CENTS 
EACH 


y n quantities of 
As low as 5712 cents each 
when ordered in larger quan- 
tities. Notice the actual thick- 
ness of this light weight, easy 
to carry lighter. ORDER A 
MINIMUM QUANTITY TODAY 

. Shipment within 3 weeks, 
complete with your company 
sig and your name card. Send 
letterhead and calling card for 
exact duplication and check 
for $162.00 for 240 lighters. 
Or, for more information, write 
to 








P.O. BOX 2231 
FORT WORTH, TEXAS 





Personalized 


| Lighter Service 


at night to avoid interrupting the 
normal daily operation and taking 
up already scarce space and equip- 
ment. 

An insurance agent in a midwest- 
ern town sat in his office pondering 
the enigma of a business grown too 
large to get along without a secre- 
tary, yet still too small to support a 
full-time girl. 

Unrelated problems? Yes. But 
the big firms and the agent solved 
their problems the same way. They 
telephoned a temporary help service 
and “ordered”’ exactly the measure 
of assistance they needed—just as 
they would call an electrician or 
plumber for emergency repairs. 

The group policy typing job of 
330,000 was done in three weeks by 
several temporary office workers, 
who received standard hourly rates 
from the office service. There was 
no overtime cost and when the proj- 
ect was finished the women typists 
departed cheerily, perhaps to return 
again another day in another crisis. 


No Interruption 


The business peak in St. Paul was 
scaled by twenty temporary women 
employees who worked nights, 5 :30 
to l. a.m. By the time the regular, 
daytime force had taken the last 
glance at the clock, the here-for- 
awhile workers were in their chairs 
and carrying on business. There 
was no disturbance or interruption 
of routine and, again, there was no 
time-and-a-half to be considered. 

And the agent? He now has a 
competent secretary who works fif- 
teen hours weekly, sufficient to keep 
his desk clear. The rest of the time 
she’s home, tending the needs of a 
family of three. She is typical of the 
growing labor market, mostly 
women, who are supplying top 
notch, experienced help on a tem- 
porary basis to the insurance in- 
dustry. 

In increasing numbers, insurance 
companies and agents are finding 
use of the temporary worker a boon 
to the stabilization of an industry 


noted for its sudden The 
Russell Kelly Office Service, for in- 
stance, reports that it supplies help 
to nineteen of the nation’s twenty 
largest insurance firms, and 90% of 
all of them. Nationally, forty thou- 
sand women work from the sixty- 
three Russell Kelly branch offices. 


surges, 


Times Good 


Primarily, the swing to the tem- 
porary worker is a matter of frugal- 
ity, plus a fierce competition for full- 
time labor. Times have been good, 
wages have been high and insurance 
people find it more difficult to hire 
competent clerical help in the face 
of inducements from well-heeled 1n- 
dustries. Even more important 1s 
the fact that work loads fluctuate 
during the year, reaching peaks well 
above normal operations and mak- 
ing it too costly to maintain a staff 
large enough to handle those out- 
bursts of business. Since the insur- 
ance industry sells itself on being 
able to serve in times of catastrophe, 
the labor reserves who don’t have to 
be paid for downtime are welcomed. 

The insurance company pays the 
office service, not the temporary em- 
ployee. She is paid by the service 
for the hours worked, with the in- 
surance firm freed of the detail and 
extra expense of carrying her on the 
payroll. Overtime costs are saved. 
Fringe benefits (vacation, hospital- 
ization, unemployment  contribu- 
tions, etc.), which in the insurance 
business today average 60¢ an hour 
per employee, are eliminated. 

This is the way one insurance 
executive put it: “We've found that 
with today’s cost of labor we can 
no longer afford to carry a ‘padded’ 
payroll. We are paying, wherever 
possible, for only as much labor as 
the job demands—nothing more. 
Then, too, the insurance industry is 
one of the largest employers of girls 
in the country and you know how 
fast they come and go. You get one 
trained, or halfway trained, and 
pretty soon she bounces up to you 
and bubbles over with something to 


(Continued on page 58) 
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Not Out of Step—from page 45 


department and the public relations 
department, the executive depart- 
ment and the investment depart- 
ment. Logic, just as surely, dictates 
centralized collating facilities to 
serve all departments with speed, ac- 
curacy, and 

mechanization. 


The Manhattan 


convenience through 


Life Insurance 


Company, whose home office is in 
New York City, recently faced up 


to this problem and has been ex- 
tremely pleased with its solution. 
The answer was an electrically op- 
erated, ten bin Thomas Collator, lo- 
cated in the duplicating department. 

Typical material prepared in 
quantity and collated includes such 
things as bulletins 
pamphlets, underwriting 
managers’ handbooks, 


and 

bulletins, 

single pre- 

mium life rate schedules, supply cat- 

alogs, standard non-forfeiture laws, 

speeches and reprints, public rela- 

tions department mailers, and mis- 

This 

variety of material is produced, col- 

lated and distributed with the aid 

of the following pieces of equip- 

ment : 

One Multilith #1250 

One Thomas Collator DIOE 

One Davidson “Embee” folding ma- 
chine 

One Autojogger 

One Spinnit paper drill 

One Oswego paper cutter 

One Pitney-Bowes postage meter 

Two Graphotype #6360 

Two Addressograph #1900 


agency 


cellaneous employee pieces. 


The shop also includes an ex- 
posure machine, microfilming ma- 
chine, and reading frame. 

Because operation of an internal 
duplicating department has proven 
so practical, especially in terms of 
time and money savings, plus per- 
mitting a greater control over work- 
in-progress and the finished product, 
its manager plans to expand his 
capabilities further through the ad- 
dition of another offset duplicating 
machine, a composing machine and 
a folding-and-inserting machine. 

“Even though I want to add an- 
other duplicator in order to lighten 
the work load on my present one, 
I realize that in so doing I will be 
doubling the potential production 
capacity of my shop. With the 
present model duplicator we can 
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easily run more than five thousand 
sheets per hour, but we feel quite 
confident that our collator will be 
able to handle whatever increased 
amount of work we can give it.”’ 
The only step in the entire repro- 
duction operation which is not han- 
dled internally by the small dupli- 
cating department staff is the prep- 
aration of offset negatives for the 
reproduction of artwork and certain 
documents. Ordinary copy is typed 
directly 
masters. 


onto specially prepared 
The sources of reproduction and 
collating jobs at Manhattan Life in 
order of descending frequency are: 
the agency department, underwrit- 
ing, executive, investment, 
relations, and personnel depart- 
ments, and others. Before adding 
the collator to their centralized fa- 
cilities, all collating jobs had to be 
done by the slow and tedious hand 
method in originating departments 
such as agency and underwriting. 


public 


Takes Little Practice 


Now, in the centrally accessible 
duplicating department, collating 
jobs can be accomplished quickly 
and with far less chance of error by 
operators who are familiar with the 
collating machine. On those rare 
occasions when the duplicating de- 
partment is snowed under, rush col- 
lating jobs can be done by borrowed 
help with only the simplest of in- 
structions necessary. The simplicity 
and job-engineered design of the 
collator permit anyone to become an 
expert in its use after only limited 
practice. 

Thomas Collators are made in a 
variety of models, both mechani- 
cally operated and _ electrically 
driven, ranging from the smallest 
eight sheet model to one handling 
thirty-two sheets at once. This per- 
mits an installation best suited to 
the collating needs of any size office. 

Old-fashioned hand collating is 
too costly to continue to be indulged 
in today, tying up, as it does, high 
priced personnel. With paper-work 
steadily increasing in the insurance 
business, the collator offers the sen- 
sible and economical solution to 
such problems. Now, at last, collat- 
ing need no longer be out-of-step 
with related operations regardless of 
the size of the office. 
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OISTENERS 


FOR ANY OFFICE AND 
SHIPPING ROOM NEED! 


THERE'S NO NEED for secretarial and clerical 
personnel to be “‘stuck up” when moistening 
envelopes, gummed tape, labels and large 
mailing containers. Every desk and wrap- 
ping table should have a handy, sanitary 
Sengbusch moistener within easy reach to 
help get the work out fast. 


FOR POSTAGE STAMPS 

or “heavy duty” requirements / 
~..a SENGBUSCH will 

moisten it more efficiently ¢ 
and economically! 


IDEAL SENIOR 
Exclusive chrome-plated 
brass fittings provide 
perfect roller rotation. 
Clean, white porcelain 
lasts a lifetime 


IDEAL JUNIOR 

Economy model with 
precision-fitted brass axle to 
prevent roller wobble. A 
deluxe feature for a low- 
priced, all-porcelain moistener. 


IDEAL MAJOR 
Big, heavy duty 

6 model for 

shipping rooms 

and office use. 
Precision-fitted 

axle assures 

perfect balance 

and wobble-free 
operation of the roller. 


NO-OVER-FLO SPONGE CUP 
Only sponge cup on the market 
that guarantees no water over- 
flow! Unique separate chamber 
holds surplus water. No more 
mess or bother. 


SANITOUCH MOISTENER 
Handy built-in ball-valve closes off 
water supply after each touch — 
keeps water clean. Heavily weighted 
to resist tipping. SANITOUCH 

is the most popular moistener 

with bank tellers and cashiers! 








30 DAY FREE TRIAL OFFER TO PURCHASING AGENTS 


Send moisteners checked. We enclose remittance of $ 

which you agree to refund if we are not entirely satisfied 
(C0 Ideal Senior, $2.50. (1) Ideal Junior, $0.90 Ideal Major, $2.75. 
© No-Over-Flo Sponge Cup, $1.50 Sanitouch Moistener, $1.75. 


Name 
Company 
Address 
City — _— Zone._—._ State. 


~ 


® 


3028 Sengbusch Bidg. 
Milwaukee 3, Wisc. 


**OFFICE ESSENTIALS OF DISTINCTION’ 
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going to be married and will be 


You pencil that out and you'll 


Magazine reported recently that 
has set at $700 the cost of hiring 
nply to operate a dictating machine. 
alerted firms to the savings that 
placing the departed girl with one 
d and only for those times when 
insurance company, for instance, 
tem by bringing in fourteen girls 
o 9 p.m. until the job was finished. 


rance company at the beginning of 


to work f1 


\ Milwaukee 


om 6 p.n 


ht to ten girls to aid in getting out 
rs’ report. 


re finding it cheaper to job out 
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POLYETHYLENE— 
New Plastic Pockets 


RAG CONTENT— 
With Acetate Windows 


AECO manufactures all 
types of policy pockets, 
including the new 
POLYETHYLENE which 

is completely transparent 
and noted for durability 
Furnished plain or printed 
at surprisingly low cost 


Individually designed 
pockets of rag content 
papers are made to fit 
your policies, printed, 
lithographed, or plain. 


ON STANDARD 


we 

JEFFERS 

‘ COMPANY 
wr cs OM 


acest 


America’s most modern 
envelope plant specializes 
in Insurance Policy 

\ Pockets 


Write today for samples 


ENVELOPE 
COMPANY 


P. O. Box 1267 ATLANTA 1, GEORGIA 


accounting and statistical sections to office services. The 
account is handled on a daily, weekly, monthly or annual 
basis. For example, in addition to supplying persons to 
work temporarily for the insurance company, the Kelly 
firm operates a complete punch-card bureau to serve 
within its own offices insurance sections—including new 
and paid losses, general expense, outstanding loss, in 
force and unearned premium reports, agents and ac 
counts current, bureau statistics and annual statement 
figures. 

Insurance has, according to Kelly, become the most 
important single classifi.ation of his business today. “We 
may take an entire section of a company and serve all 
accounting and statistical requirements for set periods ; 
we may have just an order for a specific number of girls 
to turn out a specific clerical job or clear up a work log 
jam. The jams are especially true around the vear-end 
when the firms are overwhelmed with statistics, prepa- 
ration of new policies and annual reports.” 

Most of the women sent by Kelly into offices are 
career girls who have married. Their average age is 
thirty-seven and a half and they have two children 
They go through a testing program before they join the 
office service. For some of them it’s a way to pick up 
extra money and for others it’s a means of keeping in 
touch with the world. “This is one reason our girls are 
welcomed in an office,” Kelly says. “They want to 
work. They're doing it by choice. That’s why they've 
come to us. 

“Not long ago an insurance executive wrote to apolo 
gize for keeping one of our girls on his staff indefinitely. 
He told us she was working only four days a week but 
did more in those four than his other girls were doing 
in five.” 

Kelly's work with insurance companies, agents and 
brokers received impetus from the disastrous Flint 
(Michigan) tornado which killed 116 persons June 8, 
1953. 
destroved and damage ran into millions of dollars. 

“We knew there would be a flood of claims,” 


Hundreds were injured, blocks of homes were 


said 
Kelly, ‘‘so we sent night letters to every insurance com- 
pany telling them that we had reserved girls for the 
emergency created by the tornado. We were bitterly 
disappointed when the phones didn't start ringing the 
next morning. 

“But later, when the claims started 
rolling in, they called on us. We had more business than 
we ever expected and the insurance companies learned 
we could be useful to them. 


since.” 


three months 


We've been going ever : 





Best's LIFE Publications 
at your service! 
LIFE CHART—Tabular financial figures on all Best- 
recommended Companies, $2.00 
LIFE UNDERWRITERS GUIDE—Where to find com- 
panies writing unusual lines, $2.00 


ALFRED M. BEST CO.., Inc. 
75 Fulton Street, New York 38, N. Y. 
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Responsibilities of Management— 
from page 53 


Temperament which is the deep- 
seated aspect of personality can be 
explored, and to a degree measured 
by tests. These tests are impulse 
tests which set up a series of arti- 
ficial situations to which the testee 
expresses a reaction of like, dislike, 
or uncertain, or agree, disagree or 
reservation, or true, false, or doubt- 
ful. The reaction is graded accord- 
ing to the limited choice of response. 
The sum of the individual grades 
converted to a percentile score for 
each temperament factor being meas- 
ured does produce information of a 
diagnostic value. 

The real measure of temperament, 
however, lies in the responses to ac- 
tual work situations. We _ believe 
that temperament is a major factor 
in executive success. Temperament, 
in the final analysis, is the key to 
the secret of motivation. We also 
believe that an attempt to evaluate 
the temperament is a worthwhile 
preliminary activity and one which 
precedes the appraisal of executive 
contribution. 


EXIT INTERVIEWS 


It’s ALmMost As IMPORTANT nowa- 
days to interview a worker when he 
leaves a firm as when he’s hired, ac- 
cording to Frank Hefele, personnel 
director for Combined Insurance 
Company who’s firm has instituted 
a system of “exit interviews.” 

“Forecasters tell us we can ex- 
pect an increasingly tight labor 
market. And since every concern 
needs personnel to perform its op- 
erations, it becomes apparent we’re 
competing not only for the sales 
market but for the very essence of 
functional operation—the workers 
who carry them on. 

“A prospective employe is given 
an interview before he’s hired and 
often he is called in for an interview 
during his employment to learn his 
desires as to advancement or trans- 
fer—and whether the company can 
use him to greater benefit. Mean- 
while, the company makes a sub- 
stantial investment in the worker. 
Not only is there an expensive 
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training program, but the employe 
also becomes an asset because of his 
experience on the job. If the em- 
ploye suddenly decides to leave 
however, the company’s entire in- 
vestment in the employe goes out 
the window. 

“Every person who leaves the 
firm, whether voluntarily or invol- 
untarily, is invited to be inter- 
viewed; the result has been a sub- 
stantial reduction in employe turn- 
over. In many cases the exit inter- 


view gives the terminating employe 


a chance to present his likes and dis- 
likes. 

“Often, we find that possible ter- 
minations can be avoided by trans- 
fer to other departments where 
types of work and personalities may 
be more suitable to the individual 
In those cases where separations 
are inevitable, the exit interview 
gives us an opportunity to close 
our relationship with the employe 
in a friendly, congenial atmosphere, 
so that he leaves without rancor or 
bitterness towards the firm.” 





pick 


a plaque of 


prestige from 
KCS-Milwaukee 


PROTECT WHAT YOU HAVE 
INSURANCE COMPANY OF 


NORTH AMERICA 





Kirby-Cogeshall-Steinau Co., Inc. 
606 E. Clybourn St., Milwaukee 2, Wis. 


Prestige Plaques, Labels & Seals 
Point-of-Purchase Displays 


—To advertise your company. 
—To interest your prospects. 
—To inspire your agents. 
When it’s a question of prestige 
plaques, KCS Milwaukee is the 
answer—a company known for 
superior design and unexcelled 
craftsmanship. 


KCS — 6O6G E. Clybourn St, 

Milwaukee 2, Wis. 
Without obligation send color brochure 
and prices for approximate quantity 
of 


NAME 
TITLE. 

COMPANY. 
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Gilbert L. Kerr, vice president of all America 
Fore companies who retired at the close of 
1957 under the America Fore retirement 
plan, has joined Recording & Statistical 
Corporation as a vice president. 


EQUIPMENT LEND-LEASE 


\ LEASING PLAN for its photocopy 
equipment is now being offered by 
Ixquipment 
Under the plan 
the company will rent its standard 
a base period of 

nominal 
Customers will still be 
able to purchase equipment outright, 
but the 


\merican Photocopy 


Company, Chicago 


equipment fol 
thirty-six months at a 
monthly rate 


rental option will permit 
many businesses operating on a 
lease-only or limited office equip- 
ment budget to take advantage of 
photocopy equipment. Terms of the 
lease contract provide for the rental 
of standard Apeco equipment and 
ly and not the paper 


accessorles Only 
and concentrate supplies. 


BURSTER 


ADDING VERSATILITY AND FLEXIBIL- 
ITY to its Selec-tronic line of con- 
tinuous forms bursters, The Stand- 
ard Register Company recently in 
troduced the Tab Card Burster. The 
new multi-purpose unit has the facil- 
ities to detach IBM continuous form 
tab cards in the same way it bursts 
ordinary continuous any 
different lengths 
Adjustment 
for any of several tasks is made by 


forms in 
of twenty-three 


from 3 to 22 


inches. 
twisting a dial indicator and moving 
a lever. Tab cards can be detached 
individually or in pairs and the same 
action automatically the 
separator strips. In addition, the new 
machine features paper weight ad- 
justment, automatic shut-offs, easy 
and safe loading conditions, forms 
width adjustment from 3 to 18 15/16 
inches, and a_ slitter attachment 
which removes up to 1!4 inch of 
marginal trim from either or both 
any one-part form and 
which can be made inoperative when 
no triming is required. 


removes 


sides ot 


REAL COOL COOLER 


LATEST ADDITION to Temprite Prod- 
ucts Corporation’s Cadet series of 
self-contained drinking water coolers 
is this pressure-bubbler model which 
fits into square foot of floor 
space, measures thirty-eight inches 
in height and weighs seventy-four 
pounds. Features include unique top 
styling—an anti-splash drain grid 
which is removable for cleaning ; an 
electroplated, heavy gauge steel cab- 
inet; and automatic water pressure 
regulator to assure constant flow. 


one 





#5—PLAIN 


QUANTITY 25 «SO 
PRICE EA 


100 250 500 
$40 35 33 30 .28 





25 
Subject to 10% Federal Tax. 
NO CHARGE 24K gold imprint 1” x 4” (3-4 lines) on any of above. 


There is No Special Season for Goodwill! 


#5—#5A—#5B PLASTIC ZIPPER CASES 
Business stimulants for INSURANCE COMPANIES and AGENTS, 


REAI 


6” x 11” size makes case ideal for holding INSURANCE POLICIES, 
MORTGAGES, STOCKS, WILLS, BANK DEPOSITS, CANCELED 
CHECKS, and other important papers. 


Catalog of other items sent on request. 
Write: 


Promotional Specialties pivision 


GLUE-FAST EQUIPMENT COMPANY, 


#5A—INSURANCE POLICIES 
25B—IMPORTANT PAPERS 

COLORS: Brown or Navy. Other colors in quantity. 

1000 


ESTATE and STOCK BROKERS, BANKS, ATTORNEYS— 
and anyone wishing to give a personal utility item! 


INC. 





Dept. BF, 11 White Street, New York 13, N. Y. 
Telephone WAltker 5-0542-3 
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OFFICE 





EQUIPMENT DIRECTORY 
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Current literature and prices on any of the following products and services may be had without 
obligation, from selected manufacturers. We will also obtain any available information on items not listed 


FILING CABINETS 

|. Card File 

. Fibre Board 

. Insulated 

. Metal 

. Micro 
. Mobile Storage Systems 
. Open Shelf Files 

. Portable 

. Rotary 
. Stencil 
ga Card 
. Visible 
. Wooden 


FILING SUPPLIES 
129. Cards 
11. Fasteners 
12. Folders 
13. Index Tabs 
14. Supports 


MACHINES, ACCOUNTING 
. Adding 
. Billing 
. Bookkeeping 
. Calculating 
109. Payroll 
145. Punched Tape Equipment 
19. Tabulating 


MACHINES, MAILING 
20. Dating Stamps 
21. Envelope Sealers 
22. Mail Openers 
23. Postal Meters 
24. Postal Scales 
118. Sorters 
106. Time Stamp 


MACHINES, REPRODUCING 
25. Composing 
26. Direct Copying 
27. Duplicating 
28. Micro-filming 
29. Mimeograph Slip Sheet 
136. Typewriter, Automatic 
30. Typewriter, Electric 
31. Typewriter, Manuai 


MACHINES, MISCELLANEOUS 
32. Addressing 
33. Checkwriting 
34. Dictating 
35. Intercommunication 
139. Paper Folding 
36. Stapling and Fastening 


OFFICE ACCESSORIES 
38. Ash Trays & Stands 
105. Bulletin Boards 
39. Cash Boxes 
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40. Chair Cushions 92. Index 
41. Currency Trays 94. Silencer 
42. Desk Lamps 95. Stands 


43. Desk Pads LOSS PREVENTION 

44. Desk Trays 140. Burglary Alarms 

45. Drawer Trays 97. Fire Extinguishers 

46. Moisteners 63. Fire Protection Service 

47. Name Plates 98. First Aid Kits 

48. Pen & Ink Sets 112. Floor Polish (Non-Slip) 

49. Waste Baskets 138. Safety Equipment 
OFFICE FURNITURE 128. Salvage Services 

50. Air Conditioners 125. Truck Alarm Systems 

51. Bookcases 141. Watchman's Clocks 

143. Bookstands SERVICES 


. Cabinets 62. Accounting System 
. Chairs 127. Filing Systems 

. Costumers 64. Office Planning 

. Desks 115. Photocopying 

. Fluorescent Lighting 65. Record System 

. Incandescent Lighting 66. Sales Incentives 

. Matched Suites 146. Sound Reproduction 


. Safes 
. Stands, Typewriter MISCELLANEOUS 


131. Accident Diagramming 
- Stools 132. Advertising Blotters 
- Tables 116. Advertising Specialties 
- Wardrobes 103. Birthday Cards 
130. Building Evaluation 
. Card Index 117. Display Material 
. Duplicator 147. Emblems and Awards 
70. Envelopes 126. Endorse & Cancel Calculators 
135. Labels 104. Greeting Cards 
123. Ledger 99. Leather Goods 
121. Letterhead 114. Policy Wallets 
122. Policy 100. Promotional Gifts 
137. Photocopying 148. Signs 
124. Thin (Copy) 101. Silencer for Dictating 
102. Visual Policy Jackets 


SUPPLIES, GENERAL February, 1958 
68. Business Forms ’ 
4. Guplicating: Sepolies Best’s Insurance News 
71. Erasers (Specialized) 75 Fulton St., New York 38, N. Y. 
72. Loose Leaf Systems ‘ ee 
73. Marking Devices 
75. Paper Perforators 
76. Pens 
77. Pencils 
81. Staple Removers 


SUPPLIES, TYPEWRITER 
83. Copyholders Other 
85. Justifier — 
86. Line Indicator ies Shes -... 
87. Pads ieee edi 
88. Ribbons & Carbons ee 


Position —----- 
TELEPHONE ACCESSORIES te Address __- 
90. Cord Cover 
91. Holder 

















country is the magazMe 


so vital a part of the 
national way of life... 
nowhere else does one 
medium of communication 
mean so much to so many. 





gazine history 


{951 — biggest year in ma 


¥% more Americans 
are buying more 
of todays 
magazines than 
ever betore 


ABC circulations of MPA 
magazines in 1957 up 


10,000,000 


+ more advertising 
dollars are being 
invested 10 
magazines than 


ever betore 
Revenues of 1957 PIB- 
measured magazines Up 


$50,000,000 


the magazines of America 


Published in the interests of 
Publishers Association 


by members of the Magazine 











How do YOU sen? 


MECHANICAL 
MEN 5o0¢ 


We train our men to SELL, not peddle! With Mutual of Omaha, you get 
SELLING-SECURITY, not “here today, gone tomorrow”’ insecurity. 


You get the reali KNOW-HOW through our National Sales Training School, 
and expert on-the-job field training with the industry’s finest sales 
supervisors. 


This means you have IMMEDIATE SELLING INCOME. You benefit at 
once from Mutual of Omaha’s tremendous selling power—backed up by the 
industry’s largest national and local advertising programs. 


e@ It means more money for you...and NOW! 


Dow t hesitate. Face up to this opportunity for a high-pay sales career in your own home 
territory. For details, write in confidence to Mutual of Omaha, Omaha, Nebraska, 
Department BEN 258. Or see your nearest Mutual of Omaha General Agent. 


Mutual 


V. J. Skutt, President 
Home Office: Omaha, Nebraska 


Canadian Head Office: Toronto 


The Largest Company in the World Specializing in Health and Accident Insurance 





selling 


Tits 


HE ARGUMENTs for and against 
Sie entry of casualty insurance 
companies into the life insurance 
field and vice versa are raging hotter 
than ever. Much has been, and 
much more will be written both pro 
and con on the subject. Most of the 
arguments however, with the excep- 
tion of the legalistic ones, will cen- 
ter around the following viewpoints : 
1. That of the public ; 

2. That of the fire and casualty in- 
surance agents or brokers; 

3. That of the fire and casualty com- 
panies ; 

+. That of the life insurance agents; 
and 

5. That of the life insurance com- 
panies. 

While no attempt is made here to do 
an all-inclusive job of examining 
the arguments in favor of fire and 
casualty companies and brokers en- 
tering the life field, most of the fac- 
tors in favor of all-lines underwrit- 
ing which develop as time goes on 
will probably be touched on in this 
survey. 


Public Viewpoint 


From the viewpoint of the public, 
there is no question that the risk of 
loss due to long-continued disability, 
premature death or old age presents 
a threat as great to the property or 
business of the property owner as do 
the risks of heavy liability suits or 
damage due to physical losses. For 
that reason alone, hazards covered 
by life insurance deserve as much 
consideration in insurance planning 
as do the risks of loss due to liability, 
fire or theft. 

Brokers and agents who sell prop- 
erty insurance on a “survey” basis 
have just as great a service to render 
in life insurance selling as in liability 
selling. Certainly the hazards cov- 
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Professional 


“All Lines” 


DONALD E. TATUM, CLU 
Manager, Pittsburgh Branch Office 
Connecticut General Life 
Insurance Company 


ered by life insurance are just as 
great to the customer as the hazards 
covered by fire and casualty. In 
many cases lack of adequate, prop 
erly arranged protection against the 
personal hazards can do far more 
to harm the client and his family or 
business than can inadequate fire or 
liability limits. Provision against 
these hazards is as much the duty 
of the broker as is provision against 
physical risks or casualty 
So it would that the 
handling of life insurance has a legi- 
timate place in the services offered 
by the general insurance agent or 
broker in the eyes of the public. 


other 


losses. seem 


It is not hard to see an increasing 
demand for “ 
by insurance 
qualifications. 
appraiser” 


exposure appraisals” 
men with all-lines 
Such an “exposure 
presumably would be 
equipped to advise the insuring pub- 
lic on the best way to eliminate the 
greatest amount of dollar risk with 
the dollars available for premium 
payment. Naturally, this type of 
service leads directly into an exami- 
nation of life 
dising by the 
man. 


merchan- 
insurance 


insurance 
general 


Department Store Selling 


In addition, the buying public is 
almost automatically attracted to 
the department store or supermar- 
ket idea, whether the merchandise 
offered is of a tangible or intangible 
nature. The simplicity of one cen 
tral center for premium payments, 
the ease of arranging for credit and 
installment buying when needed, 
even the possibility of paying all 
insurance premiums monthly with 


elling 


one check, repres¢ hit 


which cannot and 
overlow Iked 
leurthermore, the conn 
dence in one insurance advisor, pre 
sumably qualitied to handle all lines 
of insurance, can be expected to be 
substantially greater than the confi 


dence he has in a number of ditfer 


ent salesmen, each of whom | 


las his 
own merchandise to sell. This con 
fidence might be well justified if that 
advisor is properly qualified to strike 
Lotween 


balance 
amount of dollar risk to wl 


a reasonable 


client 1s exposed and 

premium dollars he can 

hedge against that risk 

lationship could easily gr 

that of family advisor to the 

on all matters connected witl 

ance and financial protection, even 
matters connected with all-round 
relation 
ship were properly developed 


financial planning, if the 


Careful Attention 


A buyer of insurance, knowing 
his entire account is too valuable to 
one agent for that agent to subject 
him to pressure to make a sale of 
any one line, is going to weigh the 
agent’s words very carefully» when 
the need for additional 


are pointed out. 


coverages 
This fact, plus the 
knowledge that the agent represents 
an “‘all-lines” there 
fore, presumably has enough weight 


company and, 


to bring to bear on that company to 


insure top priority to all the client's 


individual insurance problems, could 


become a significant factor in the 
relationship 

\s more and_ better better 
qualified and trained, begin appear 
ing in the field of insurance selling, 
these fully 
brought home to the insuring public 

Continued on the next page 


men, 
will be 


advantages 
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"All Lines’ Selling—Continued 


No exhaustive examination of the 
subject from the fire and casualty 
viewpoint is attempted here, but a 
number of factors affecting the fire 
and casualty agent or broker, as 
well as the fire and casualty com- 
pany, do bear consideration 

When the fire and casualty agent 
begins merchandising personal (1.e., 
life and accident and health) insur- 
ance, he completes his wall of pro- 


tection around his client. This wall 
goes a long way toward eliminating 
competition from many sources. 
Furthermore, it is obvious that 
the addition of life insurance to his 
portfolio provides an additional 
source of income, a need for which 
is becoming increasingly important 
to many fire and casualty agents. 
The loss of business to direct writ- 
ing companies, to the increasing 
numbers of life insurance men who 
are beginning to move in on the 





now 


... Still more value 


from your 


now 
now 


Life Department 


You'll find even greater value in Connecti- 
cut General’s Life Department service as a 


result of important changes made in the 
design of our Life products and in our rate 
structure. 


how 
NOW 


FOR EXAMPLE — 

e Our new rate structure is divided into 
three steps. It provides premium discounts 
for larger policies as well as a general low- 
ering of rates. 


e Improvements have been made on our 


existing contracts for greater flexibility. 


how 
how 


how 
NOW 


e New contracts have been added to help 
you meet precisely the needs of your clients. 


Call today for full details. You’ll find our 
local office now more valuable to you than 
ever before. 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford. 


how 
how 


casualty field, and pressure for 
lower fire and casualty prices which 
results in a lowering of commission 
rates, all add up to a need for addi- 
tional lines. 

The fire and casualty agent, once 
he is established, by nature of his 
work has a tremendous natural mar- 
ket for life insurance lines. This 
market is not made up of suspects, 
but of qualified prospects who are 
already his customers, and in many 
cases have bought from him over a 
long period of years. His low pres- 
sure method of selling has, in many 
instances, inspired confidence among 
his customers that he has more in- 
terest in retaining their business 
than in writing new business. This 
confidence eases the way for him to 
write substantial amounts of life in- 
surance which would be very diffi- 
cult, if not impossible, for a “pure” 
life insurance salesman to write. 
I-ven the strongest of referred leads 
do not create the prestige in the 
mind of the buyer which is enjoyed 
as a result of this long-standing rela- 
tionship. 


On a Survey Basis 


Many property insurance agents 
are now doing their selling on a 
“survey” basis, which ostensibly in- 
cludes an analysis of the client’s en- 
tire property risk exposure. Recom- 
mendations are made for coverages 
in line with the premiums he can 
afford to pay. This type of mer- 
chandising is a natural and easy one 
for broadening to include life and 
accident and health insurance. In 
addition, property insurance agents 
and brokers with commercial ac- 
counts frequently feel that they are 
entitled to business life insurance 
and employee benefit plans written 
in and around those accounts. The 
small percentage of casualty agents 
who are exploiting this market are 
finding a very lucrative source of 
substantial life sales open to them 
because of their preferred position 
with the insurance buyer. 

The advantages of the life busi- 
ness to the fire and casualty com- 
panies themselves are at least as 
great as the advantages to their 
agents and brokers. The substantial 
underwriting losses faced by the fire 
and casualty companies in the last 
few years necessarily make them 
look longingly at the apparently lu- 
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crative pastures in the life insurance 
field. 

When they recognize that they 
already have a tremendous and ef- 
fective field force in being with prac- 
tically limitless numbers of  pros- 
pects available to them, they must 
find entry into the life field even 
more tempting. If they have a good 
claim record, they probably can't 
help realizing that much of their ad- 
vertising has been done for them and 
identification in the public mind with 
sound insurance is already largely 
established, 

The opportunity to gain the ad- 
vantages of investment stability 
which the life insurance companies 
enjoy is very tempting to the fire 
and casualty companies, either for 
themselves directly or through con- 
trolled subsidiaries. The chance to 
divert funds into long-term invest- 
ments, possibly due to the low li- 
quidity requirements of the life in- 
surance business, could provide a 
way of substantially improving earn- 
ings of fire and casualty stocks. 

Earnings could be further in- 
creased by making greater use of 
many of the facilities needed by all 
insurance companies, whether life 
or fire or casualty. Among these 
facilities common to all lines can be 
included elements of field 
supervision, many administrative 
functions, some investment and cost 
control functions, much home office 
and field office equipment and space, 
and to some degree—claim and un- 


some 


derwriting services, as well as ac- 
tuarial 
chinery. 


services and electronic ma- 

Savings inherent in com- 
bining these facilities for use in both 
life and property insurance will no 
doubt lead to a lower overhead cost 
per dollar of premium income, thus 


to higher earnings, or lower prices, 
or both, 


Training Sales People 


The fire and casualty companies 
for the most part have not done a 
job of training or developing sales 
people which can compare with the 
job done by life insurance compa- 
nies. There are some outstanding 
exceptions to this, but primarily the 
training offered by the companies to 
sales people has been offered as a 
service to employees of their inde- 
pendent brokers. By entering into 
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the life insurance field the property 
insurance companies would have an 
excellent opportunity to improve 
on that part of their service to the 
insurance industry and the public. 


Special Life Agents 


It should not be too difficult for 
the casualty companies to provide 
“special life agents’’ who would 
work substantially as their present 
special agents work. Life insurance 
is no more complex than casualty 
insurance and the companies which 
are well equipped to teach their spe- 
cial agents the intricacies of busi- 


ness interruption, third party liabil- 
ity, wet-marine, performance bond, 
and a myriad of other insurance cov- 
erages, should not find the teaching 
of ordinary life, term insurance and 
endowments very difficult. Teach- 
ing the tield representative how to 
apply the life products should be no 
more difficult than teaching them 
how to properly 
dustrial risk. 

It has been said that life insurance 
selling is creative selling and that 
the property insurance agent is sim- 
ply an order taker. This 


(Continued on the next page) 
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. are now available in Prudential’s new 16-page booklet, 


“Profit and Prestige through Prudential’s Brokerage Services.” 


If you’re interested in gaining additional prestige among your clients and increasing 


your regular income, this 


informative booklet is ‘‘must’’ reading. 


Find out the reasons why thousands of Brokers do business with Prudential. 


Return the coupon today for your free copy of ‘‘Profit and Prestige through 


Prudential’s Brokerage Services.’’ No obligation, of course. 


YOU’LL ENJOY “THE 


4 CENTURY”, 


JNDAYS, CBS-TV 


TO: BROKERAGE SERVICE. THE PRUDENTIAL, NEWARK 1, W. J. 
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“All Lines" Selling ntinued 
but persuading a 
ll his customers 
its of S50,.000 
$10,000 when - statu- 
ts would be met by 
$10.000— 


coverag Sa OOO 


$5,000 to also involve 
the 

field has done a 
limit liabil- 
ners, as Well 
ded 


Certainly, 


coverage, 
* coverages to buy- 

urance who or- 
restricted their 


nimum required 


ialty companies 
] 


Ile Dbusimess 


through 
ions using central- 
vement, manage- 
responsible and ac- 
1 lines of insurance, 

be substantially 

wl ich 


has been 


a l 1eV¢ d all lines com- 
ditionally been 


panies W 


in the field 


he reasons those 
tradtionally 


Companies W | have 


written all lines of insurance includ- 
ing life have not been as outstand- 
ingly successful as one might expect, 
may lie in the fact of decentralized 
field management. The result of this 
decentralization is a marketing 
structure consisting of autonomous 
organizations, each concerned with 
one or two lines of coverage only. 
This seems to result in failure to 
capitalize fully on the total available 
outlets by those responsible for the 
production of only certain lines. In 
addition, the pressure from many 
divergent “fixed” 
number of outlets, sometimes results 
in less balanced production 
otherwise would be possible. 


interests on a 


than 


Centralized Management 


Under a merchandising system 
typified by a centralized field man- 
agement, the field office would be 
headed by a branch manager di- 
rectly responsible to operational 
level company officers who are also 
responsible for all lines of produc- 
tion, 

The branch would be staffed by 
subordinate personnel 


who were 
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LIFE OPPORTUNITIES + 
FOR 
CASUALTY AND FIRE INSURANCE MEN 


lf your premium income is off or 
not increasing fast enough to suit 
you, write Kansas City Life Insur- 
ance Company. We can show you 


how to build it up quickly. It is an 
ideal solution now being used by 


hundreds. 


Cc. W. Arnold 
Vice President and Superintendent 


(SURE E EEE 


re 


of Agencies 
KANSAS CITY LIFE 
INSURANCE COMPANY 
Box 139 
Kansas City 41, Missouri 





specialists in one or more lines of 
coverage. These subordinate per- 
sonnel would, each in turn, be re- 
sponsible to the branch manager for 
activities of the entire force 
with regard to their specialized 
fields. This field system probably 
would result in recruiting of agents 
on a basis quite comparable to that 
used by the life companies at pres- 


sales 


ent. These agents would in all likeli- 
hood enter the 
“employees” or 
company. 


direct 
for the 


business as 
“salesmen” 


The result could be that the new 
agent or producer would initially 
operate primarily as a “bird dog” 
whose job would be to uncover 
prospects with a need for any type 
of insurance. He would then pro- 
ceed to identify the need and call in 
help from the staff specialists in the 
line of coverage involved, to provide 
the correct solution to the problem. 
Gradually, as the salesman became 
more experienced, he would become 
more independent and be able to 
solve more and more of the pros- 
pect’s problems without having to 
get help from the staff specialist. 
The specialist, however, would al- 
ways be available for assistance on 
the difficult or complex case. The 
new salesman would initially be 
housed by the branch office which 
would handle all collections, claims, 
provide management services and all 
staff work in connection with his 
business, Presumably he would be 
entitled to a somewhat lower per- 
centage of commission than he 
would receive as he developed more 
independence and took over more of 
his own planning and service func- 
tions. 


Eventually Independent 


Eventually, he might well become 
completely independent and move 
away from the branch, providing his 
own housing, handling his own col- 
lections, even writing his own poli- 
for the lines of coverage in 
which field issuance of policies is 
permitted ; and in general, operating 
substantially as an 


Cres 


independent 
broker does today. At that time he 
would be entitled to commissions 
which would presumably be about 
the equivalent of those now paid to 
independent brokers. 

The company could expect to 
recover some of its financing costs 
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on business produced by agents who 
have terminated before reaching the 
fully independent status. Further 
more, accounts originated by such 
agents, would provide a source of 
prospects for helping new men be- 
come established in the business. 
Thus, all-lines merchandising could 
go a long way toward solving some 
of the most perplexing problems fa- 
cing the insurance business today. 
The all-lines 
merchandising by a substantial seg- 
ment of the insurance industry 
should inevitably lead to a higher 
quality service to more people, with 
better protection at lower costs. 


over-all result of 


LONG RANGE INCOME 


How MUCH A FAMILY SPENDS may 
not depend on its income in a partic- 
ular year as generally measured, but 
rather upon its conception of its 
longer-term income position, In 
forming this conception, it tends to 
regard as transitory any factors af- 
fecting its receipts for less than, say, 
three years, according to a new 
theory advanced by Professor Milton 
Friedman of the University of Chi- 
cago and member of the research 
staff of the National 
Economic Research. 


Jureau of 


The role of a “horizon” longer 
than a year in a consumer’s alloca- 
tion of receipts between spending 
and saving is developed in a book 
by Professor Friedman entitled 4 
Theory of the Consumption Func 
tion published by Princeton Uni- 
versity Press. This new work casts 
serious doubt on many widely held 
views about the relation of consumer 
spending to income, and has im- 
portant implications for economic 
research and economic policy. Con- 
trary to the older theories, his ex- 
planations fit two important observed 
facts: That savings in the United 
States have remained a remarkably 
constant fraction of income over the 
past sixty years despite a steady 
increase in income; and _ that 
inequality of income has been de- 
creasing, 

The central feature of the new 
approach is that consumers adjust 
their spending not to their measured 
income but to a longer-term concept 
which Dr. Friedman calls “perma- 


For February, 1958 





Long Green 
For The Long Pull 


Many a general insurance man who once 


pooh-poohed the commission value of life 


insurance on his clientele is taking a long 


second look at the new evidence. 


The newest new evidence is Occidental’s pro- 


vision by which it is possible to have renewal 


commissions on Life business not just for the 


usual 10 years, but as long as the business 


stays on the books and you live. 


And life insurance does have a persistency 


not always characteristic of other forms. 


We invite you to talk to our nearest 


Occidental office about the ways in which you 


can now enjoy Lifetime Renewals on your 


Life business placed with Occidental after 


January 1, 1958. 


"A Stav in the West 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY LIFETIME RENEWALS .. . 


nent income,” which absorbs the ef- 
fects of short-lived factors. Perma- 
nent income, although it cannot be 
measured directly for individuals, 
can be inferred from group data. 
Interpreted in light of the perma- 
nent income theory, the available 
data contradict the widely held be- 
lief that people with lower incomes 
save a smaller fraction of their re- 
ceipts than those with higher incomes 
—if “income” is taken to mean “per- 
manent income” rather than simply 
current receipts. The permanent in- 
come theory incorporates the view 


THEY LAST AS LONG AS YOU DO" 


that a family’s expenditures depend 
not only upon its receipts but also 
upon the amount of its accumulated 
savings. 


It emphasizes the impor- 


tance of such factors as family size, 
composition, and tastes; the degree 
of uncertainty of a family’s income 
prospects; and the rate of interest 
that can be earned on savings. 

Dr. Friedman i 
the job ot 


carries part 
hyp thesis 
against the wealth of empirical data 


Way 
testing his 


finds 
it consistent with aggregate income- 


on consumption behavior. He 


“TContinued on the next page) 
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Long Range Income—Continued 


expenditure figures for the United 
States for some sixty years as well 
as with family budget studies in dif- 
ferent and tor ditferent 
time periods. Some of his main con- 


countries 


clusions are that 


1. There have been no basic changes 
in the spending and saving habits 
of U.S. the past 


consumers ove! 


six decades 

wage earners save least as 
their 
save about 


Z. 425: 

a group, only about 5% of 
income. Farm 
10 to 15%. 
for themselves show the largest sav- 
about 15 to 20% 


families 


City people in business 


of their in- 
( At least part of the explana- 
tion for the 
greater uncertainty of income pros- 


ings 
comes 
these differences 1s 
pects, and therefore the greater need 
for reserves, of farmers and owners 
Another factor 
small-business owners 


of small businesses 
be that 
can earn a higher rate of return on 
their capital; and non-farmers a 
higher rate than farmers. ) 


may 


3. Greatest variability in permanent 
income status appears among non- 
farm groups—especially among city 
people who own their own busi- 
nesses. 


4. U.S. consumers as a whole over 
a half century spent an average of 
88% of their incomes and this figure 
has shown no systematic tendency to 


rise or fall over the period. If all 
expenditures on consumers’ durable 
goods are included as consumption 
the corresponding figure is higher, 
and shows a moderately rising trend 
over time. 

Some of the factors affecting this 
figure of 88% have tended to offset 
each other, For instance, family size 
has declined over time and smaller 
families seem to save more (children 
are a form of security for old age). 
On the other hand, the farmer, who 
has rather high savings, declined in 
importance, 


Interesting Sidelights 


Interesting sidelights of the study 
include the fact that the British 
consumer saves on the average a 
smaller part of his income than the 
U.S. consumer. Presumably one ex- 
planation is that he feels less need 
for reserves, having greater security 
provided by government.) Middle- 
aged people generally save more and 
the youngest and oldest people less, 
as one would expect. Negroes have 
lower average incomes than whites 
and appear to save a little less of 
their permanent income. 

Pending further tests and analysis, 
Dr. Friedman sketches some of the 
broader implications of his perma- 
nent income theory. He refers to 
the role of savings in capital forma- 
tion, considered so necessary to the 
economic growth of countries. There 
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is no reason, he says, to expect a 
low-income country to save any 
smaller fraction of its income than 
a wealthier country. He questions 
the idea that inequality of income 
is essential to producing the savings 
needed for economic development. 
He speculates about underdeveloped 
countries : 

“Perhaps the crucial role that has 
been assigned to the savings ratio 
in economic development should be 
assigned instead to the factors de- 
termining the form in which wealth 
is accumulated; to the investment 
rather than saving 
were.” 


process, as it 


Dr. Friedman also points out the 
importance of the permanent income 
hypothesis for understanding fluctua- 
tions in economic activity. If indeed 
the ratio of savings to income does 
not rise with an increase in real in- 
come, then redistribution of income 
will not have the effect of increasing 
the ratio of consumption to income, 
which some students believe essential 
to the growth of economy. He says: 
“Apparently the permanent income 
hypothesis is evenhanded—if it re- 
moves the justification for inequality 
(of incomes) as a necessary evil to 
produce required savings, it also re- 
moves the justification for reducing 
inequality as a means of reducing 
attempted savings.” 


REINSURANCE COMPANIES 
MERGE 


THE TREATY MANAGEMENT COR- 
poration has been merged with its 
parent organization, The Excess 
Management Corporation, effective 
December 31, 1957. The surviving 
corporation, titled Excess and 
Treaty Management Corporation, 
will act as underwriting manager for 
The Excess Reinsurance Association 
with 35 member companies and The 
Casualty Reinsurance Association 
of America with 31 member com- 
panies. The two associations are 
estimated to have written premiums 
of $47 million in 1957. 

H. Edward Hill, formerly treas- 
urer of both corporations, is now 
vice president and treasurer. Vin- 
cent Mellor formerly secretary of 
The Treaty Management Corpora- 
tion, was appointed vice president. 
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You can make big money 
in those between-appointment hours 


During those daytime hours, you can 
skyrocket your income selling one of the most 
remarkable small group A&H plans ever 
devised. It’s Combined’s Wholesale Group 
Plan—a saleable package to practically every 
small business listed in your classified phone 
directory. This plan provides comprehensive 
A&H and Hospital-Medical-Surgical coverage 
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Combined Insurance Company of America, Chicago 
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for five or more employees... even covers pre- 
existing conditions! What’s more, employer 
contribution is not required. If you’re looking 
for a way to get into the A&H field—a way to 
make your between-appointment hours 
productive and profitable—act now .. . find 


out what Combined’s Wholesale Group Plan 
can do for you. 


Combined Insurance Co. of America, Dept. 31 
5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please tell me how I can qualify 
to sell Combined’s Wholesale Group Plan. 


Name 
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COMING OFF THE PRESS... 
The Only Work 


ON—THE—SPOT 
EXPERT ANSWERS 


to problems like these: 











© What is the right eye protective device for each hazard. . . 
when should it be worn . . . how can you select for best 
results and greater economy? (Did you know there are 
more than 45 different types of goggles, each one designed 
for a different hazard and use?) 


© What are the safety and maintenance factors of specific 
paints . . . the importance of the Color Code and where 
to use red, green, white, orange and even purple . . . who 
specializes in such paints? 


© What are the most economical types of materials 
handling equipment for you? 


What is the importance of a uniform code for safety 
signs and signals . . . where can you find materials 
which will fit a planned program? 


What are the essentials for hand soaps and cleansers 
to protect the skin ... the types of protective 
creams to prevent skin rash? 


What are the various types of electrical equipment 
approved by the Underwriters’ Laboratories for spe- 
cific conditions of hazardous gases, vapors and 
dusts . .. who makes them? 


What are the vapor hazards of flammable liquids. . . 
what fire prevention containers and equipment will 
do exactly the right job? 
© What is the range of protective clothing, such as 70 different types of 
protective gloves . . . the specific merits and uses of each one—which 
is the very best for you? 
What can you save in time, money and production by selecting the 
right ladder for an operation? 
When will awards and placques speed up production? 
These are just a few questions suggested by only a few pages of 
more than 600! 
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e The specific use and description of over 3500 
Safety and Maintenance devices and products in 
more than 600 pages! 


e Profusely Illustrated with hundreds of specific 
drawings and photographs! 


e Where to get it—names and addresses of over 
3600 manufacturers! 


e Complete cross-reference with convenient Index 
of Trade Names! 


NOWHERE ELSE WILL YOU FIND ALL 
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of its Kind in Existence ! 


authoritative answers to your safety- 
maintenance problems are in the new 


1958-1959 BEST'S 
SAFETY-MAINTENANCE DIRECTORY 


Your safety-maintenance answers IN MERE SECONDS 

. . without rows of files, without hours of unrewarding 
research, without trial and error guesswork! BEST’S 
DIRECTORY gets you the answers to ALL your safety- 
maintenance problems—TIME SAVING—MONEY 
SAVING answers that can cut accident costs and insur- 
ance premiums, reduce replacement costs, increase 
production efficiency and keep your men on the job! 


PENETRATING! THOROUGH! 


Best’s Safety-Maintenance Directory is the only work 
of its kind in existence—the biggest, most comprehen- 
sive collection of safety product information yet offered 
the man responsible for accident control and produc- 
tion. It describes—concisely, accurately and impartially 

all essential safety and maintenance products and 
equipment—for all industry—-a manual, guide, encyclo- 
pedia and reference showing: 


WHAT to use—and WHY 
WHEN fo use it 

HOW to use it 

WHERE fo get it 


ALL UNDER ONE COVER 


With this self-contained DIRECTORY you can depend 
on its own vast fund of practical information for solv- 
ing basic safety problems . . . meeting split-second criti- 
cal emergencies . . . or for developing a comprehensive 


ORDER TODAY 


edition limited to 


safety program precisely designed to meet your maxi- 
mum safety requirements. 


INDEPENDENT! IMPARTIAL! 


The nation’s leading experts in their respective fields 
have actively collaborated to produce Best’s Safety- 
Maintenance Directory. 


All controversial products or materia! are screened 
and, where necessary, checked with such authorities as: 
U. S. Bureau of Standards, U. S. Labor Dept., U. S. 
Bureau of Mines, U. S. Public Health Service, Under- 
writers’ Laboratories, Factory Mutual Laboratories, 
American Standards Assn., and many other reliable 
testing organizations. 


EVERYTHING NEW... 
AND ALL THAT’S STANDARD TOO! 


A full staff is continuously sifting, ferreting out, and 
evaluating all the thousands of products new on the 
market. At the same time they’ve been checking all the 
standard equipment for up-to-the-minute usefulness. 
Best's Safety-Maintenance Directory BELONGS on 
the desk of every man who has an administrative respon- 
sibility for safety . . . it belongs in the hands of every 
one charged with the responsibility of operations, pro- 
duction, maintenance and reducing accidents, break- 
downs, replacement delays and costs. 
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one printing 
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The Anatomy of Success 


hat are the ingredients of 
con: \What makes one 
man know that he’s going to make 
the and then do it, while 
another is full of doubts—and fails? 
The best way to find the answers, 
undoubtedly, would be to study the 
methods of and the men who have 
made their mark in the world. You 
can do just that in a new Bantam 
Books = 100 Stories of 
Business S1 


grade 


Learn from Successes 

The personal characteristics that 
spell success are pretty much the 
same in every field and no matter 
what your you can learn a lot 
from these winners. One great les- 
son emerges from these 100 stories: 
The seeds of success are within you. 
It’s not who you know. 
you are. 


Take 


job, 


It’s not who 
It’s what you are—and do. 


Sidney Anschell of Seattle, 


Dwell 


who has always enjoyed traveling. 
In 1949, he started a “Gift-of-the- 
Month” Club, whose members never 
know in advance what gift the mail 
will bring. What they do know is 
that they will get some piece of mer- 
chandise made, and from, 
abroad. 

3y Christmas, 1950, he had 20,- 
000 members and was in the black. 
Today more than four times that 
number are on his membership 
roster and 250,000 pieces of mail a 
month are sent from Florence, Italy, 
where Anschell has moved from 
Paris. 

Anschell selects his gifts by shop- 
ping stores and bazaars in Europe, 
Latin America and the Far East. 
When he finds a likely item, he 
places orders that are staggering to 
most foreign manufacturers. Gifts 
are shipped by parcel post from the 
country of origin. They have in- 
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cluded a silver coffee spoon from 
Finland, a leather wallet from Italy, 
perfume from France. 

Anschell’s members provided him 
last year with about $725,000 to do 
their blind shopping for them. After 
the gifts were bought, he was left 
with roughly $166,000 for normal 
overhead, taxes and profits. In fact, 
it’s quite a good way to make a liv- 
ing for a man like Sidney Anschell, 
who likes nothing better than to 
travel and shop. 

The first “tip from the top,” then,. 
is—Work at something you enjoy. 
You'll do your best—and you'd be: 
surprised how good it can be. 

After eight years of inventing 
gimmicks, Alan Bloom, 28, of Los 
Angeles, has hit the jackpot with a 
metal cleaner called Copper Brite. 
He thinks so much of his product, 
he explains, that he has changed his 
name to Alan Brite to match it. 

In 1949, while the royalties on a 
plastic steering-wheel cover were 
keeping him in food and shelter, 
Brite went to the library, got a list 
of chemicals that could be used to 
clean copper and bought small 
amounts of about 60 of them. He 
lined up the chemicals on a table, 
systematically dipped “Q-tips” in 
one after another, and drew the 
swabs across a penny until he hit the 
combination that cleaned copper 
best. 

Things moved fast after that. 
Along the way Brite picked up a 
partner, Roy Saxon and incorpo- 
rated as Copper Brite, Inc. in June, 
1951. At the end of their first 
month of business, they had a profit 
of $800. Sales jumped from $4,700 
in July to $55,400 in October. 

Just when things were looking 
bright, in early 1952, Copper Brite 
began solidifving in the bottles on 
dealers’ shelves. Brite and Saxon 
corrected the formula (so far it’s 
been changed 50 times), placated 
the dealers by replacing 10,000 cases 
worth $96,000. In 1952 sales to- 
taled $800,000. Brite and Saxon 
spent $380,000 on advertising and 
promotion, netted $65,000 before 
taxes but after a Cadillac a piece. 

The second tip, obviously, is— 
Take your opportunities where vou 
find them, be it a time-saving step 
on the production line that occurs 
to you, a new way to handle corre- 
spondence, what have you. 
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Remember —It's Easiest to Sell the Best! 


Ever hear of a baker who was 
allergic to flour? Paul Dean Arnold 
is one—it gives him asthma. Yet 
practically every cent he’s earned 
has come from baking. 

He started in business in an ordi- 
nary way, taking the first job that 
came along. Hired as a production 
student in the New York City plant 
of a large baking company, he was 
transferred—after five years—to 
Portland, Maine, as superintendent 
of baking. There he was exposed 
to flour dust for long hours and his 
asthma became almost unbearable. 
His wife, Betty, wrote to the com- 
pany in 1940, asking them to give 
him a different job or “please fire 
him.” So they fired him. 

The Arnolds moved in with his 
family. Betty Arnold tried to steer 
him away from his pet project— 
making bread that would taste bet- 
ter than the regular commercial 
kind. He argued that a cracker 
baker like himself should be able to 
devise a formula for a high-quality 
white loaf that would sell. Almost 
before his wife knew what had hap- 
pened, Arnold put up their $500 
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savings, his brother Ted matched it 
and the three of them were in the 
bread business. 

The going was rough—until the 
food editor of a major New York 
newspaper ate some of Arnold’s 
bread and wrote an _ enthusiastic 
story about it. Today, Paul and 
Betty Arnold own a 218-acre estate 
with 9 miles of private bridle paths 
and a swimming pool. 

Third tip: Quality—in product or 
performance—pays off. 

When Stephen Klein, a refugee 
from Nazi-occupied Austria, ar- 
rived in New York in 1938, he made 
a two-day survey of New Yorkers’ 
candy-buying habits. Klein had 
been a candy manufacturer in 
Vienna and believed he knew his 
business. 

He decided to sell bittersweet, 
Viennese-type chocolates, nearly the 
exact opposite of the sweet chocolate 
most Americans bought. His friends 
thought he was crazy but he made 
up a batch himself and sold it door 
to door in New York’s garment dis- 
trict, full of first-and second-gen- 
eration emigres. With them Klein’s 


Ow 
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Continental kind of candy was an 
immediate hit. 


Within a year he had brought his 
family from Austria and obtained 
financial backing. With his partner 
he formed Barton, Inc. They opened 
their first store in 1940, added four 
more within a year. Since 1945, 
3arton has added 46 outlets—in De- 
troit, Newark and New York City. 
By 1951, the company was grossing 
almost $7 million and netted $370,- 
000 after taxes—all because a refu- 
gee from Austria had faith. 


There are other case histories in 
100 Stories of Business Success 
from which you can glean “tips from 
the top,” but in every instance you'll 
find the men who get ahead—the 
real successes—share these four 
basic characteristics : 


. They enjoy their work. 

. They are honest. 
3. They work with a will, demand- 
ing, and getting, their best from 
themselves. 
4. They have faith—in themselves 
and their ideas. 
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No servicing headaches. 
It’s that simple! 

No specialized 

technical knowledge 
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the closings. we offer your 
prospects 24-hour engineering ; 
service, safety meetings, research 
programs, award systems, day and 
night claims service. mechanical 
inspections. highway driver-checks, 
and traffic-hazard reports. 

What else? Lower accident rates 
than the national average. 


And lower premiums. 


Who offers you all this? Markel. 
Largest company of its kind 

in the world. and specialists in the 
business for over a quarter of a 
century, Markel offers you a 

proved plan to profits in a truck-bus 
insurance field. Get the facts. 

Mail the coupon for complete details. 
Do it today. 


Look for this 
symbol of safety 
on America’s 
trucks & buses 


MARKEL SERVICE, INC., 
Richmond, Va., Dept. BN-25! 


Gentlemen: Yes, 1 am interested in selling 
this kind of coverage. Without obligation, 
send me at once all the details on Markel 
Service and the 10-Point Plan to Profits. 


MARKEL SERVICE INC. 
HOME OFFICE: Richmond, Va. 
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HOWARD WHITE, 
Managing Editor 
Burlington Daily Times-News 


ITH THE UNPRECEDENTED IN- 
W oecact in motor travel on the 
nation’s highways in the past few 
years, there has been a natural up- 
surge in attention given by many 
organizations to accident 
tion. 


preven- 


A number of techniques and ap- 
proaches recommended and_ac- 
cepted to aid this cause have proven 
effective. Collectively, however, 
there is still much to be desired. 
Accidents still are occurring at 
alarming rates. Property damages 
are mounting to dangerous propor- 
tions. Lives, also, are being threat- 
ened with serious or critical injury, 
or are being lost. 


Took Bold Approach 


Personnel in the department of 
engineering and research at Caro- 
lina Casualty Insurance Company, 
Burlington, N. C., joined some time 
ago in what was considered a rather 
bold approach to the accident prob- 
lem which their company was facing. 

They did not allow the boldness 
of their approach, however, to over- 
shadow the reality of what they 
found as they brought their studies 
together into a single story. The 
result of their efforts through study, 
evaluation and tests led to the com- 
pany’s acceptance of a new accident 
prevention program that is proving 
itself to be even more effective than 
its authors anticipated. 

Basically, the program de-empha- 
sizes the theory that a truck or bus 
driver is the master key to accident 
prevention. It is now recognized 
that he is not altogether free merely 
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A Bold Program 


by knowing how to drive his vehicle 
and by giving close attention to 
traffic signs. The driver, in fact, is 
only one of many people who deter- 
mine whether or not a truck or bus 
leaves the terminal and returns 
safely. The fleet operator, his 
safety or personnel supervisor, the 
mechanic, and even the routine em- 
ploye of the firm has a part in the 
accident prevention story. 


Safety Engineers’ Responsibility 


Carolina Casualty safety engi- 
neers once had as their major re- 
sponsibility the checking of their 
assureds’ vehicles on the highways, 
plus routine inspections of equip- 
ment in the terminal garage. They 
would observe for many miles the 
driver's ability in handling his 
truck or bus and would, in turn, 
make a report to the company and 
to the assured. 

The company was vitally inter- 
ested in what was found. Most of 
the assureds were also, but so often 
the report of the driver became lost 
in the mass of pressing problems 
facing the operator. In many in- 
stances, there were no corrective 
measures taken to help the driver 
perform his duties better and safer. 
The accident prevention program 
seemed to be a secondary consider- 
ation far too often. 


Highway patrolling still is a part 
of the duties performed by the engi- 


neers. Taking precedence now, 





SERVING MOST OF 
SOUTHERN CALIFORNIA 


ca 456 ‘D’ STREET 
Riverude— 3680 MAIN STREET 
ho) Santa 4na— 2021 NO. MAIN STREET 


. » Barstow— 130 €. MAIN STREET 


\ a4 4% qazilie Tanpayy . 


San Bernardino 


however, is a program performed 
principally from the fleet’s head- 
quarters and_ terminals. Also, 
safety no longer is a responsibility 
which rests mainly on the shoulders 
of the driver, as important as he is 
in the completeness of the program. 
The Carolina accident prevention 
program is divided into these three 
parts: 
1. Administration. 
2. Objective causes of accidents. 
3. Subjective causes of accidents. 
Each phase utilizes much basic 
application of applied psychology 
and its interpretation in, positive 
reactions and results. Through 
such application, it is found that all 
employes with the fleet 
are made aware of acci- 
dents and become conscious of their 
responsibilities in making the pro- 
gram work effectively. 


associated 
operation 


Can Save Money 


The engineer, when he joins in 
conference with the fleet operator, 
has some interesting and challeng- 
ing facts, statistics and recommen- 
dations to share with him. The first 
point the operator can accept is that 
adoption of the program can save 
money through reduction in insur- 
ance costs and inactive fleet units, 
and can provide an increase in po- 
tential service to the customer. This 
can be accepted as factual, for its 
effectiveness has determined 
already from reports to come from 


| een 


assureds which have placed parts 
or all of the program into their oper- 
ations. 

This achievement cannot be real- 
ized, however, unless top manage- 
ment of the fleet accepts a philoso- 

(Continued on the next page) 
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phy that there can be a reduction in 
and that 
fulfillment must he 
monthly 


accidents attention to its 
a daily, weekly, 
etfort on the part of all 
who are associated with the opera 
tion. When top management begins 
showing its direct and enthusiastic 
attention to the program, there is 
no question but that its overall etfect 
and its 


individual phases will be- 


come a part of the work and think- 


Know the 


facts about 


the insured’s 
property values 


An insurance program is only as 
sound as its basic foundations. 
Make sure your client has the 
valuation facts for proper cover- 
age which make his insurance 
an investment—not a gamble. 


The 
AMERICAN 
APPRAISAL 


Company 


SINCE 1896... LARGEST... MOST WIDELY USED 


Home Office: Milwaukee, Wisconsin 


Atlanta 
Baltimore 
Boston 
Buffalo 
Chicago 
Cincinnati 


Cleveland 
Dallas 
Detroit 
Kansas City 
Los Angeles 
New Orleans 


New York 

Philadelphia 

Pittsburgh 

St. Lovis 

San Francisco 

Washington 

Affiliated: Canadian Appraisal Company, Ltd. 
Montreal and Toronto 





ing of all others in the fleet’s opera- 
tions. 

It has been found that too often 
the driver takes his unit onto the 
road without a deep feeling of re- 
sponsibility to the 
which he works. 


company for 
He has been sub- 
jected to an occasional lecture and 
to printed material 
how he might 


him 
better 
road, 
however, he is away from a con- 
direct 
physically and mentally. 

The place, then, where the safety 
engineer and the assured’s safety 
supervisors must begin work, is in 
the home office. They must join to- 
gether to 


showing 
become a 
driver. (nce he is on the 


sciousness — of supervision, 


promote a day-by-day 
safety program, not on a_ periodic 


basis. 


What Management Should Consider 


Briefly, management is urged to 
consider these steps, among others: 


1. Appointment of an accident pre- 
vention committee within the organ- 
ization, with the company president 
preferably serving as chairman. 
With him will be the director of 
safety, director of operations, direc- 
tor of maintenance, director of per- 
sonnel, and the comptroller. All of 
these executives, through — their 
will formulate policies 
and determine ways and means of 
carrying them through to show re- 
sults, 


S] ecialt ies, 


2. Closer driver, 


with scientific tests being used as 


selection of the 


furnished by the tield safety engi- 
neer. 


3. Close coordination among all em- 
ployees, as through written or ver- 
bal communication, a safety chart 
or board on public display, constant 
attention to weaknesses and_ praise 
for successes. 


and evaluation 
of accidents through investigation, 
with follow-up attention to each of 
them. 

These are 


4+. Constant review 


but a few of the re- 
sponsibilities that management must 
assume and direct. Full utilization 
of the potential through such steps, 
however, establishes a _ pattern 
through which the program on acci- 
dent prevention becomes, and re- 
mains, a major part of the fleet’s 


operations. In turn, the fleet’s top 
management can delegate a major 
portion of the detail to subordinates 
after the program has become a nor- 
mal part of operations. 

It has been determined through 
analysis that all accident causes fall 
into two categories 
subjective. 


objective and 


(bjective causes are those which 
can be seen or felt. Subjective 
causes, however, are not so readily 
detected, for they are found with 
the driver, primarily, and in his be- 
havior. There are causes, it can be 
seen, which must be detected other 
than under the objective category. 

The fleet operator can ask him- 
self, as a part of the objective cause 
consideration, whether or not his 
drivers safe equipment, 
whether or not that equipment oper- 
ates on safe and, finally, 
whether or not the driver is satisfied 
with his job, his wages, and work 
ing conditions to the extent that he 
can keep his mind on his work. It 
any of these individual questions 
draws a negative answer, the fleet 
operation can expect potential 
trouble. 


have 


roads, 


Equipment 


Regarding safe equipment, Caro- 
lina Casualty engineers point out 
that without a safe vehicle, the 
driver hardly could be expected to 
operate in a safe manner. The ve- 
hicle must be comfortable, visibility 
must be good, and it must be in safe 
mechanical condition. Also as a 
part of the consideration, manage- 
ment must consider what is deter- 
mined to be the proper design of a 
safe vehicle, must be concerned with 
daily or trip inspections on it, and 
must call for adequate maintenance. 

Safe operating conditions are de- 
fined as terminal areas, shop areas, 
parking lots, customer's property, 
and highways. 

Safe working conditions, in turn, 
must include not only wages, but 
the hours the driver operates his ve- 
hicle, time off periods, social condi- 
tions, and facilities available to him 
on his route. 

It can be seen, then, that objec- 
tive causes of accidents are not diffi- 
cult to evaluate once they are 
brought under consideration and in- 
spection by the safety engineer and 
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the assured’s representative. It is 
apparent, too, that most investiga- 
tions of objective causes can uncove! 
many potential danger signals for 
the driver, the vehicle, and, in turn, 
the fleet’s safety record. 


The Indirect Causes 


Subjective causes of accidents fall 
into a more specialized category and 
must call for a different approach on 
the part of those in authority. 

It is known that drivers, as other 
individuals, are born with specific 
mental capacities, certain personal- 
ity patterns, certain physical traits, 
and capacities with which they 
develop in their chosen work. It 
means, then, that when the driver is 
employed, the fleet operator accepts 
him as he is at that time. His im- 
provement in his work is largely 
made possible through his supervi- 
sion, training and other influences. 

It is important, because of many 
factors involved, that the fleet offi- 
cial chooses his drivers through se- 
lected standards. Extensive study 
and follow-up evaluation have 
shown that a relatively small per- 
centage of drivers is involved in a 
large percentage of accidents. With 
this as a background with which to 
work, certain qualifications are 
recommended for drivers who could 
be expected to be competent. 

The study, for example, uncov- 
ered the fact that truck drivers with 
the fewest number of accidents are 
more than twenty-five years of age, 
stand between five feet five inches 
and five feet eleven inches tall, have 
completed the ninth or tenth grades 
in school, and are either married or 
single, but not divorced or separ- 
ated. They are a member of some 
social or civic group, have an out- 
side hobby, are in sound financial 
condition, and were reared in a well- 
integrated home life. 


More Than Normal 


Drivers with a higher degree of 
intelligence or education, it was 
found, have more than a normal 
share of accidents. Other discover- 
ies point to such significant person- 
ality traits as emotional stability, 
self sufficiency, dominance and 
mechanical comprehension. All of 
these are regarded as highly impor- 
tant considerations in driver selec- 

(Continued on page 84) 
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BEFORE 


And in between... opportunities galore 


FoR BOND acents 


The Federal Highway road building program calls 
for the construction of 41,000 miles of new roads 
in the next 13 years. All kinds of contractors are 
participating and they all need Contract Bonds. 
American Casualty can furnish you with every 
type of insurance for contractors . . . from Equip- 
ment Floaters to Comprehensive Liability Policies 
«plus unmatched bonding experience and know-how. 
We can help you—let us know your needs. 
New roads mean new shopping centers... motels...gas stations ...restaurants 


..- relocation of industries. Again... Contract Bonds are needed. Our complete 
multiple-line facilities will help you get this business. 


N a ri / { | x 
AMERIGAN GASUALTY 
COAST-TO-COAST BRANCH OFFICE SERVICE 
HOME OFFICE. READING. PENNSYLVANIA 





Richmond Adjuster Saves 
*200,000 Loss With 
Airkem Smoke Odor Service 


| 
| 
| 


A fire next door to an important | 
men’s shop in Richmond, Virginia | 
might have caused a loss of | 

$200,000. But quick action on the | 
part of Adjuster P. L. Faison of Siebert Company, Inc. and Airkem | 
Smoke Odor Service saved the insuring companies thousands of dollars. | 


| 


Mr. Faison arrived on the scene before the blaze was brought under | 
control. Examination revealed no damage to the shop, but the $200,000 
inventory of clothing smelled strongly of smoke. Airkem’s Richmond | 
office was called and a few minutes later their Smoke Odor Service | 
representatives were on the job. 

Airkem S.O.S. men worked throughout the night. By morning not a 
trace of smoke odor could be found. However. because of the size of 
the potential loss, a firm of chemists was called in to make an analysis. 
[hey reported no smoke odor present in the merchandise. This effec- 
tiveness has been confirmed by other authoritative laboratory tests and 
the experiences of the insurance industry. 


This type of quick, permanent odor removal is performed daily by 
Airkem’s international service organization. Whether the property is 
contaminated with smoke or other odors, whether it is durable goods 
or packaged products, the Airkem odor control experts perform an in- 

valuable service. Write for a bulle- 
tin describing their services and for 
a directory of the 200 local repre- 
sentatives of this international 
service. 
AIRKEM, INC. 
241 East 44th Street, New York 17, N.Y. 


& * ii 
Smoke Oaor Service 


For Odor Emergencies Cal/ Airkem S. O. S. 





Riegel Textile Corporation is now print- 
ing, at no extra cost, slogans, emblems or 
insignias on the cuffs or backs of their 
industrial gloves. Serving as a constant re- 
minder of safety rules and job hazards, these 
"walking billboards’ can help to promote 
safety programs, and achieve a satisfactory 
record. 





TRAFFIC FATALITY STUDY 


A survey of fatal automobile acci- 
dents shows that 84.2% involves a 
traffic law violation. Conducted by 
the Kemper Insurance Central Au- 
tomobile Safety Committee, the 
study considered 376 fatal 1957 
Labor Day accidents in which there 
were 442 deaths. That particular 
week-end was used for the study 
since weather conditions were nearly 
uniform across the country, there 
Was a representative cross section 
of all types of drivers on the high- 
ways and traffic accident reports 
were readily available. Excessive 
speed was the number one killer 
(33.7% of all fatalities) and alco- 
hol a close second (23.1% of the 
total). The prime cause other than 
law violation was driver error, ac- 
counting for 11.5% of the total fa- 
talities, while no specific cause could 
be attributed for the remaining 
+.3%. 


SAFETY AWARD 


S&W FINE FOODS, INC., was hon- 
ored recently for achieving an out- 
standing safety record in the ware- 
house operation of its Redwood 
City, California plant. The award 
was presented by S&W’s insurance 
carrier, Industrial Indemnity Com- 
pany, and recognized the completion 
of seven hundred-fifty consecutive 
days without a lost-time injury. 
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1955 1956 1957 


These estimated losses, from the 


National 


Board of F 


‘ire Under- 


writers, include an allowance for un- 
insured and unreported losses 


January 
February . 
March 
\pril 

May . 
June 

July 
\ugust 
September . 
October .. 
November 
December 


Total . 


1956 
$96,972,000 
84,041,000 
89,315,000 
84,624,000 
87,681,000 
74,770,000 
68,752,000 
74,930,000 
70,118,000 
81,121,000 
80,481,000 
96,485,000 


1957 

$115,272,000 
95,569,000 
104,565,000 
85,994,000 
79,045,000 
69,710,000 
77,814,000 
78,364,000 
72,264,000 
77,753,000 
75,321,000 
91,519,000 





$989 290,000 $1,023,190,000 


every month 





ideas 
that 


pay off 


in 


loss 


prevention! 


Losses by Years 
1948 $715,074,000 1953 $864.863.000 
1949 651,534,000 1954 = 870,984,000 
1950 648,909,000 1955 = 885,218,000 
1951 730,084,000 1956 989,290,000 
1952 815,134,000 1957 1,023,190,000 


motor vehicle 
deaths 


1955 1956 1957 
January 2,810 2,954 2,870 
February 2,319 2,652 2,470 
March | 2,940 2,880 
\pril 733 2970 2970 
May a 3,094 3,000 
June 3,338 3,340 
July .. KK Bs 
\ugust Ko 3,535 3,710 
September pi 3,653 3,320 
October . KH 3,476 3,480 
November . B hos 3,603 3,530 
Total Eleven - - 
Months . 34,426 35, 34,880 
December ) ‘ 


Estimates provided by the National 
Safety Council. 


accidental 
deaths 


Ten Months 

1957 1956 Change 
ALL TYPES 77,700 78,012 0 
Motor Vehicle .. 31,350 32,167 —3% 
Work bo 12,200 12,100 +1% 
Other Public ... 14,600 13,800 +6% 
Home .......... 22,300 22800 —2% 


“7/0 
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FOR YOUR CLIENTS .... a subscription to SAFETY MAINTE- 
NANCE is a monthly reminder of your 
constant interest ... a source of 
tested safety methods and procedures 
which will speed production and cut 
costs. 


FOR YOURSELF... SM is a channel of proven aids to loss 

prevention . . . a means of establish- 
ing sound safety programs in plants 
where you have a stake. Your own 
imprint and safety message can reach 
your clients each month. 


Write for special discount rates. 


Single subscription: 
$4.00 a year 
$6.00 for two years 


SAFETY MAINTENANCE 
AMERICA'S PIONEER MAGAZINE IN ITS FIELD 


another publication of 


ALFRE, 


3S FULTON STREET. MEW YORK IE NY 
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Record vault view shows rise-of-temperature 
fire detector (near air-conditioner outlet), 
dioxide discharge nozzle and alarm bell. 


OSS OF VITAL CORPORATE RECORDS 
a spell ditferent results for dif- 
ferent firms. | Vv it has caused 
bankruptey rs it has meant 


hundreds hours 


housands of 
spent uplicatinge lost ledgers. 
ven if a corporation duplicates or 
nucrofilms its records, the time spent 
in setting up new master books from 
the copies becomes a costly, time 
consuming procedure 

; the coun- 


try’s largest corporations with sales 


Let S Bua how Ole ot 


of $500,000,000 annually guards its 
1 


first of all, 
pe riodically 


records \merican Cya- 


namiud microfilms its 
general and financial records and this 
film is kept in a location apart from 
Secondly, 


W ide com- 


the original documents 
periodic reports receive 
pany distribution so that a minimum 
of time would be required to recon- 


Close-up view of vault exhaust duct shows 
trip which causes damper automatically to 
cover duct when carbon dioxide operates. 


82 


i Picture taken four seconds after carbon dioxide started to flood into the vault. 


Record Protection 


struct the original records (from the 
last should they be 
lost. 

\ccording to WW. B. Ward, assis- 
tant comptre ler, every effort is made 


microfilming ) 


to safeguard the company’s original 
general and financial records. “We 
know could reconstruct 
them,” he explained, “but it would 
be a mighty expensive and lengthy 
job.” As a result, vital records are 


that we 


kept in a fire resistant vault approxi- 
mately 20’ x 15’ on the fourth floor 
of Radio City’s Eastern Air Lines 
Building, New York City. Each 
morning, the ledgers required are 
drawn from the vault by people 
charged with their safekeeping and 
each night they are returned and the 
vault eventually locked. 

This Mr. Ward _ feels, 
gives the books maximum security 
against normal loss considering the 


method, 


need of reasonable access. However, 
what about fire? They have licked 
this problem by fitting their record 
vault with a carbon dioxide fire ex- 
tinguishing svstem manufactured 
and installed by Walter Kidde & 
Company, Inc. If fire occurs in the 
vault at any time, rate-of-tempera- 
ture-rise fire detectors react to the 
sudden heat increase and_ trigger 
seven 75-pound evlinders of carbon 
dioxide located just outside the 
vault. The pressurized inert gas 
floods from its containers and passes 


through piping to the vault where it 
is discharged from Multijet  noz- 
zles in sufficient volume to reduce 
oxygen to a degree insufficient to 
support combustion. The fire is 
smothered in seconds. Built into the 
piping network are pressure operated 
trips and switches which are actu- 


Near end cf carbon dioxide discharge, the 
concentration of the inert, fire smother- 
ing gas in vault is practically ‘total.’ 


ated by the passage of carbon di 
oxide. They cause all forced draft 
ventilation for the vault to be turned 
off and sound an alarm. 

Carbon dioxide is ideal for the 
protection of these records. [irst 
of all it is an efficient extinguishing 
agent and being an inert gas cannot 
damage the ledgers. Second, it 
eventually is absorbed into the at- 
mosphere following discharge and 
leaves no mess to be cleaned up. 
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INSURANGE COMPANIE 


REIMBURSE EMPLOYERS 


THAN *83,000,000 A YEAR 
FOR LOSSES GAUSED 6 
DISHONEST EMPLOYEES 


When you consider that 300 to 500 million dollars are 
lost each year through employee dishonesty . .. when 
you realize that 9 out of 10 companies that should carry 
employee bond protection do not have it... you begin 
to get a good idea of the opportunity you have to sell 
this protection, 

Present business conditions and operating costs make 
it almost mandatory for the business man to take on 
this protection, or to review his coverage and make 
sure it is in line with his situation today, 

The help we give our agents in selling and servicing 


AMERICAN SURETY 


FIDELITY * SURETY * CASUALTY * FIRE * INLAND MARINE 
COMPANY HOMEOWNERS © ACCOUNTANTS LIABILITY © AVIATION 


100 Broadway, New York 5, N. Y. 


employee bonds is backed by over 70 years’ experience. 
For the current fidelity bond issue of “Mailroad to 
Profits,” the monthly sales help 

sent to all 
Agents, contact our nearest 
branch 


\merican Surety e a 
‘ mailroad to PROFITS 


office, or mail the 
coupon today. 


AMERICAN SURETY COMPANY | ~ 
Agency & Production Department : 


100 Broadway, New York 5, N. Y. 


| 
| 
| 
} 





| 


Please send me the current issue 


of “Mattroap to Prorits” which 


features emplovee bonds and how to sell tl 


_Zone State 
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tion if the fleet is to have a safety 

record in which it can take pride. 
These are but a few of the con- 

siderations — the 


management 
utilize under the program, but 
indication of the ap 


can 
they give an 
proach and recommendations — in- 
volved 


Jehind each mendation to 


the fleet operator 1s a detailed an 






































alysis of what can be done, what 
should be done, and what to expect. 
It means that management, working 
with the safety engineer, can accept 
or reject those phases which would 
not be considered suitable for par- 
ticular operations. .\n operational 
manual also 1s made available as a 
constant source of review and study 

The program 1s planned, also, to 
be elastic enough that it can be ad 
justed to small and large operations 























3,272 NAMES 


The directory board of the Insurance Exchange Building is the 


largest of any office building in Chicago. That's to be expected, 


since the Insurance Exchange is the largest office building in 


the city. It is remarkable, however, that all but a handful of 


the 3.272 names on the directory board are those of companies 


and executives in some branch of the insurance business. 


There’s no comparable assemblage of insurance people and 


activities anvwhere else in the world. And nowhere else is there 


a building offering comparable advantages to this great industry. 


ISURANCE EXCHANGE BUILDING 

INSURANCE EXCHANGE BUILDING 
Chicago's Largest Office Building 

; \ America’s Greatest Insurance Building 


L. J. SHERIDAN & CO. 


$4 


Agents 


175 WEST JACKSON BOULEVARD, CHICAGO 4 


Fevreettrtr ti titre eee | 


Telephone WAbash 2-0756 








alike. Some assureds have accepted 
parts of it at the beginning and 
gradually have added more as their 
operations permitted. Their aim is 
to take the program over a grad 
uated period as they condition their 
personnel and facilities to meet each 
phase. 

Carolina’s plan qualifies the ex- 
pression used for many years that 
“the man behind the wheel can solve 
the traffic accident problem.” The 
man behind the wheel can do much 
to solve the problem. Yet he must 
He must know, be- 
yond question, that while he is on 
the road operating his vehicle, he 
is a symbol of much effort, study 
and 


be given help. 


expense on the part of those 
behind him. He also is a symbol of 
a behef and a way of working 
through training, intelligence, ded- 
ication and understanding. There 
must never be a thought in his mind, 
and in his training, that he can relax 
his efforts in safe driving for a 
moment. 

To influence his acceptance of this 
approach, however, there must be 
others who are part of his team. He 
is carrying the ball, but there is a 
coach, a quarterback and a line of 
employees with him. 

Carolina Casualty has found that 
measurable results are recorded in 
the safety record within a few weeks 
after its program has been accepted 
by the assured. It has been 
found that presently employed per- 
sonnel in the fleet operation can be 
trained to administer the program 
and that results obtained from their 
work far outweigh the cost of ad- 
nunistration. 

With findings, among 
others, the company no longer rec- 
ognizes the approach it made as be- 
ing hold. Instead, the company has 
accepted it as one which can pro- 
duce desired results without ques- 
tion. Because of this, the program, 
though complete in its present 
form, is undergoing study  con- 
stantly toward improvement and ex- 
pansion. 


also 


these 


This is being done because the 
company recognizes that safety on 
the highways is not a problem or a 
project which can be left to govern 
and control itself; instead, it must be 
controlled and governed by those 
who firmly believe that its improve- 
ment is not beyond reach. 
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A pioneer in the manufacture of automo- 
tive parts, Warner Machine Products. Inc.. 
uses a combination of ADT Automatic 
Protection Services to stand watch over 
its two modern plants housing the newest 
and finest machinery for producing auto- 
mobile water pumps and other specialties. 

Protection for the plant pictured above 
consists of ADT Central Station Aero 
Automatic Fire Alarm, CO» Alarm, Bur- 
glar Alarm, and Heating Supervisory 
Services. A second plant, located nearby, 
is protected by ADT Central Station Aero 
Automatic Fire Alarm, Burglar Alarm, 
and Heating Supervisory Services. 


Like Mr. Johnson, thousands of busi- 


WARNER MACHINE PRODUCTS, INC. 


MUNCIE, INDIANA 


protects its property 


gets better FIR E and 
B U RG LARY protection and 
sauces $4,500 a year. 


To assure continuance of our fifty-six years of service to the auto- 
motive industry, we sought the best means of guarding against 
production stoppages. We have found that ADT Automatic Pro- 
tection gives us greater security against fire, burglary and other 
hazards than previous methods and, incidentally, saves $4,800 


a year. 
MFRT ZX 


President 


ness executives employing ADT Auto- 
matic Protection endorse such services 
because they know from actual experience 
that they give greater security for prop- 
erty, profits and employees’ jobs than can 
be obtained otherwise, and at less expense. 


May we show you what ADT can do tov you?” 


Whether your premises are old or new, 
sprinklered or unsprinklered, an ADT 
specialist will be glad to show how combi- 
nations of automatic services can protect 
your property. Call our local sales office if 
we are listed in your phone book; or write 
to our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH CO. 


A NATIONWIDE ORGANIZATION 
Executive Office: 155 Sixth Avenue, New York 13, N. Y. 





C.P.C.U. Questions 


paae 35 


legree of unem- 


] 


irities Would ob 


iracteristics of 
] 


business conditior the level and 


growth of cor and commercial 


eTedit outstar he quantity and 


velocity. of oney in the economy, 

the eeneral stocl rket activity, the 

levels and interest rates, 

expenditures 
| 


and 


ventories, plant 
ot busi- 


equipmet I Xtent 


ness failures and the size of member 
hank reserves in the banking svstem. 
(hb) To restrain credit, a variety of 
devices have been employed by cen- 
tral bank authorities in past ‘years. 
Securities the 
open market for the purpose of re- 
ducing the reserves of member banks 
as a result of the payment for these 
securities by individuals from their 


have been sold on 


hank accounts. The rediscount rate 


has been raised to deter member 


banks from borrowing new reserves 


American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 


Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insu 


rance Company 


Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 


and, at the same time, discouraging 
the public from borrowing because 
of the higher cost of loanable funds. 
Required legal reserve ratios have 
been raised to immobilize member 
bank reserves and reduce the 
pansive capabilities of existing re- 


eXx- 
serves. Selective controls have been 
applied to real estate credit and con 
sumer credit which increases down- 
payment requirements and shortens 
the repayment period. 
trols were designed to reduce the 
amount of money borrowed to pur- 
chase residential real estate and con- 


These con 


sumer durable goods. Margin re- 
quirements on security transactions 
have been raised in order to reduce 
the amount of borrowed funds avail- 
able for market 
Moral suasion has been employed to 
exhort banks to practice conserva- 


stock purchases. 


tive lending practices. Finally, dur 
ing the Korean War a program of 
voluntary credit restraint was under- 
taken by the financial community in 
cooperation with the Federal reserve 
authorities. 

To effect credit ease in the econ- 
the hank authorities 
have generally followed the opposite 


omy, central 
actions from those indicated in the 
preceding paragraph. In each case, 
the authorities hoped that the series 
of consequences would be the Oppo- 
from the results anticipated 
above. 


site 


(c) Governmental agencies other 
than the Federal reserve have im- 
portant economic powers and hence 
may offset at the 
attempts of the Federal reserve to 
influence credit. For example, the 


least partially 


Treasury may raise taxes, reduce 
expenditures and engage in debt 
management practices to restrain the 
economy while the Federal reserve 
The 


Treasury may move balances from 


is attempting to loosen credit. 


commercial banks to its Federal re- 
serve accounts to tighten credit while 
the Federal reserve buys securities 
on the open market to expand credit. 
The F.HLA. and V.A. may tighten 
mortgage terms the Federal 
The Home 
loan banks and ' N MA may increase 
credit for real estate while the led- 
eral reserve tries to contract credit. 


while 
reserve loosens credit. 


A similar situation may develop with 
farm credit The 
Department and the export-import 
bank 


agencies. State 


may sponsor more loans to 
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foreign countries while the Federal 
reserve is trying to contract lending. 
It is obvious in the above cases that 
one can easily reverse the roles of 
the agencies indicated to produce the 
opposite types of conflict. 


QUESTION VIII 


“Every one of the fifty favorite 
common stocks in the monthly in- 
vestment plan of the New York 
Stock Exchange showed a gain in its 
first two years of operation. 
(Gains ranged from 4.5% . . . to 
wae, ...” 

Investors participating in the plan 

which requires the regular pav- 
ment of a stated amount of money 
monthly to be applied to the purchase 
of one or more previously selected 
stocks—clearly had to be guided by 
some criteria in selecting the stock 
or stocks involved. 

(a) Discuss carefully at least three 
of the criteria or guides to invest- 
ment policy which may have been 
used by participants in the monthly 
investment plan and indicate the 
advantages and disadvantages of 
each. 

(b) Do you regard such a plan as 
more suitable for a head of a house- 
hold with $6000 annual income and 
$500 cash savings or with $15,000 
annual income and $3000 cash sav- 
ings? Defend your position (assume 
the cash savings are after provision 
for suitable life insurance. ) 

(c) How would you advise the in- 
dividual in (b), above, for whom 
vou consider the New York Stock 
Exchange monthly investment plan 
less suitable, to invest his cash sav- 
ings? Give specific reasons to jus- 
tify your answer. 


Answer 


(a) Certain criteria to investment 
policy may be thought of in the broad 
sense and others might be consid- 
ered more specifically as they relate 
to given businesses. In the broad 
or general sense, one could seek first 
safety of earnings and principal. The 
main disadvantages, however, would 
likely be low earnings with a risk 
of erosion of earnings and principal 
during a period of inflation. Of 
course, the advantage of “security” 
would obtain when prices are reason- 
ably stable. To some groups (e.g.. 
widows, retired persons, etc.) such 
stability may be especially important. 
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Get the “"S7—-Percenters” 


846 losses occurred in a single town where Hurricane Audrey 


struck last summer 
of the value of the property d 


Insurance totaled only 57 
estroyed 


per cent 


wees How many of the homes in your community are 


equally under-insured? 


Don't put yourself in the embarrassing 


spot of having to tell a chent—after his house burns — 
that you hadn't sold him insurance to value 


ems Get the 57-Percenters”’ to increase their dwelling 
insurance right now. And when you've arranged realistic 
protection for your clients, get after your prospects the same way. 


eee The new Zurich-American circular, “Half a House?”’, 
will help you sell the need of insurance to value. Ask the 
Zurich-American field man about this and other 


effective sales stimulators 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 


Another criterion for investment 
policy might be growth possibilities 
of the securities. The advantage of 
this investment guide would be the 
appreciation of principal. The dis- 
advantage, however, might be the 
high price-earnings ratio (1.e., paying 
excessively for the stock.) Another 
guide might be the seeking of specu- 
lative opportunities with the advan- 
tage of high return on investment. 
The danger of this criterion, though, 
would be exposure to large losses 


through market decline. Another 
guide might be the attempt to use 
the investment as a hedge against 
inflation in order to protect against 
losses in real income resulting from 
a reduction in the purchasing power 
of money. However, in the event 
of depression, that which gave a 
hedge against inflation may _ inflict 
serious losses. 
In the specific sense, one might 
use as guides to investment policy 
(Continued 


\ 
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87 





€.P.C.U. Questions—Continued company might protect one from 
the risks involved in the event of 
the qualifications of management in a recession in a single industry. On 
a particular company. If top man- the other hand, such diversification 
agement of this organization is com- might present handicaps to manage- 
petent, it would be reasonable to ment who would likely find difficulty 
expect high earnings and rising stock understanding the problems of pro- 
prices. Poor management, on the ducing and marketing a wide diver- 
other hand, would likely result in sity of products. 
adverse earnings and prices. If, how (b) The monthly investment plan 
ever, one becomes excessively pre of the N. Y. Stock Exchange would 
occupied with management as a cri- appear to be more suitable, generally 
terion, he may lose sight of the more | speaking, for the individual with the 
important broader factors described $15,000. income. The head of a 
above. Another specific criterion household with $6,000 in income and 
might be a company producing annual cash savings of $500 does not 
widely diversified products. Such a appear to have the margin of extra 
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funds needed to engage in equity 
investment. He should probably use 
those savings for retiring a mortgage 
and holding savings accounts or sav- 
ings bonds. Even though he may 
already have acquired his home free 
of mortgage and has a_ sufficient 
emergency fund in savings, the 
monthly investment plan may still be 
less suitable because $500 a year in 
investable funds does not permit sat- 
isfactory diversification. He would 
probably be well advised to invest 
in a mutual fund. Of course, if the 
individual with the lower income by 
some chance held a debt-free home, 
adequate liquid savings and a pre- 
viously acquired diversified portfolio 
of stocks, then the monthly invest- 
ment plan might constitute an or- 
derly and disciplined method for 
continued development of his port- 
folio. 

Conceivably, too, the monthly in- 

vestment plan might be unsuitable 
for the individual with $15,000 in- 
come and $3,000 savings. If he owed 
a heavy mortgage debt, held no pre- 
viously acquired liquid assets and 
had potentially sizeable family obli- 
gations such as sending children to 
college, then he might be advised 
to decline equity investing at least 
for the present. 
(c) The individual for whom the 
monthly investment plan of the N. Y. 
Stock Exchange is less suitable 
might invest his savings in several 
alternative ways. He could use a 
time account in a commercial or sav- 
ings bank. He could place these 
extra funds in a savings and loan 
association or in government “E” 
bonds. Each of these are riskless 
with respect to ultimate safety and 
market fluctuations. This attribute 
should be of particular significance 
for one whose total assets are insuffi- 
cient to permit risk of loss or decline 
in value. It should be of importance, 
too, to one with inadequate liquid 
assets to cope with unusual situa- 
tions that may occur from time to 
time. Repayment of a mortgage debt 
would ordinarily be an excellent use 
of cash savings for the lower income 
recipient. He would thus be remov- 
ing the expensive interest obligations 
on his home loan. Finally, the indi- 
vidual with no mortgage problems 
and adequate liquid assets might find 
a mutual fund ideal because of its 
adequate diversification and profes- 
sional management. 
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QUESTION IX 


Formal recognition of the useful- 
ness of budgeting, and actual appli- 
cation of its techniques, has increased 
sharply in recent years. This highly 
praised process has been described 
as “an application of financial plan- 
ning in the broadest the 
term: . .-. Ina takes up 
where the 
leave off.” 


sense of 
sense it 
accounting statements 
(a) [Explain fully the nature and 
purposes of budgeting. 

(b) How does a budget differ from 
conventional accounting statements ? 
Explain fully, showing how budget- 
ing “takes up where the accounting 
statements leave off.” (In your an- 
swer show specific examples and 1l- 
lustrate principles of difference. ) 
(c) What relationship do you find 
between the process of budgeting 
and that of promoting a new busi- 
ness? Explain fully. 


Answer 


(a) Budgeting is an accounting de- 
vice for the control of financial re- 
quirements. More specifically, it is 
a financial plan for a given period 
incorporating all expected outlays 
for a given level of operations and 
anticipated revenues arising there- 
from. 

One of the purposes of the budget 
is the coordination of the financial 
activities of an enterprise. Another 
purpose is the more effective control 
over operations by establishing 
standards against which actual per- 
formance can be measured or evalu- 
ated. It serves to bring about the 
conscious establishment of goals to 
be reached in the conduct of a busi- 
ness and the development of policies 
designed to bring about realization 
of the goals. A budget, too, serves 
to indicate any needs for outside 
financing during the budget period. 
In the over-all process of budgeting, 
an important effect is to minimize 
the use of or need for hasty, ill- 
planned decisions. 

(b) A budget differs from conven- 
tional accounting statements in that 
such statements present historical 
financial facts whereas budgets deal 
with estimated future statistics. In 
this sense, then, budgeting “takes 
up where the accounting statements 
leave off.” For example, a cash 
budget will show an itemized list of 
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anticipated cash receipts and an- 
ticipated cash 
contrast, a 


disbursements. In 
conventional income 
statement will show income and ex- 
pense items, both cash and non-cash, 
relating to a past period. Another 
difference between conventional ac- 
counting statements and budgets is 
that the former are comprehensive, 
covering the whole picture, while 
the budget usually focuses on a 
specific sector. Thus there may be 
separate budgets for sales, produc- 
tion, materials and inventory, labor, 
administrative expense, capital ex- 
penditures, etc. On the other hand, 


an income statement relates to all 
income and expense while a balance 
sheet refers to all assets and equities. 
In turn, it follows that a budget may 
be prepared by production men, 
with help from financial specialists, 
whereas financial statements are pre- 
pared by accountants. It follows, 
too, that a budget may be in terms 
of physical units whereas statements 
are in financial terms. 

(c) There is a close relationship 
between the process of budgeting 
and that of promoting a new busi- 
ness. This follows from the fact that 
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If your sales pose a problem, 
get in the picture that spells 
added income—a new ap- 
proach toward simplified sell- 
ing. With Millers National and 
Illinois Fire, you can focus 
your attention on important 
things—knowing that sales 
you make are backed up with 
flexible contracts and depend- 


able service. 


Plenty of sales aids, too... 
to give you that extra lift ahead 
of competition. Find out about 
this new dimension in service. 


MILLERS NATIONAL 
INSURANCE COMPANY 


ILLINOIS FIRE 
INSURANCE COMPANY 


Home Office, Chicago 6 


C.P.C.U. Questions—Continued 

in starting a new enterprise one 
must undertake a careful investiga- 
tion to ascertain financial require- 
ments and profitability. A very use- 
ful method of determining financial 
requirements is through a compre- 
hensive series of budgets covering 
an appropriate period of time. To 
determine probable profitability of 
the new business, a sales budget may 
be prepared to estimate income and 
an expense budget for estimating 
outgo. All of these budgets, in turn, 
should be of much 
obtaining such outside financing as 
may be needed. The lending insti- 
tutions would likely find them most 
helpful in determining the probable 
financial strength of the new busi- 
ness. 


assistance in 


QUESTION X 


A properly organized and well run 
office can be a major factor in the 
success of an insurance brokerage 
business. Adequate sales records and 
accurate, complete expiration records 
can be of great assistance in pur- 
posetul sales activity. Good account- 
ing records and timely accounting 
reports are helpful in the financial 
management of the business. 

(a & lb) Describe briefly the system 
and the types of books and records 
to be used in each of the three areas : 
1. sales records, 

expiration records, and 
accounting records. 


? 
> 
De 


(c) Cite the specific advantages to 
be gained by an insurance broker 
from good systems for 

l. sales records, and 


2. expiration records. 


Answer 


(a & b) 1. 
a. The system: Many systems of 
maintaining sales records have been 
devised such as the line record sys- 
tem whereby an analysis is made of 
sales by lines or class of business for 
each customer. The system should 
provide: 

(1) A systematic sales prospect list 
with a record of action taken with 
respect to each. 

2) An analysis of sales production 
of each salesman showing time spent, 
type of business (new or renewal), 
insurance lines sold and commissions 
paid, and sales expense compared 


Sales Records 


with premium income produced. 
(3) An analysis of agency total 
sales by lines, by salesman, by terri- 
tory, type of business and premium 
volume. 

b. The types of books and records: 
(1) The sales prospect list might 
best be maintained on index cards. 
(2) The salesman’s production rec- 
ords can be analyzed by the use of 
columnar accounting paper or by 
index cards. 

(3) Total sales may be analyzed in 
the same manner as for salesmen or 
may be accomplished by the use of 
subsidiary ledger accounts in the 
regular accounting system. 

2. Expiration Records 
a. The system: Because of the im- 
portance of expiration records to the 
agency, there should be two separate 
records kept; one as a check upon 
the other. One system should be 
maintained on the basis of clients. 
Each client should have a complete 
file of all transactions and corre- 
spondence. The second, or control, 
system should be a tickler file auto- 
matically directing attention to re- 
newals as policies expire. 

b. The types of books and records: 
The client’s file should be a folder 
with some type of fastener so that 
all papers are firmly held in place. 
This record may be used as an ex- 
piration warning by the use of col- 
ored tabs. The tickler file record 
may be built up from carbon copies 
of the original invoices filed chrono- 
logically by date of expiration. This 
record could also be maintained in a 
special expiration book with entries 
made under monthly headings as 
policies are written. It could also be 
a file of daily reports. 

3. Accounting Records 

a. The system: The accounting sys- 
tem may be either the cash or the 
accrual system. The cash system is 
simpler and thus more adaptable to 
the small agency. The accrual sys- 
tem gives a much more accurate 
picture of income and expense and 
should be used by the larger agency. 
The double entry system of account- 
ing is to be recommended because 
of its accuracy and_ self-checking 
feature. The system may well in- 
clude a budget of agency sales to act 
as a sales goal and of expenses to 
exercise profit control. 

b. The types of books and records: 
The basic accounting books are the 
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journals and ledgers. Journals may 
be specialized in which case the 
tvpical agency might have the fol 
lowing: 

(1) cash receipts journal, 

(2) cash disbursements journal, 
(3) sales or premium journal, and 
) general journal 


2 
3 
t 


The general ledger may contain con- 
trolling accounts for accounts receiv- 
able and accounts payable. There 
would then be subsidiary ledgers for 
clients’ accounts and for creditors’ 
accounts. 

(c) 1. Advantages of a good system 
of sales records: 

a. A systematic prospect list will 
provide a methodical follow-up of 
all sales leads and serve as a founda- 
tion for salesmen’s activities. 

b. The analysis of sales production 
of each salesman will assist in evalu- 
ating their effectiveness and as a 
measure of their value to the agency. 
c. Analysis of agency sales by lines, 
type of business, territory, size, ete. 
will permit an intelligent appraisal 
of the agency's business, its weak- 
nesses in the selling program and 
provide a basis for control of agency 
expenses, 

2. Advantages of a good system of 
expiration records: 

a. The clients’ file will assist in 
proper servicing of the account 
through analy sis of the needs of each 
client. 

b. The clients’ file will also provide 
leads for additional coverage by 
broadening their insurance protec- 
tion. 

c. The expiration tickler file will 
assure prompt renewals giving best 
issurance of retaining the account. 


FIVE-YEAR POLICIES 
IN CALIFORNIA 


Memeers oF the Pacific Fire Rating 
3ureau have discontinued the writ- 
ing of five-year term fire policies in 
California, effective the first of this 
year, which is similar to the action 
taken last fall in the state of Wash- 
ington. However, a number of com- 
panies have announced they will 
continue to write five-year term fire 
policies in California. 
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Here's a point to consider in taking on a company in your agency: Is it 
geared to give you complete coverage of fire and allied lines? This is im- 
portant to you and your prospects, because today’s trend is towards 
“package protection.”” PLM offers you the newest types of policies, includ- 
ing of course Homeowners, Fire and Extended Coverage, and many forms 
of Inland Marine. In a word, PLM is old enough to be time-tried, young 
enough to be progressive—the kind of company to match the kind of 
agency you run. Why not get in touch with us. 


Writing FIRE and ALLIED LINES 
“in the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building ¢ Philadelphia 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C 





Company Changes—from page |7 


Company of Iowa, Des Moines, Iowa on 
October 17. 

Protective Fire Insurance Company, 
Seward, Nebraska: Converted to a stock 
company basis May 31, under the title 
Protective Fire and Casualty Company. 

Richland Mutual Insurance Company, 
Mansfield, Ohio: Reinsured by Richland- 
Knox Mutual Insurance Company, Mans- 
field, Ohio, on January 1. 

Rural Mutual Fire Insurance ( ‘ompany 
of Wisconsin, Madison, Wisconsin: On 
July 1 this company was merged with 
and into Rural Mutual Casualty Insur- 
ance Company of Wisconsin, Madison, 
Wisconsin. 

The Sun 
pany, Cincimnati, 
this company was 
Mutual Insurance 
Ohio. 

Suomt Farmers Mutual Fire Insurance 
Company, Wawina, Minnesota: On Aug- 
ust 23 this company was merged with and 
into the Esko Mutual Fire Insurance 
Company, Esko, Minnesota. 

Valley Forge Mutual Insurance Com- 
pany, Philadelphia, Pennsylvania: Dis- 
solved and all policies cancelled as of 
November 22. 

West Seneca Mutual Fire Insurance 
Association, West Seneca, New York: 
Merged into Tompkins Co-Operative Fire 
Insurance Company, Ithaca, New York, 
on June 14. 

Woodstock Mutual Fire 
sociation, Woodstock, New York: Merged 
into New York Central Mutual Fire In- 
surance Company on April 1 


Mutual Fire Insurance Com- 
Ohio: On December 31 
reinsured by Central 
Company, Van Wert, 


Insurance As- 


Lloyds and Reciprocals 


Menlo 
21 this com- 
Argonaut In- 
Menlo Park, California. 


Argonaut Insurance Exchange, 
Park, California: On July 
pany was absorbed by the 
surance Company, 


CHANGES IN CAPITAL 


Stock Fire & Casualty 


Allied National Insurance Company, 
Denver, Colorado: During September 
capital was reduced from $146,633 to 
$73,317 and $73,316 was released to sur- 
plus; at year end capital was raised to 
$100,000 through the distribution of a 
stock dividend and $60,000 was _ con- 
tributed to surplus by sponsors. 

American Home Assurance Company, 
New York, New York: During March 
capital was reduced from $1,915,160 to 
$1,897,160 by the redemption of 1,200 
shares of preferred stock. 

The American Insurors, Fort Worth, 
Texas: During July capital was increased 
from $137,500 to $200,000 and $37,500 
contributed to surplus through the sale 
of 560 common shares at $16 per share, 
par $10 and 569 preferred shares at $160 
per share, par $100 

American Progressive Health 
ance Company of New York, Mount Ver- 
non, New York: On September 26 capi- 
tal was increased from $167,634 to $250,- 
000 and $189,449 contributed to surplus 
through the sale of additional stock at 
$6.60 per share, par value $2 per share. 

Andrew Jackson Casualty Insurance 
Company, Jackson, Mississippi: On No- 


Insur- 
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vember 5 capital was increased from $55,- 
000 to $100,000 through the distribution 
of aclass “B” stock dividend. 

Angelina Casualty Company, Lufkin, 
Texas: On August 15 capital was in- 
creased from $200,000 to $400,000 through 
the distribution of a stock dividend. 

Arrowhead Insurance Company, Los 
Angeles, California: During the year 
capital was increased from $100,000. to 
$450,000 and $150,000 contributed to sur- 
plus through the sale of additional stock. 

Assurance Company of America, New 
York, New York: In April a contribution 
of $750,000 was made by its parent com- 
pany, Northern Insurance Company of 
New York. 

Audubon Insurance Company, Baton 
Rouge, Loutstana: During December 
capital was increased from $530,000 to 
$610,000 and $20,000 contributed to sur- 
plus through the sale of additional stock 
at $12.50 per share, par value $10 per 
share. 

Automobile Club Insurance Company, 
Columbus, Ohio: On December 31 capital 
was increased from $218,400 to $222,000 
and $3,600 contributed to surplus through 
the sale of additional stock at $20 per 
share, par value $10 per share. 

Bankers Fire and Marine Insurance 
Company, Birmingham, Alabama: On 
March | capital was increased from $525,- 
000 to $546,000 through the distribution 
of a stock dividend and on September 1 
capital was increased to $696,000 and 
$150,000 contributed to surplus through 
sale of additional stock at $10 per share, 
par value $5 per share. 

Bituminous Casualty Corporation, Rock 
Island, Illinois: Early in the year the 
par value of shares was reduced from $25 
to $12.50 per share and the amount of 
shares outstanding increased to 80,000 
shares through a two for one stock split. 

Cale — American Insurance Com- 
pany, New York, New York: On January 
10 cee was increased from $800,000 to 
$1,000,000 through the distribution of a 
stock dividend. 

Beacon National Insurance Company, 
Wichita Falls, Texas: Early in the year 
capital was increased from $100,000 to 
$200,000 through the sale of additional 
stock at par, $10 each. 

Casualty Underwriters, Inc., 
Minnesota: In December capital was in- 
creased from $500,000 to $550,000 and 
$100,000 contributed to surplus through 
the sale of additional stock at $30 per 
share, par value $10 per share. 

The Cincinnati Insurance Company, 
Cincinnati, Ohio: On April 1 capital was 
increased from $300,000 to $330,000 
through the distribution of a 10% stock 
dividend and further increased on Decem- 
ber 31 from $330,000 to $400,000 and $87,- 
500 contributed to surplus through the 
sale of additional stock at $45 per share, 
par value $20 per share. 

Colorado Insurance Company, Boulder, 
Colorado: On December 10 capital was 
increased from $275,000 to $300,000 
through the distribution of a class “B” 
stock dividend. 

Combined Insurance Company of Amer- 
ica, Chicago, Illinois: On September 30 
capital was increased from $700,000 to 
$1,000,000 through the distribution of a 
stock dividend. 

The Continental Insurance Company, 
New York, New York: At year-end - 
tal was increased from $25,000,0( 8) 
$33,264,955 through an exchange of sh 5 
of Firemen’s Insurance Company of 
Newark, N. J. (17 shares Continental for 
every 20 Firemen’s). 


St. Paul, 


Cotton Belt Insurance Company, Inc., 
Memphis, Tennessee: On December 31 
capital was increased from $250,000 to 
$270,000 and $10,000 contributed to sur- 
plus through the sale of additional stock 
at $150 per share, par $100 per share. 

Eastern Casualty Company, Tarrytown, 
New York: On March 22 capital was 
reduced from $136,919 to $39,014 by 
recalling all class “A” stock ($5 par) 
and issuing 10,000 shares new class “A” 
stock ($1 par) and exchanging 7,904 
shares new class “A” stock for 15,808 
shares of old class “B” stock. Capital 
was then increased to $325,486 through 
sale of class “A” stock at $1.40 per share. 

Empire Fire and Marine Insurance 
Company, Omaha, Nebraska: On Decem- 
ber 31 capital was increased from $300,000 
to $451,200 and $36,553 contributed to 
surplus through the sale of $25 par value 
stock at a premium. 

Exchange Casualty 
pany, Chicago, Illinois: On May 24 capi- 
tal was increased from $300,000 to $350,- 
000 through the distribution of a stock 
dividend. 

Export Insurance Company, New ‘ork, 
New York: On March 15 capital was in 
creased from $700,000 to $1,009,000 
through an increase in par value of shares 
from $7 to $10 per share. 

Federal Insurance Company, Holland 
Township, New Jersey: During the year 
capital was increased from $10,800,000 to 
$12,351,664 through the exchange of 387, 
916 shares for 96,979 shares of Colonial 
Life Insurance Company of America, 
East Orange, New Jersey. 

Fidelity Insurance Company, 
South Carolina: On June 1 capital was 
increased from $47,350 to $50,100 and 
$1,375 contributed to surplus through the 
sale of additional stock at 1% times par, 
$1 per share. On June 30 capital was 
again increased, from $50,100 to $52,581 
through a stock dividend. 

First National Casualty Company, 
Fond du Lac, Wisconsin: On June 7 
capital was increased from $100,000 to 
$200,000 through the distribution of a 
100% stock dividend. 

Florida Home Insurance Company, 
Miami, Florida: On December 20 capital 
was increased from $509,000 to $525,000 
through a 5% stock dividend, 

General Fire and Casualty Company. 
New York, New York: In Tune capital 
was increased from $1,000,000 to $1,200, 
000 through a stock dividend. 

Georgia Casualty and Surety Company, 
Atlanta, Georgia: On December 31 capi 
tal was increased from $504,275 to $539, 
325 and $175,250 contributed to surplus 
through the sale of additional stock at $30 
per share, par value $5 per share. 

Globe Life & Accident Insurance Com- 
pany, Oklahoma City, Oklahoma: On 
February 26 capital was increased from 
$100,000 to $250,000 through the distribu 
tion of a stock dividend. 

Government Employees Insurance Com 
pany, Washington, D. C.: On February 
27 capital was increased from $2,554,200 
to $2,669,139 throvgh the distribution of 
a 414% stock dividend. 

Great Central Insurance Company 
Peoria, Illinois: On December 30 capital 
was increased from $800,000 to $1,000,000 
through a 25% stock dividend. 

Gulf Insurance Company, Dallas. 
Texas: On March 4 capital was increased 
from $2.750,000 to $3,000.000 through the 
distribution of a stock dividend (1 new 
share for every 11 held) 


(Continued on page 94) 
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The *5,000 phone call 


“Hello, hello—Tulsa, Oklahoma calling . . .” 

All at once, one of the American International Under- 
writers staff in New York was talking with an Oklahoma 
insurance agent. 

“One of my oil drilling clients,” said the Oklahoman, 
“is starting operations in Afghanistan. I’m trying to 
locate a market for his insurance. Friend of mine who 
knows AIU suggested .. .” 

“We can handle it,”’ said the AIU man. “The informa- 
tion we need from you is just about the same as for 
Comestic coverage .. .” 

And that first year, the Oklahoma agent’s income was 
increased by more than $5,000! For AIU provided his 
client with policies covering workmen’s compensation, 
contractors general liability, automobile liability, con- 
tractors equipment coverage and everything else he 
needed for full protection. 

Notice this additional fact about that phone call. It 
was easy for the Oklahoma agent to arrange full cover- 
age of Afghanistan risks for his American client. But he 


didn’t even have to call New York—he could have called 
any of the nearer offices listed below. 

In addition, AIU has world-wide facilities for on-the- 
spot claims adjustments and other service. 

American investments abroad amount to over 
$22,000,000,000—with some of the insurance coverage 
on it almost certain to be in your own home town. You 
actually ‘“‘competition-proof” your present accounts 
when you insure their overseas risks through AIU. 

You'll find it good business to call the AIU office 
nearest to you — in New York, it’s DIgby 4-9200. Ask 
for Dept. C. 

ee, 

Ctx NI} AMERICAN 

: / INTERNATIONAL 

ALU UNDERWRITERS 


Boston - Chicago - Dallas - Denver - Detroit - Houston 
Los Angeles + Miami New Orleans New York 
Portiand + San Francisco + Seattle + Tulsa » Washington 
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Northland Insurance Company, St. 
Paul, Minnesota: On June 10 capital was 
increased from $200,400 to $400,000 
through a 100% stock dividend. 

Qito Security Insurance Company, 
Hfamilton, Ohio: During the year capital 
Was increased trom $221,110 to $263,510 
and $42,400 contributed to surplus through 
sale of stock at $20 per share or twice par. 
On August 29 capital reduced from $263, 
510 to $131,755 through change in_ par 
value from $10 to $5. Capital was later 
increased to and $3,000 con 
tributed to surplus through sale of stock 
at $20 per share, par value $5 

Oregon Com- 
pany, I’ December 
6 capital was increased from $500,000 to 
$1,000,000 through the sale of additional 
stock at par, $100 per share 

Pan clmerican 
Hlouston, Texas 


$132,755 


lutomobile 
rtland, 


Insurance 
Oregon: On 


Insurance Company, 
On September 11 capi 
tal was increased from $600,000 to $700, 
QUO through the sale of additional 6% 
cumulative preferred stock at $100 par. 
Risk Insurance Company, 
Arkansas: On April 2 capi- 
tal was increased from $113,261 to $120, 
584 and $80,504 contributed to surplus 
through sale of additional stock at 
ver share, par value $1 per share. 

Public National Insurance Company, 
Viami, Florida: On September 5 capital 
was decreased from $1,000,000 to $500,000 
through the reduction in par value of 
shares trom $2 to $1 per share. Earlier 
in the year the par value of shares had 
heen reduced from $5 to $2 by a 2% for 
1 stock split. 

Public Service Insurance Company, 
ort Hayne, Indiana: On December 31 
capital was increased from $216,302 to 
$217,615 and $2,626 contributed to sur- 
plus through the sale of additional stock 
at $3 per share, par value $1 per share. 

Reserve Insurance Company, Chicago, 
[llinois: On March 26 capital was in 
creased from $400,000 to $500,000 through 
the distribution of a 259% stock dividend. 

Rochdale Insurance Company, Phila 
delphia, Pennsylvania: On September 16 
capital was increased from $375,000 to 
$1,000,000) and $1,025,000 contributed to 
surplus through the sale of 6,250 common 
shares at $260 per share, par value $100 
per share. $75,000 was contributed to sur 
plus on January 15 \ll outstanding 
shares, except for directors’ qualifying 
shares, are owned by Co-operative Insur 
ance Society, [.td., Manchester, England 


Preferred 


thorulloe 
adyellewvule, 


$15 


_~ Booth,Potter,Seal & Co. 


Public Ledger Building 


Philadelphia 6, Pa. 


ON INDEPENDENCE SQUARE 


REINSURANCE 


St. Paul Fire and Marine Insurance 
Company, St. Paul, Minnesota: On Sep- 
tember 15 capital was increased from 
$20,000,000 to $23,000,000 through the 
distribution of a stock dividend and by 
year end to over $25,567,156 through an 
exchange otf shares (1.39 for 1) of West- 
ern Life Insurance Company, Helena, 
Montana. 

Security Insurance Company of New 
Hlaven, New Haven, Connecticut: On 
November 29 capital was increased from 
$3,490,000 to $3,594,700 through the dis 
tribution of a stock dividend 

Select Insurance Company, Dallas, 
Texas: On December 1 capital was in- 
creased from $250,000 to $1,000,000 
through the sale of additional stock at 
par, $10 per share. 

Southern General Insurance Company, 
Atlanta, Georgia: At year end the par 
value of shares was reduced to $1 per 
share and the sale of 443,030 shares at 
$2.75 per share produced additional capi- 
tal ot $443,630 and additional surplus 
tunds ot $776,352. 

Southern Home Insurance Company, 
Greer, South Carolina: During the year 
capital was increased from $300,000 to 
$400,000 and $150,000 contributed to sur 
plus through the sale of additional stock 
at $25, par value $10 per share. 

Standard Life & Accident Insurance 
Company, Oklahoma City, Oklahoma: On 
September 16 capital was increased from 
$300,000 to $400,000 through the distribu 
tion of a stock dividend 

State lire and Casualty Company, 
Viami, lorida: On May 14 capital was 
increased from $450,000 to — $500,000 
through the distribution of a stock divi 
dend (50,000 Class “A” non 
voting common stock, par value $1 per 
share ). 

Town and Country Insurance Company, 
Oklahoma City, On December 
31 capital was increased trom $50,560 to 
$60,538 and $10,537 contributed to surplus 
through the sale of additional stock at $20 
per share, par value $10 per share. 

Underwriters Insurance Company, Chi 
cago, Illinois: On June 27 a contribution 
of $200,000 was made to surplus by stock 
holde rs. 

United States Casualty Company, Nex 
York, New York: On April 17 capital 
was increased from $1,000,000 to $2,000, 
QOO through an increase in par value of 
shares (common and preferred) from $2 
to $4 per share. 


shares of 


Oklahoma 


Universal Security Insurance Company, 
Vemphis, Tennessee: During March $15, 
000 was contributed to surplus by the pres 
ent stockholders. 

Wabash lire 
Company, Indtanapolis, Indiana: On May 
31 capital was increased from $1,320,960 
to $1,333,333 and $136,103 contributed to 
surplus through sale of additional stock 
at $12 per share, par value $1 per share. 
Later the same day capital was increased 
to $1,400,000 through the distribution of 
a stock dividend. 


and Casualty Insurance 


Washington General Insurance 
ration, York, New York: During 
November capital was increased trom 
$1,150,000 to $1,300,000 and $150,000 con 
tributed to surplus through the sale of 
15,000 shares each of common and pre 
ferred stock at $10 per share, par value 
$5 per share. 

The Yorkshire Insurance ( mipany of 
New York, New York, New York: On 
June 27 a contribution of $2,000,000 was 
made by its sponsor, The Yorkshire In- 
surance Company, Ltd. York, England. 


( orpo 


NU pecs 
Vea 
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Today's 
Leadershi 


Needs 


J. EDWIN LARSON 


State Treasurer and 
Insurance Commissioner 


Florida 


HE PRESENT-DAY ECONOMIC 
{ a places great responsi 
bilities upon management. It has 
heen repeatedly demonstrated that, 
the individuals who 
placed in positions of direction are 
carefully trained, the entire enter- 


unless are 


prise is likely to collapse. 


Particularly in Insurance 


We find this particularly true in 
the insurance world where manage- 
ment is dealing with a highly com- 
plex product designed to cover such 
a myriad of circumstances related 
to human life and property. In 
Florida, we have been fortunate in 
not having experienced the _first- 
hand knowledge of really bad insur- 
ance company management which 
some states have had the ill fortune 
to experience. 

We do know though that it does 
not take long for a company to run 
into trouble if it pursues a shaky 
course under bad direction and lead- 
We know also that within 
the American system of society the 
manager is recognized, not only as 
a business leader, but he is also 
sought after to direct social and po- 
litical activities. 


ership. 
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\What are some of the responsi 
bilities of management if it is to 
carry out its assigned functions: 

(ne of the primary responsibil 
ties of a board of directors is for 
each of them individually to recog 
nize immediately the tremendous re 
sponsibility. which has been vested 
thei 


takes all sorts of pet ple to keep the 


in them by stockholders. It 


One 


himseli wl 


business of the world moving 
look aftet 
could not guide others, and his place 


man can 10 
is an important one in life. It so 
happens that 


trusted with responsibility for man- 


those who can be 
aging, organizing and dispatching 
business are less numerous than the 
average run-of-the-mill individual. 


Services Eagerly Sought 


Ihe services of these persons are 
sought more eagerly. No depart 
ment or business. will 
run itself efficiently without a leader. 
-ven an orchestra with a skilled per 


industry or 


former in every seat must have a di- 
lead. The greater the 
music played, the greater the need 


rector to 


for a man who will be responsible 
for keeping them all in harmony. 
What fits a man to accept respon 
sibility ? He has to have intellectual 
ability, knowledge of men, imagina- 
tion, energy, enthusiasm, quality of 
prompt decision, and a personality 
that wins people to do his will. It 


is said that an army of sheep led by 
a lion could defeat an army of lions 
led by 4 sheep. 


Must Set the Example 


have 
achieved maturity already and have 


Directors of a company 
indicated that they are capable of 
iccepting otherwise 
not have 
But theirs 
is the task of seeing that the best 


responsibility, 
would 
chosen them as directors. 


their stockholders 


possible management is practiced at 
all times. 

Of course, we recognize that there 
are two sorts of responsibility in 
business: the sense of responsibility 
of the man who is on the way up, 
and the sense of responsibility of the 
man \s he pro 
gresses In years and position, a man 
develops a 


who has arrived. 
feeling of general re- 
sponsibility instead of a spirit of 
private adventure. One of the pri- 
a director is that of 
selecting executives to 


mary duties of 
manage his 
company and there are at least three 
ways in which an executive can 
prove his capacity for bearing the 
type of responsibility desired. These 
are: 


1. He should accept accountability 
for his actions. 

2. He should demonstrate his de- 
pendability with reference to things, 


(Continued on the next page) 
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Leadership Needs 
particularly money, commodities or 
1“ alec \ i ii y 

tasks assigned him 

3. He should show competency to 


act on general instructions without 
detailed guidance 

a social being, 
relations with 
his exist- 


as such has 


The executive is 
depending upon 
other human beings tor 
ence and happiness, and 
society as well as 

\ll of us have 


responsibilities to 
| 


his day’s work 


obligations, many or few, high or 
low, according to our talent or posi- 
tion. An executive's greatest skills 
and his most profound knowledge 
can just as likely lead to failure as 
to success unless the balance wheel 
of social responsibility is attuned to 
his environment. This means that 
the executive must keep in touch 
with his giving all 
with whom he comes in contact a 
square deal. A responsible executive 
does not center the universe in him- 


surroundings 


self and relegate every other living 
soul to playing bit parts in the per- 
sonal drama of his life. 

Since one of the director’s pri- 
mary responsibilities is that of se- 
lecting good executives to manage 
his company, let us review a few 
pointers for which to look in the 
selection of this manager-type indi- 
vidual. 

The tasks of selecting those who 
are to be future business leaders is 
the real problem insofar as top man- 





agement is concerned. We recog- 
nize that there are relatively few 
who have the qualifications for top 
What are directors to 
look for in the candidate for execu- 
tive positions? What do they ex- 
pect of executives? Simply put, ex- 
ecutives are required to make de- 
cisions and assume responsibilities. 


positions. 


AZARDOUS 


No, we don’t insure 
Swiss mountain climbers-but 
we do have the finest cover- 
age you can get on these 
items, to name just a few: 


But, in the case of an insurance 
company, the executive also is re- 
quired to select, train, and guide 
subordinates and give counsel to a 
board of directors, a president and 
other executives. To fulfill his func- 
tion completely, the executive must 
have various capabilities. He must 
also have the industry and integrity 
to apply these abilities to the job 
he holds and the company that em- 
LONG HAUL TRUCKS * i ipaoe 
PRODUCTS °* GENERAL LIABILITY 

BUTANE ° TAXICABS 


ANHYDROUS AMMONIA 


BUSSES 








Three Qualities 





These three qualities—ability, in- 
tegrity and industry—are the essen- 
tial elements of the business leader. 
Let’s take these one by one and de- 
termine just what we mean by each. 
Ability: This encompasses in- 
telligence, professional skill and 
leadership. It is seldom neglected 
in selecting executives. More often, 
it is improperly made the sole basis 
for selection. This over-emphasis is 
a natural one. Ability can be identi- 
fied even more readily than can 
either integrity or industry. Cer- 
tainly, quick perception, good mem- 
ory, and analytic ability—proponents 
of intelligence—are important ex- 
ecutive qualities, as the ability to 
make decisions and guide subordi- 
nates are components of leadership. 
Any company is justified in deter- 
mining promptly if the candidate for 
a position can do the job. The com- 
pany leader, however, should be well 
aware that the lack of integrity can 
negate the greatest talent, and an 
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executive's failure to apply himself 
gives his ability no value to the 
company that employs him. 

2. Integrity: Essentially integrity 
includes honesty and a sense of re- 
sponsibility. The virtue of integrity 
encompasses not merely trustworthi- 
ness but the intellectual sincerity 
that results in independent thinking, 
impartial judgment and free expres- 
sion of ideas. Responsibility can be 
seen most easily through loyalty to 
the company, but civic interests and 
standards of personal respectability 
are equally important in assessing 
this aspect of integrity. Integrity is 
difficult to appraise, but it is of ut- 
most importance to any organiza 
tion. 


When Integrity Fails 


Certainly more damage has been 
done in American business by ex- 
ecutives lacking this quality than by 
any deficiency in ability or industry. 
Many companies fail to achieve ex- 
cellent management because of the 
presence on their executive staff of 
officers whose moral reliability is 
questionable. Firms that participate 
in rebates and kickbacks or that mis- 
lead the public in advertising and 
which produce without regard to the 
effect of their production on distrib- 
utors or the public, do so because of 
failures in integrity on the part of 
their leaders. A company which 
fails to appraise executive integrity 
risks more than just hiring a few 
poor executives. It endangers the 
entire moral health of the company. 

3. Finally, Industry: This con- 
sists primarily of diligence and in- 
itiative. It is visible in some form, 
in almost all candidates for advance- 
ment. Diligence, however, includes 
not only willing perseverance but 
efficient attention to tasks as each 
task merits it. A preoccupation for 
details, the inability to relegate 
minor jobs to their proper position, 
or misdirected efforts can have the 
same poor results as that of sheer 
indolence. Initiative, resourceful- 
ness and the forward-looking desire 
to achieve is less tangible than other 
components of industry, but its ab- 
sence clearly removes a man from 
consideration for leadership. 

In the modern company organiza- 
tion, teamwork among top manage- 
ment personnel has grown to be a 
quality of industry which has gained 
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Watch for the man with... 
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The “TEST OF TIME’ is important! 


The 


BUFFALO INSURANCE COMPANY was 


established more than 90 years ago. 
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and 
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in importance. The enthusiasm and 
sustained devotion of key executives 
have an effect throughout the or- 
ganization. Their presence can in- 
still the same qualities in others 
more markedly than can the pres- 
ence of ability or integrity. For this 
reason real industry can become a 
dynamic force for corporate prog- 
ress. 

Since insurance is a highly techni- 
cal business and one which operates 
best under the hand which possesses 


experience and familiarity with each 
minor detail, it might be wise for a 
company to choose, wherever pos- 
sible, executives from within its own 
organization. Only when a high de- 
gree of specialization or unrelated 
experience is required, not presently 
available within the organization, 
should an executive be drawn from 
outside the company. 

This does not mean that new ex- 
ecutives should never be brought in, 


(Continued on the next page) 
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or that advancet 


P sa 
should be 


ment 
particularly 


panies. It possible 
make all repla rom. men 


prepared as suc ompans 


development program, but execu 


tives and potent utives should 


know generally w ‘y are and 
where they can expe vo. They 


contide election on 


must be 
any level is decid careful evalu 


ation and honest appraisal of indi 
vidual merit 

From the company’s point of 
view, employing the executive from 
without 
the 


it adds the need to instill company 


means selection chiefly on 


basis of report | performance. 


lovalty and morale in con 


pany prac 


tices, as well as the ce velopment of 


working relationships. Dislocations 
in the flow of authority and mistrust 


in job frustration present em 


plovees can stet m selecting an 
outside executive when capable men 
are to be found within the organiza 
tion. 
The 


vancement and of 


mechanics secutive ad 


made clear by such means as chart 
neement posst 


bilities of the executive staff. A 


management 


ing the potential 


~emploved by 
some companies, job imecom- 
petence, their anticipated tenure in 


othice, 


position, 





MW 


motion can be 


and their possible successors. These 
‘an help instill competence and in- 
Job ad 


vVancement potentials provide a mo 


centive amone executives. 
tivation for good performance that 


cannot be equaled by any other 


means 


Personnel Function 


lhe personnel function 1s a top 
level responsibility. The personnel 
director 1s a member of the top man- 
He is also in close 
contact with all lines of staff work. 


agement team. 
n too many companies, personnel 
is a third level department and per 
forms only the responsibility of fill- 
ing a routine office where there are 
chance openings. The training of 
personnel specialists in interviewing, 
psychological testing, and 


ality 


person- 
evaluation are ignored where 
they might be most valuable—in the 
area of executive selection. 
Selective management is, of 
course, a proper function of a board, 
president, or division head, but it 
can be done best with the close help 
of a skilled and objective personnel 
\ qualified personnel di- 
rector should be given not only the 
proper responsibility and authority 
to ad in management selection, but 


Manager, 


he should also be the guidance that 
can import the organization's needs. 
He should play a major role in de- 
veloping the management inventory 
which I just mentioned in projecting 








PACIFIC EMPLOYERS 


a company’s executive requirements 
for the future. 

Since we have mentioned that the 
stockholder has only his directors to 
look to, it is entirely proper that the 
director should possess a sense of 
justice and he should try to exercise 
his best judgment at all times. 

The man responsible for the work 
of others must be alert to see that 
no one 1s wronged by injuries or de 
prived of benefits. A broad-minded 
director will take a tip from Genghis 
Khan who rode with one of his gen- 
defeated in battle, over the 
scene of the action, asking him what 
had happened and pointing out the 
mistakes he had made. 


erals, 


will waste little 
time in finding fault, but rather they 
will spend much time in making sure 
that their constructive and 
forecast can be of assistance, so that 
future 
\t the same time 
they are not so generous as to for- 
get to be just, for in pardoning of 
offenders too much they might do 
wrong to non-offenders. 

It has been said, that the willing- 
ness and the ability to exercise judg- 
ment in time of need, like the aware- 
ness of immediate situations, is 
inseparable from the concept of re- 
sponsibility. But few are both capa- 
ble of expert judgment and ready to 
run the risk of decision. 


(;00d directors 


review 


there will be a minimum of 
similar mistakes. 


To assist judgment, the responsi- 
ble man calls upon experience. He 
wilt be required frequently to travel 
unmapped trails, and must lay his 
own course without aid of chart or 
compass. Whenever there are aids 
telling other men 
failed in similar circumstances, the 
company director will use 
them. He must keep one eye on the 
lessons of experience, and the other 
on conditions as they exist around 
him at this minute. 

Directors 


available, how 


FOr «| 


and executive officers 
of any business in this modern age 
of keen competition need absolute 
power and authority to carry out 
their respective duties, once they 
have been conceived in good judg- 
ment and planned with care. For no 
matter how high a man climbs in 


the professions or in business, he 


will remain responsible for getting 
things done. He cannot, even if he 
would like to, delegate that responsi- 
bility to another. 


INSURANCE COMPANY 
Victor Montgomery, President 
le). | Mel s ile tm cehw V ciiasy 
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JAMES DEMPSEY, 
Counsellor at Law, 
Peekskill, New York 


URING THE COURSE of the in 
| ernie of bottled gas tanks, 
an explosion occurred a few years 
ago in Brewster, New York. Among 
others who were injured in the 
ensuing holocaust, was Lina (suarn- 
sey, a waitress in her early forties. 
Although her clothing was com 
pletely burned from her body, she 
did not become immediately uncon- 
scious. She walked from the scene 
of the explosion and subsequent fire, 
a distance of several hundred feet to 
a nearby house. Her naked body 
was so charred and blackened that 
people who saw her could not tell 
whether she was a man or a woman. 
A lady who came to the door fainted 
when she saw Lina Guarnsey stand- 
ing on the porch. 


Died After Two Hours 


En route to the hospital, the am- 
bulance had been the 
Guarnsey family physician for years, 
did not recognize her, and he in- 
quired as to the identity of the 
patient. Lina, herself, replied : * Doc- 
tor, don’t you know me? I am Lina 

Lina Guarnsey.” 


doctor who 


In the hospital 
she was promptly submerged in viol- 
let gentian and given the best possi- 
ble emergency ministrations. After 
two hours of agonizing pain, she 
lapsed into unconsciousness. 
hours later she died. 


Two 


The defendants conceded liability ; 
the only issues for the jury were 
the assessment of damages in the 
action for wrongful death and in the 
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The Rising Tide of Verdicts 


action for conscious pain and sutter 
ing betore death. 

In his summation, plaintiff's trial 
counsel suggested that a juror might 
ignite a match in the jury room; that 
he might hold a finger above the 
match just far enough away from 
the flame so that the juror would not 
suffer any burn whatsoever. Counsel 
then asked the juror to multiply the 
pain of that slight contact with an 
exposed flame by the number ot 
square inches upon the human body 
and then to multiply that pain by 
three, since the burns suffered by 
lina Guarnsey third 
degree burns through all the layers 
of the skin to the underlying flesh. 


were mostly 


Exactly the Same 


trial counsel asked 


the Court to charge the jury that in 


Defendant's 


assessing damages for conscious pain 
and suffering during the period be- 
tween an accident and a demise, the 
jury should not consider the fact 
that the victim had died at the end of 
the ordeal; that the damages would 
he exactly the same if the victim had 
completely recovered at the end of 
the period of suffering as if the vic 
tim had succumbed to the calamitous 
mnpact. 

The jurors brought in a verdict of 
$10,000 for two hours of conscious 


pain and suffering. An appeal was 





| "2 CAL. 
t. |, Box 55 
HENRY DIMLING | Phone Bishop 245 
INSURANCE ADJUSTERS | POMONA, CAL. 
24-hour service—companies | 2270 Laurel Ave. 
only—All lines Phone 
LY¥coming 9-9023 
Home Office 


VENTURA, CAL. 
3505 W. éth Street | 304 South Jordan 
Los Angeles 5, Calif. Phone 
Dunkirk 8-9611 Miller 3-1527 














taken to the Appellate Division of 
the Supreme Court of the State of 
New York where the sole question 
raised was the excessiveness of that 
verdict. By a divided Bench, the 
\ppellate Division reduced the judg- 
ment from $10,000 to $5,000, and 
ordered a new trial unless the re 
duced amount was accepted by the 
plaintiff.!. During the pendency of 
trial a_ settlement 
reached between the parties. 


the new was 
it is 
\ppellate Judges are better able 


to evaluate 


| have often wondered how 


] 
abs 
that 


human suffering than 


trial jurors. True, they are, to some 
extent, in an ivory tower and their 
sole contact with the litigants 1s from 


the written record. They are not as 


mnpressed by, or as susceptible to, 
oral argument as jurors. Judges en 
deavor to reach their decisions dis- 
passionately, while jurors have been 
suspected, and frequently accused, of 
compassion. 

We all indi 
viduals react ditferently to pain-pro- 
stimuli than others. Dr 


Libman, one of the 


know that certain 


ducing 

manuel 
foremost clinicians of our time, has 
recently made extensive tests as to 
the reactions to pain, by palpation on 
the mastoid and stvloid processes. 
\s a result he found that some peo 
ple are norimo _ that is, their 
reactions to pain are normal; that 
others are that 1s, 


SCOUSUTT 


hy per-sensitive, 
T page 


| Norton v. Phillips Petroleum Co., 262 App 
Div N.Y 881 However, a New York jurv 
gave $6,560 for forty-eight hours of pain. (Green 
held v. Novick, et al. Supreme Court, New York 
County #10274/1952 (1954 In the U. § 
District Court a jurv awarded $40,000 for ten 
hours of conscious pain Naylor v. Isthmian 
Steamship Co., 94 F. Supp. 422; reversed but 
- on grounds of excessiveness, 187 F. 2nd 
138) 
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Legal Spotlight 
that they erance to pain 
and react pain-producing 
stimuli; that others are /ypo-sens 


five, that can endure 


pain someti st to the point 
of Immunization 
Does it follow that the reaction of 


, 1 
Judges or jurors in the 


monetary 


evaluation of hu pain and suffer 


ing, will vary in direct proportion to 
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one's normo-sensitivity, hyper-senst- 
tivity, or hypo-sensitivity to pain 
producing stimuli? Is pain something 
which certain people can evaluate 
more accurately than others? Does 
a doctor, who has daily contact with 
people who are suffering, have a 
greater appreciation for the agony 
manifest before his eves than an in 
dividual who is subjected only in- 
frequently to another's torture and 
torment? It has always impressed 
me as interesting that doctors, when 
they wish to describe pain of the 
utmost 
quisite 


severity, refer to it as ex- 


The Courts 


As presently constituted and ad- 
ministered, our Courts have been 
called counting houses, trading posts 
and adjustment bureaus. It is quite 
the vogue today to observe that they 
are outmoded and antiquated, and to 
advocate drastic revision, renovation 
and reform. In New York, since 
no major changes have been effected 
in over one hundred years, a Com 
mission has recommended a consti 
tutional amendment to streamline the 
entire judicial system. 

Some eminent and prominent 
members of Bench and Bar propose 
the abolition of jury trials in negli- 
gence actions. This has been done 
under the pretext that there is far 
too great delay in the jury trials of 
tort issues, particularly issues in- 
volving accidents, but 
there is the implication that a trial 
without a jury would not only be 
more efficiently conducted but would 
result in more even-handed justice. 

By their advocacy of this revolu- 
tionary reform, they are inferring 
that one skilled in the law is better 
able to reduce into dollars and cents 
the price which should be imposed 
upon another whose negligence has 
caused a personal injury or death. 
Is a Judge in a better position to 
say, dollarwise, what a human suf- 
fers from physical injuries than the 
juror who comes into Court from 
all walks of life just as determined 
as is the Judge to see that justice is 


automobile 


done between the parties? 

| do not wish the inference to be 
created that I believe that Judges are 
less liberal in the assessment of dam- 
ages. Experience in the Court of 
Claims of the State of New York 


has shown that the ] udges who pre- 
side over that Court, always without 
jurors to decide any of the issues, 
have had many of their decisions re- 
duced by other Judges upon Appel- 
late Courts, upon the ground of 
excessiveness. Recently, in an action 
in Bronx County against the City 
of New York, where only one in 
jury was involved and where the ad 
damnum contained a prayer for an 
award in the sum of $200,000, the 
Court, without a jury, found a ver- 
dict in favor of the plaintitf in the 
sum of $190,000. 

Bacon, in his Essay of Judicature, 

declared : 
“Judges ought to be more learned 
than witty; more reverend than 
plausible; and more advised than 
confident. Above all things, integ- 
rity 1s their portion and proper vir- 
tue. Patience and gravity of 
hearing is an essential part of jus- 
tice; and an over-speaking judge is 
no well-tuned cymbal.” 

The province of our Judges has, 
in the past, been usually devoted to 
issues of law. If we delegate to the 
Judges the final determination of ts- 
sues of fact, it will be but a short 
step from that point to a tribunal or 
administrative body, following fixed 
formulae as to kinetics, logistics, and 
the laws of physics with respect to 
momentum, inertia and velocity, in 
an effort to 


make law an exact 


science. It will then be only one 
more step to the cataloguing and 
proscription of damages within fixed 
limits. 

Can the simplicity of the old Mo- 
hammedan code of “an eve for an 
eye, or a limb for a limb” be dupli- 
cated in this country by any iron- 
clad yardstick that an eve or a limb 
is not worth anv more than a cer- 
tain given amount ? 


Pre-Trials 


that 
collection 


It is about time 
ceased to be agents for 
claimants. Frank conferences in ad- 
vance of trial between Court and 
counsel have very decided advan- 
tages. The wheat can be separated 
from the chaff. As the result of such 
conferences, 


Judges 


cases can often be set- 
tled or assigned to lower tribunals 
in conformity with the stake at issue. 

In the City of New York less than 
9% of all cases on the Supreme 
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Court calendar ever reach the ver- 
dict of the jury Pre-trials here 
follow two distinct courses. In the 
pattern usually employed, the Justice 
endeavors to expose to the plaintiff 
the weakness in the plaintiff's case 
and to the defendant the weakness 
in the defendant's case, in an effort 
to get both parties to a median 
point of settlement. In the Federal 
courts the same psychology is in- 
voked, but if settlement is not ac- 
tually effected the Judge endeavors 
to simplify the issues by getting both 
sides to stipulate facts which are not 
In controversy. 

The pattern followed in pre-trial 
is either to have the defendants pay 
some money to the plaintitfs or to 
have the case marked for trial. 
Never, never, or as Gilbert) and 
Sullivan might say, “Hardly ever,” 
do we hear of a case discontinued 
or dismissed without some payment 
of money as the result of a pre-trial 
conference. Certainly, all litigation 
is not meritorious. The same fight- 
ing words which echoed through 
this country about a centurv and a 
half ago in our war to drive the 
pirates off the seas, “Not one cent 
for tribute,” could well be employed 
today to drive the money-changers 
out of the temples of justice. 


Helping the Plaintiff 


The pressure in pre-trial, the heat, 
is always directed at the defendants. 
\fter hearing both plaintiff’s and 
defendant’s counsel upon the facts 
and the law, how often have you 
seen a Judge look a plaintiff's attor- 
ney squarely in the eve and say: 
“Counsellor, you have no case. Why 
not discontinue ? Why not take a 
dismissal without costs?” Contrari- 
wise, when the Judge reaches the 
conclusion that the plaintiff has no 
case, he invariably turns to the de- 
fendant’s attorney and says: “Coun- 
sellor, you probably will win but it 
is going to cost vou some money, 
perhaps $500, $1,000 or $1,500 to 
defend this case. You are not here 
upholding any principle. You are 
here only to save money. Put your 
trial expenses on the line and settle 
the case.” 

The position of defendants in pre- 
trial conferences is somewhat anal- 
ogous to the position of employers 
in labor negotiations. Union lead- 


tr 
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BBal-meolen s-15 
owns it now 


When your clients ship, title passes, 
and their credit risk begins 


It is sound for your client to insure his product while he owns it. 
It is equally sound for him to insure it when his customer owns it 
...and owes him for it. Aggressive executives are completing their 
program of protection by insuring their accounts receivable. They 
are completing the link between capital risked and profit realized. 


Who will tell your clients 
about credit insurance? 


Our file folder prepared especially for insurance agents and 
brokers contains information you can put to good use. Write 
AMERICAN CREDIT INDEMNITY COMPANY of New York, Dept. 31, 
300 St. Paul Place, Baltimore 2, Maryland. 

| lient’ 
Complete your client's 
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with 
American 
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AUTO RATE REVISIONS 


REVISED AUTOMOI! 
surance rates {o1 mimercial 


Mississippi by the 


Bureau of Casual 


Cars 
National 
nderwriters 
Phe 


rates for au 


Hled In 


became effective December 18 
Bureau also revi 
tomobile liability insurance policies 

“Divi 
sion 1” for public 
livery and taxical trective the 


written on a payroll basis for 
garage 
same 
date 


The commercial te changes 
result in an average statewide in 


16.1% to odily 


and property dan Ag combined T ic 


crease of WyUr 


garage rates are increased an aver 


age 19% statewide bodily inyury 


and 


property combined. 


There are also changes in minimum 


premiums. Publi i] taxical 


rates are increase 


Increased au property 


damage lability 1958 in 
Massachusetts hi 
by the National 


Underwriters ar 


announced 
of Casualty 
utual Insur 


changes 


Lie 


statewide in 


ance Rating ureau changes 
result in an average 


crease of 9.9% for private passengel 
Cars, Q 7! ( 
25% tor 


for commercial cars, 
public livery and taxicabs 
and 7% for garage and dealer risks. 

Revised automobile lability insu 
ance for commercial automo 
| 


biles in nine states and for Division 


rates 


1] garage risks in thirteen states were 
the MIRB 
1958. The statewide 
average increase in lability rates is 
S@ in Arkansas, 1% in the District 

Columbia, 20°7 in Georgia, 8% 
in Maine. 12% in Nevada, 8% 
in Pennsylvania, 1147 in Vermont 
10% in Wyoming. For New 


Mexico, an average decrease of 13% 


announced by effective 


January 14, 


and 


becomes etfective. For Division 1 
garage risks the average increase is 
11° in Delaware, 23% in the Dis 
trict of Columbia, 18% in Georgia, 
20% in Maine, 15% in Maryland, 
9°% in Nevada, 8% in New Mexico, 

in Oregon, 8% in Pennsylva- 


13° 
nia, 13% in South Dakota, 25% in 
Utah, 16° in Vermont and 14% in 


\W voming 
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. are key words of the fine Agent-Company 
relationship which has existed for more than 
238 years in the Royal Exchange organization. 


, 
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Fire, Marine 


esp ae steate eanate Se eae ele ontop 


oe 


ate hoes 


Casualty, 
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THE STATE ASSURANCE COMPANY, LTD. 
CAR AND GENERAL INSURANCE CORP., LTD. 


ASSURANCE 


2, 
PO 
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FRIENDLINESS 
and COOPERATION .. . 


¢ The Royal Exchange was first to 
go definitely on record as an 
Agency Company. 


| Kxchange 


Fidelity & Surety 


Ww 
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111 John Street, New York 
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LIABILITY RATE CHANGES 


THE NATIONAL BUREAU of Casualty 
Underwriters revisions of owners’, 
landlords’ and tenants’ bodily injury 
lability insurance rates for area and 
frontage classifications became et 
fective on December 18 and Janu 
ary 15. The states affected in De 
cember and the 
percentage changes are: 
+-10.5, District of Columbia +10.0, 
Georgia +21.2, Maryland 6.3, 
Michigan +15.0, Minnesota +16.1, 
0.2, + 19.1, 
Vermont +7.9, 
+14.0. 
+8.2, Indiana 
Massachusetts 
+87, 


average statewide 


Arizona 


Missouri 

Utah --7.1, 
\Vest Virginia 
California 


()regon 
and 
In January, 

1.20.0. 
Nebraska 


$25.0 and 


16.3; 
New Hampshire 
for Alaska, the average territory wide 
+-10.0. The 
Bureau also filed changes in manu 
facturers’ and contractors’ bodily in 
jury and property damage liability in 
eight Arkansas 
+] California +124, Maine 
Marvland +4.4, Michigan 

Montana +5.7, Nevada 
and South Carolina +1.8. 
Property damage liability rates in 
these states are adjusted to reflect 
only the effect of the estimated in 
crease in payroll resulting from the 
rule changes; 


percentage change 1s 


states as follows: 


+ 


Q 
oe 
115.0, 

- 


+5.7 


the revised rates re- 
sult in no change in present rate 
level 


W. C. RATE REDUCTON 


REVISED WORK MEN'S COMPENSATION 
rates became effective in Massachu- 
setts on December 31. The changes, 
which reflect improved experience 
and the increase to $300 of the weekly 
wages considered in computing pre- 
miums, result in an average state- 
wide reduction of about 3%. 

W.C 
ing industrv were revised in Penn- 
The 
de 


_ rates affecting the coal min- 


svlvania effective January 1. 
revisions result in an over-all 
crease of approximately 4.88%. 


GRADUATED FIRE RATES 
REJECTED 


THE TEXAS BOARD of Insurance has 
rejected graduated fire and extended 
coverage dwelling rate filings by 
seven companies. The filings, which 
were made under a new law, provide 
for lower rates on policies in excess 


of $5,000. 
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QUESTION | 


Fill in the blank space or spaces 
with the word or words that best 
complete the following statements : 
1) Liability policies usually provide 
a limit per person and also a limit 
per 


2) An insured who has a $50 de 


ductible in his policy collects $50 
when he has a $100 loss, but an 
insured with a $50 franchise clause 
collects when he has a $100 


loss. 


3) A co-insurance clause provides 
that the insured must maintain in 
force a certain percentage of insur- 
ance to _or he will not col- 
lect partial losses in full. 


4) According to most state regula- 
tory provisions, 
must be 


insurance rates 
reasonable, and 
not unfairly discriminatory. 


5) The right of the insurance com- 
pany to sue a third party responsible 
for the loss it paid to its assured 
(to sue in the name of the insured) 
is known as 


6) The terms principal and obligee 
are associated 


7) A voluntary relinquishment of a 


known legal right is known as a 


8) Many insurance policies have 
been standardized by but 


some have been standardized by cus- 
tom or by statute. 


9) Retrocession is a term associated 
with 


For February, 1958 


with the business of 


The following questions and selected answers are taken from the final 
examination given the students of the principles of insurance and 
suretyship course of the School of Insurance, N. Y. Insurance Society. 


10) Under the principal of indem 
nity, a (an) interest 1s re- 
quired by the underwriters 


Answer 


accident 
$100 
value 


adequate 
subrogation 
bonding 
waiver 

8) agreement 
9) reinsurance 
10) insurable 


inde wh — 


N 


QUESTION 2 


Most physical damage 
cover direct losses only, 
a. What is meant by direct loss? 
b. Loss caused by indirect or con- 


policies 


sequential loss can be just as costly 
to the assured. Give two examples 
of consequential losses. 

c. Define (1) salvage and (2) sub- 
rogation, and explain how they af- 


fect the cost of insurance. 
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Answer 


a. A direct loss is a loss connected 
by an unknown causal chain to the 
peril in question, without any inter 
vening necessary cause 
b. Loss of rental value: cost of ac 
quiring temporary substitute facili 
ties to replace facilities destroyed 
during period of reconstruction. 
c. 1. Salvage is the recovery made 
after a total loss from the proceeds 
of selling or otherwise utilizing prof- 
itably the physical remains of the 
article upon which the total loss was 
paid, 
2. Subrogation is the right of the 
insurer to sue any liable third party 
for damages up to the extent of his 
payment when he has indemnified 
an insured. 
Each of these lowers the cost of in 
surance by and 
hence the combined ratio upon 
which rates are ultimately based. 


reducing net loss 


QUESTION 3 


Mr. Joe Blow — stated recently 
that, ‘““The insurance business is a 
racket—nothing but legalized gam- 
bling. The insurance companies are 
making excess profits.” As a pro- 
insurance person do you 
agree with Mr. Blow? Include in 
your answer a discussion of: 


fessional 


a. Insurance vs. gambling. 

b. How pro 
mulgated in the property or casualty 
fields and three characteristics of an 
acceptable rate. 

c. Just as the American form of 
government operates through three 

(Continued on the next page) 


rates are generally 
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Quiz of Month—Continued 


divisions and 


divi- 


legislative, 
executive—so do 


judicial 


these three 


sions function in the regulation of 


insurance, Explain 


Answer 


a. Insurance is not a gamble. In 


gambling you create a risk. There 
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was no risk until the gamble was 
undertaken, Insurance is the exact 
opposite. It the risk. 
Before a person buys insurance he 


takes away 
is faced with risks of one type or 
another. After he has bought the 
insurance, there is no longer any 
risk, 
b. Rates are promulgated by the in- 
surance companies themselves. After 
a rate is agreed upon by the insur- 
ance companies it 1s presented to the 
insurance department of the state 
which accepts or rejects it. They do 
not raise or lower the rate but only 
pass judgment on its acceptability, 

Three 
are: 1) 


characteristics of arate 
It should be adequate in 
order for the companies to pay 
losses and earn a just profit. 2) It 
must be reasonable so that the buy- 
ing public is not subjected to unfair 
prices and 3) It must be non-dis- 
criminatory ; 1e., persons of a same 
class should pay the same rates. 

c. The legislative branch in the reg- 
ulation of insurance is that branch 
which 


Passes 


laws governing the 
operations of insurance—how com- 
funds, declare 
dividends, buy stock, ete. The judi- 
cial branch is the court system, They 
decide in cases of dispute who is 


pames may invest 


right or wrong, whether a company 
is liable, whether companies are act- 
ing in restraint of trade, etc. The 
executive branch sees to it that in- 
surance follows out all the decrees 
of the legislative branch and all the 
judgments of the judicial branch. 
As a professional insurance man | 
do not agree with Joe Blow. Insur- 
ance is not a racket, nor legalized 
gambling, nor are they making ex- 
cess profits. 


QUESTION 4 


The advent of homeowners _pol- 
icles has led to confusion regarding 
various terms used in connection 
with discussions of these policies. 

1. What is meant by specified peril 
policies ? 

2. How does an all risk policy differ 
from the specified peril policy ? 

3. Explain briefly what is meant by 
multiple-line underwriting. 

4. Present one argument in favor of 
and one argument against multiple- 
line underwriting. 

5. What is a binder? 


Answer 


1. Specified peril policies are those 
in which indemnity will be paid only 
for losses occurring as a result of 
perils named in the policy. 

2. So-called all risk policies—there 
are no true all risk policies—differ 
from specified peril policies in pro- 
viding indemnity against all risks of 
physical loss except as provided in 
specific exceptions. 

3. Multiple line underwriting 1s un- 
derwriting in the fields 
which were formerly reserved sep- 


several 


arately to companies with narrow 
For instance, in the old 
days, two companies, a fire and a 


pow ers. 


casualty company, would have been 
needed to cover all the perils on a 
homeowner’s or — comprehensive 
dwelling policy. Now a single com- 
pany, if it the charter 
authorized in recent law, can insure 
both fire and casualty lines on one 


has broad 


policy. 

4. a. Multiple line writing allows a 
company which is going through a 
generally bad cycle in one line to 
balance it with more favorable re- 
sults in another, thus gaining the 
advantage of the law of large num- 
bers not only in distribution of risk 
but also in distribution of types of 
risk, 

b. Multiple line underwriting de- 
mands a much broader underwriting 
experience: a strictly fire company 
may find it expensive while it is 
learning to write casualty, an indi- 
vidual who knows burglary and li- 
ability well may have trouble under- 
writing the homeowners until he 
examines the different principles in- 
volved in writing fire. 

5. A binder is a temporary contract 
of insurance setting forth the prin- 
cipal, available material on_ risk, 
period, premium, assured, and 
terms; it may be regarded as a 
record of an oral contract or as a 
contract in itself. Vance on Insur- 
ance says that a binder is not bind- 
ing unless every doubtful point in 
the contract is either made explicit, 
known by the custom of the trade, 
or determinable from facts con- 
tained in the binder or already 
known. A good underwriter, how- 
ever, regards as morally binding 
many binders in which many _ of 
these points are not finally decided. 


(To be continued ) 
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HE WORD UNDERWRITING as 
\ i d today has several different 
meanings, | believe the original use 
of the word dates back to the time 
when men of means, for a fee, of- 
fered shipowners o1 
shippers if their vessel or Cargo Was 
lost at sea. \ document was drawn 
those participating in the 
transaction affixed their 


up and 
signatures, 
of the loss 
wrote 
agreement. 
hecame known as 


indicating the percentage 


they would 
thet 


\s a result they 


assume 


they 


names under the 


underwrite VS 


Investigated Background 
| hese 


must 


underwriters of the past 


necessarily have had to make 
certain inquiries into the risk they 
No doubt they 
soundness of the 
the cargo- 
not it would be a tempt- 
ing prize for pirates ; the destination 
and Certainly 
interested in the character 


assuming, 
the 


were 
le " iked 


vessel . the 


into 
nature of 
whether o1 
course to be taken 
they were 
and ability of the captain and the 
that he had assembled. When 


all the facts were at hand, I presume 


CcCTeW 


a price was agreed upon for assum- 
ing the risk of reimbursing the ship- 
owner in the the 


vessel OT Cargo 


event ot loss of 


Modern society and the insurance 
business today are far more complex, 
| gh many of these 
assuring present 

ks. The home office 

as we know him today, 
hneans nor does he 

| personally assuming 
Ile does, 
important role in the risk assuming 
process for it 1s across his desk that 


all applications for insurance must 


risks 


however, play a very 
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Underwriting 


How and he alone is charged with 
their disposition. 

further, let us 
have an understanding of what the 
word underwriting, 


“he 
Before we go any 


as applied to 
accident and health insurance, means 
and what and who the process of 
underwriting involves 


Two Steps 


1 would define underwriting as 
the process of selecting and classify 
Note that 
procedures 


ing risks for insurance 


there are two steps or 


involved in the process—first, selec 
tion and second, classifying. 

thinking, the selection 
process is a partnership relationship 
\s a matter of fact, the primary se- 
lection is an agent's function en 
tirely, for he, alone, is the 


To my 


and he 
one who determines what applicants 
are to be considered for insurance. 
The function of the home office un- 
derwriter is to assist the agent by 
further screening with the aids at 
his command, such as inspection re 
ports, medical information and other 
data at his disposal. I like to feel 
that the agent wants only good busi- 
ness on the books, that 1f the home 
office can information 
about his applicant, that it is better 
to bring it out in the open before the 
policy is issued rather than have 
trouble with the first claim 


uncover any 


Salesman's Aids 


and | be 
who feel that 
the salesman need have no part in 
the 


slogan 1s—"‘l 


Now there are agents 
lieve some companies 
selection process. The agent's 
sell 
Personally, I cannot subscribe 
to that philosophy. Not that I think 
agents should be underwriters, but 
I do not think one will have as suc 


‘em—vou select 


“em.” 


cessful an operation, as an agent or 
as a company, if these two opera- 


tions—sales and underwriting 


completely divorced. 


are 


If an agent is to be a factor in the 
selection process, what equipment or 
facilities are available to assist him ? 

lirst of all, he has his company’s 
rules and manual which | am sure 
quite clearly describe the type of in 
dividual who will qualify for the 
various How 
ever, a salesman, 1s a salesman, 1s a 


coverages offered. 


will 
either overlook some requirement, 


salesman! He occasionally 
or by means of some sound reason 
ing with himself—convinces him 
self that this or that rule is wrong 
or should not apply to this particu 
lar case, so he submits the app de- 
spite the rule, relying on his sales 
ability to carry him through with the 
home office. 


Second Instrument 


lhe second instrument to assist 
him in selection is the application. 
I know that many un- 
happy with these long apps that ask 

as they put it—a million ques- 
tions. I am quite sure that a com- 
pany could protect itself 


{Continued t 


agents are 


by asking 


O8 


Risk selection and classification 
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Navigating a true underwriting course 


After 74 years on the insurance seas . . . often- 
times the first to sail uncharted waters . . 

Standard Accident is as familiar with the reefs 
and shoals of insurance underwriting as you are 
with the palm of your hand. And, as a result of 
this knowledge and experience, Standard has 
developed an underwriting program that is pro- 
gressive but sound, competitive but consistent. 


A look at the record, for example, reveals that 
Standard Accident was one of the first to write 
liability insurance. When production Model T’s 
appeared on the market, Standard came out 
with automobile liability. When the first state 
Workmen’s Compensation Laws were passed, 
the company revised its underwriting setup to 
include this coverage. Burglary, plate glass, 
surety and fidelity followed in the early 20’s. 
And so it goes. . . a record of sound progressive- 
ness... right up to the present where Standard 
Accident occupies a position as one of the nation’s 
foremost full multiple line insurance companies. 


Throughout this entire period of dynamic 
growth, Standard Accident has maintained an 
even keel on the changing tides of underwriting 
. .. always with an eye to better diversification 
of risk, both geographically and by line. Finally, 
and perhaps most important, the company is 
“geared” to make immediate decisions, for not 
only are Standard’s fieldmen thoroughly 
trained to act as roving underwriters, but 
Standard’s permanent committee on under- 
writing (pictured above) meets daily to give 
immediate attention to all refer risks. 


That’s our program... progressive underwriting, 
competitive coverages, fast action... and we 
think you’ll agree, it’s a good one. 


STANDARD ACCIDENT 


INSURANCE COMPANY 


640 TEMPLE AVENUE 


WT IM, 
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health 
you in good health?” 
medical 


only two questions—" Are 
and “What 
have you had?” 
Che only trouble with that approach 
is that people are prone to forget 
things when they are asked general 
questions. So to probe into their 
medical history we must ask specific 
questions about specific ailments and 
parts of the anatomy 


attention 


In my tried the 


simplified approach on hospitaliza- 


company, we 


tion insurance but found we were 
not getting the information. We got 
it later, however, at the time of 
claim! 

As I have stated, I am assuming 
that the agent is interested in getting 
his business issued in such a manner 
that he need have no fear that any 
just claim will be paid without dis- 
pute or question, or fear of renewal 
being refused. If that assumption 
is correct, then it is fundamental that 
a full and complete picture of the 
applicant be obtained and this is only 
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RELIABILITY — 


SINCE 1799 


~ | The USS Constitution 
was a bulwark of the 
young American 


Nation. 


From the days of John 
Adams, the bulwark of 
our reputation has 


= been reliability. 

/ This reputation assures 
you continuing 
QUALITY — 
INTEGRITY — 
FRIENDLINESS 


PROVIDENCE WASHINGTON 
INSURANCE COMPANY 


20 WASHINGTON PLACE - PROVIDENCE 1, R. I. 
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possible with a complete and search- 
ing application. 

This probing accomplished by a 
complete application does something 
else for the agent. It enables him to 
get a full and complete health his- 
tory of the applicant and when an 
ailment is mentioned he can at that 
time pave the way for a_ possible 
waiver. 

The time to sell a waiver is when 
selling the policy. After all, if it is 
to be a part of the contract why not 
sell that part at the same time? If 
he won't buy the waiver that is ob- 
vious—the agent hasn’t made a sale. 
It will be no easier to go back on 
delivery to sell it—usually it is 
harder at that point. I know an 
agent dislikes bringing up negative 
thoughts when making a sale but | 
know too that the most successful 
men face up to the situation at the 
time of sale and if the prospect won't 
buy the limitation they pass him up 
and look for another prospect 


Personal Observation 


Che third facility which the agent 
usually has is his own personal ob- 
servation and knowledge of the ap- 
plicant. This comes from first hand 
acquaintance with the individual or 
through inquiry and reputation 
among his friends and acquaintances. 

This first hand knowledge is 
never available to the home office 
underwriter. He can only get some 
impressions as a result of inspection 
reports, and good as these generally 
are, they are no substitute for per- 
sonal information which the agent 
‘an usually obtain and evaluate. 

\fter the applicant has been se- 
lected and qualified as a suitable risk 
from the general standpoint of char- 
acter, health and occupation, he 
must be classified. By this I do not 
only mean his occupational class 
That is the easiest part and ordi- 
narily only means checking with the 
occupational manual listing. — It 
should be mentioned, that it is not 
always wise to battle for the best 
rating on borderline cases. This can 
backfire at the time of claim. The 
man who is insured as an executive, 
with office duties only, gets the ad- 
vantage of a preferred rate. He can 
hardly expect to convince the claim 
department that he is entitled to pay- 
ment of partial disability benefits be- 
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cause he is unable to wrap packages 
in the shipping department. If he is 
occasionally called upon to do such 
work, this should be noted and the 
proper class assigned so that full pro- 
tection can be granted without ques- 
tion. 


Correct Coverage 


But besides the matter of occupa- 
tion, the acceptable risk must be 
classified from the standpoint of fit- 
ting the coverage to the risk and his 
needs. Companies today either have 
a generous range of contracts or 
variations of a given contract, as in 
the scheduled forms, so that one has 
many combinations of coverage to 
offer. I fully appreciate that the 
agent is interested in selling the 
largest premium his prospect can 
easily pay for and there is nothing 
wrong with that. He should, how- 
ever, arrange the premium purchase 
coverage that best fits the risk to be 
assumed and the prospect’s needs. 

For example, the company may 
hesitate to approve a risk for $200 a 
month with a three day elimination 
period but would gladly accept $400 
a month with a thirty day elimina- 
tion period. The premium for either 
policy should he about the same. 
Frequently, loss of time insurance 
is not acceptable but a substantial 
blanket medical expense or hospital- 
surgical policy would be freely 
granted. If the qualifications are not 
carefully considered before suggest- 
ing a plan to the buyer, the appli- 
cant who has been sold on one idea 
may not be very receptive to an en- 
tirely different offer made by the 
home office and the sale is lost as he 
decides to try someplace else or for- 
get about the whole thing. 

If the agent did all of these things, 
there might be no need for home of- 
fice underwriters. However, the 
business will always need home of- 
fice underwriters to help new men 
learn the business and to resist the 
old-timers when they write business 
on strangers with whom they have 
had no previous contact. We will 
need agents, or field underwriters 
too, for without them, the free enter- 
prise institution of insurance, which 
has made it possible for a man to 
provide for his own security, would 
soon be taken over by some other 
system. 
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At American Health we have long experience as special: 
ists in small group coverage. We program protection 
values for each individual firm at no cost to agent or 
broker. We emphasize complete local claim service, so 
that employer and agent or broker are never ‘‘in the mid- 
dle’’ over benefits they are asked to certify without 
authority to do so. 

American Health is currently engaged in a program of 
expansion on a planned territorial basis. Because we seek 
representation in an area only after we have set up com- 
plete local service, inquiries to our home office are not 
invited. For future reference, however, it will pay you to 
check these features: 


Specialists in small group coverage. 
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Legal Spotlight—from page 10! 


ers invariably make demands for 
more money. If management says: 
“No,” and stands pat, the employer 
is accused of unfair bargaining. The 
result is that a well-recognized pro- 
cedure is followed—labor always 
asks for more than it expects to get, 
management always has to pay 
something more than it had been 
paying—or else! 

I most respectfully disagree with 
the attitude of many of our jurists 
in always insisting that every plain- 
tiff’s case has some monetary value, 
If that premise prevails, then the 
Courts are helping to maintain a 
system which is fundamentally un- 
sound. No payment of any kind 
should be made in a case that is 
wholly without merit. Fewer spuri- 
ous cases would be instituted, and 
there would be less of a case-load, 
if the Judges recognized that a de- 
fendant, as well as a_ plaintiff, is 
entitled to judicial protection. 

Of course, since we cannot over- 
look the fact that it is as a result of 
the deliberations of jurors that these 
mountainous verdicts are rendered, 
let us turn our attention to those who 
sit in judgment in the jury box. Are 
they the ones responsible for this 
trend of ever increasing amounts 7 

In comparatively recent years we 
have added a feminine or distaff 
touch to the jury box. Is it a case 
ot cherches la femme? I am sure 
that women jurors generally have 
not exhibited signs of profligacy with 
the funds of defendants. 

Is it due to the fact that in many 
jurisdictions unanimous verdicts are 
no longer required 7 In New York, a 
verdict of ten jurors constitutes the 
verdict of the entire jury. This, in 
my opinion has not resulted in 
higher verdicts, but it has eliminated 
many re-trials because of the ob- 
duracy of a single stubborn non-con 
formist in the jury box. 

There are some who, observing 
that Great Britain since World War 
I], when manpower and woman- 
power were not available, abolished 
jury trials in tort actions, advocate 
similar abolition of juries in tort ac- 
tions in this country. Do we want to 
go back to the standard of living 
which prevails in Great Britain as 
compared with the standard of living 
in our United States? Is not one of 


Best's Fire and Casualty News 





the reasons for our greatness the fact 
that we have held inviolate over the 
vears the rights of all men to a trial | 
by a jury of their peers? 

Dr. Harry Elmer Barnes, noted 
criminologist and penologist, 
claims to have made a lifetime study 
of the problem of jury trials and to 
be an international authority on the | 
subject, declared : 
“Evidence of the 


who | 





countless mis- 
carriages of justice perpetrated by 


| 
| 
| 


juries leads to the obvious conclu- 
sion that, so far as accuracy of ver- 
dict is concerned, the modern jury 
trial is little better than ordeal 
trial by battle. 

‘These crude methods, as well as 
compurgation, were used during the 
Middle Ages. In ordeal, the accused 
might be required to thrust his arm 
into boiling water, 
or iron. 


seize a hot coal 
It was believed that if the 
man were innocent, a divine being 
that watched over him would pro- 
tect him from injury. Trial by battle 
is self-explanatory. 

“In compurgation, or trial by oath, 
the accused repeated under oath a| 
set formula proclaiming his inno- | 








cence. Then this oath was supported | 
by twelve oath-helpers, or compurga- | 
tors, who swore to their belief in| 
the statement of the accused. The | 
custom of having a jury made up pr 
twelve good men and true derived | 
from the precedent of twelve oath- 
helpers. 
“By 1500, trial by jury had become | 
well-established in English law ; and 
for a century the jury made a rea-_| 
sonably good showing, mainly be- 
cause most jurors represented the 
intelligent upper and middle classes. 
Such is not the case today. The 
modern jury is generally made up of 
the least intelligent talesmen and the 
whole system of jury selection seems 
aimed to keep it that way.” 

However, Dr. Barnes alluded to 
the famous observation of G. K., 
Chesterton: “I would trust twelve 
ordinary men, but I cannot trust one 
ordinary man.” 

It is possible to waive a trial by 
jury by consent in the State of New 





York and in practically every other 
jurisdiction. A great number of tort 

cases are litigated before the Courts 

without juries. The ones who should | 
decide whether a jury will be waived, | 
are those most vitally concerned, 
namely, the respective parties in each 
case. 


(Continued on the next page} 
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"ON THE BEAM” 


Mr. Victor H. Bello 
AFIA’s Supervisor 
for the Philippines 


It is imperative that your insured’s valuable and vital busi- 
ness interests abroad be safeguarded by insurance that is 
“on the beam.” You can provide it through AFIA. 

For 40 years AFIA has protected the foreign interests of 
American leaders in business. It skillfully patterns each policy 
to the exact needs of your client. It knows local laws, customs 
and insurance requirements of the countries where the risk 
is located. 

In event of loss, AFIA serves your insured swiftly and 
reliably through a world-wide corps of experts like Mr. Victor 
H. Bello, AFIA’s Supervisor for the Philippines. 
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Legal Spotlight—Continuea 

For the sake of expediency, we 
should not permit jury trials in con- 
tract cases, whether for large sums 
or small, if at the same time we ban 
jury trials in cases where one has 
suffered personal injuries or where 
a life has been lost. Our concept has 
always been that personal rights 
should transcend property rights. To 
us the 


person of the 


individual is 


more sacred than his earthy posses- 
sions. This is in sharp conflict with 
the Soviet code. It was reliably re- 
ported that during the last war when 
we were sending tanks and trucks 
into the Soviet Union, and certainly 
we were a wonderful benefactor to 
our then-ally, the Russian soldiers 
in charge of the convoy had their 
lives in jeopardy if for any reason 
the tanks or trucks failed to get 
through. In other words, the Com- 








what’s your 1.Q.¢ 


The number af companies that 
eventually re-open following 
serious damage by disasters like 
fire and windstorms is... 


About 3 out of 5 
About 4 out of 5 
About 9 out of 10 


answer: Only about 3 com- 
panies out of 5 are able to re-open. 
In other words, 40% are ruined! 
Why? Because of loss of profits be- 
fore repairs can be completed. 


The number of business places 
damaged by fire in a typical 
year is... 


Over 30,000 
___ Over 57,000 
Over 78,000 


Answer: Statistics show that 
fires occurred last year in more than 
78,000 places of business. 
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This advertisement appears in the Country’s leading newspapers 


were far more concerned 
with a tank or with a truck than with 
the lives of their own soldiers. 
While I have the highest respect 
for the caliber and character of our 
Judges, | feel that the abolition of 
trial by jury in tort actions would be 
a definite retrogression in an era 
where we, in America, are endeavor- 
ing to attain further advancement. 
All litigants would suffer if we re- 
moved from the jury box the Ameri- 
can safety-valve of twelve men and 
women deciding the issues of fact 
and of damages with the leveling in- 
fluence of judicial purview and re- 


munists 


view. 


Should Be Stronger 


I believe that instead of abolishing 
the jury system we _— should 
strengthen it. lar too many thought- 
ful, intelligent citizens who would 
make almost any sacrifice for their 
country, feel that jury service is 
only for those bereft of friends in 
high places. A great number of peo- 
ple of character and unswerving de- 
termination find that they are too 
busy with other matters to spend 
time in the impaneling room, the 
jury box or the jury room. A tre- 
mendous host of otherwise good 
Americans have so many distractions 
at home or in business that they 
never fulfill this solemn obligation 
of citizenship. Far too many who 
might stem this tide are excused 
from jury duty for little or no valid 
reason. 

I well recall a few years ago, that 
in an up-State New York county, 
motion pictures were taken to be 
exhibited countries on 
both sides of the Iron Curtain, to 
illustrate democracy in action, par- 
ticularly with respect to the judicial 
branch of our Government. The 
recorded the bailiff an- 
nouncing the opening of Court, the 
Judge in his robe ascending the 
Bench, the Court Clerk calling the 
calendar, and then before the trial 
started, with kleig lights ablaze and 
the cameras clicking, a long line of 
front of the 
Clerk’s desk. On that line were pros- 


abroad in 


cameras 


citizens assembled in 


pective jurors seeking to he excused 
No wonder our 
American customs are often incom- 
prehensible to the 
(Oriental minds. 


from jury service. 


I-uropean and 
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The firmest pillars of the Ameri- 
can system of government are the 
ballot box and the jury box. Let us 
not impair or impede their efficiency 
and effectiveness. 

At the present time there is in 
vogue in Pennsylvania, in counties 
other than Philadelphia, a system of 
arbitration involving actions where 
the amounts 1n litigation are under 
$1,000, These cases may, upon con- 
sent, be referred to selected attor- 
neys, who will arbitrate the issues. 
The litigants assume the expense of 
the arbitration either by sharing it 
equally or by having the successful 
or losing party pay, whichever 
method is mutually agreeable. This 
may be a way of clearing from Court 
calendars many items of limited im- 
portance. As we all know, insurance 
companies have, for many years, had 
claims inter esse determined by ar- 
hitrators., 

In matters of such magnitude as 
the consideration of the evaluation 
of serious personal injuries or the 
evaluation of a human life, the cri- 
teria are so crucial that we should 
not veer from the judicial process. 

The next step from arbitration is 
some form of administration similar 
to Workmen’s Compensation. It will 
inevitably eliminate courts in per- 
sonal injury cases. It will eventually 
result in compensation for all injury 
regardless of negligence. 

Hon. Samuel H. Hofstadter, a 

Justice of the New York Supreme 
Court, in an article in the Saturday 
Evening Post, stated, among other 
things : 
“We are the world’s 
greatest builders of automobiles and 
superhighways, but our system of 
handling lawsuits arising from auto- 
mobile accidents is as old-fashioned 
as the original one-cylinder horseless 
carriage. 


Americans 


“After more than twenty years on 
the bench, I am convinced that it is 
time—well past time, in fact—to get 
automobile-accident lawsuits out of 
our overburdened courts and to dis- 
pose of them in a sound and up-to- 
date manner patterned after the uni- 
versally accepted system of 
workmen's compensation.” 

He concluded: 

“Our legal processes should have 
caught up with the Automobile Age 
years ago. is not a strait 
jacket and the time has come for 


The law 


For February, 1958 





only listens 


profitable solution. 


Chicage Columbus 





Two heads are better than one 


in working out the tough ones. 


{ Northwestern fieldman not 
aa he does some- 
thing about an agent's problem 
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a fresh approach to this problem in 
harmony — with present-day 
needs.” 


our 


But he did allow, in the course of 
his article, that 
doubtless 


“certain inequities 
would arise under 
compensation plan.” 
Workmen’s Compensation un- 
doubtedly filled a great need at the 
time of its enactment, but 


any 


in many 
instances, in its practical application 
today, all that can be 
benefits is that they 


said for its 


are better than 


none at all. In New York, if a man 
loses an arm, the maximum he can 
obtain under compensation is $11,- 
2327 and for a leg $10,368. In a 
third party action that same arm or 
leg would be worth many times the 
compensation award. 

Such compensation benefits for all 
personal injury cases would, in time, 


2New York Compensation 
im 312 weeks at $36 week 

288 weeks at $36 
160 weeks at $36 week 


Schedules 195 

Fotal $11,232; leg 

week-Total $10,368; eve 
Fotal $5,760 


113 





Legal Spotlight ntinued 

push us over the cliff into the abyss 
and morass of socialized insurance. 
ie death knell of the 


Msurance e 


It could prove t} 
casualty nterprise in this 
country 

Nor would it avail injured claim- 
ants. Pain is no respector of persons, 


befall 


is administered 


Injury and misfortune may 


any of us. Justice 
through human agencies and so is 
We 


cannot be inexorable in our evalua- 


susceptible to human. frailty. 


tions of personal injuries. 
\re the hands of Kreisler, Pade- 
rewski, or even Liberace, worth no 


more than the hands of Joe Smith? 
Is John Doe entitled to receive the 
same for the loss of his arm as an 
A cosmetic dis- 
Gertie the Riveter 
might not materially interfere with 
her livelihood but it could be devas- 
tating to a Marilyn Monroe or a 
Jayne Mansfield. 


eminent surgeon ? 
figurement to 


The insurance companies who are 
greatly concerned, and properly so, 
with the inflationary outlook with 
respect to jury verdicts, are usually 
private enterprises of great sub- 
stance, whose solvency must be ap- 
proved and accredited by the States 
in which they operate. The insurance 
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industry can, by improvident action, 
project the tremendous facets of cas- 
ualty insurance into the domain of 
further socialization and of state in- 
surance. 

The stability of the insurance in- 
dustry has been, to some degree, due 
to its bigness and in the vastness of 
its expansion, insurancewise and in- 
vestmentwise. The industry has be- 
come a Colossus. 

Several years ago, in the course of 
trial, a case was settled for $35,000. 
Before the check was transmitted by 
the insurance carrier to the plaintiff's 
attorney, the insurance carrier had 
the check photostated. This was a 
twist because it has been reported 
that frequently plaintiffs’ counsel 
photostat large checks which are dis- 
creetly displayed across the tops of 
desks. It is seldom that an insurance 
company makes a photostat of such a 
draft. this the 
check was not only photographed 
but a cut was made of it and a full- 
page ad published in many newspa- 
pers. In the advertisement under- 
neath the reproduction of the check 
was this inquiry in large bold type: 
“Could you write a check for $35,- 
000?" The details of the settlement 
were fully reported under the cut 
of the check. The business which the 
company obtained from the adver- 
tisement more than compensated it 
for the loss upon that particular 
risk, 


However, in case 


Split Settlement 


Kecently, settlement was effected 
in an action in the State of New 
York for a single injury in the case 
of a young woman who was stand- 
ing upon the sidewalk awaiting the 
arrival of a bus when she was struck 
down by an automobile which leaped 
the curb and pinned her perilously 
against the wall of a building. The 
settlement $115,000, of 
which the insurance company paid 
$100,000 and the assured paid $15,- 
000. The basis of the settlement and 


was for 


the respective contributions toward 
the settlement were widely publi- 
cized. 

I cite these instances merely to il- 
lustrate that insurance companies 
have, for a long period of time, ad- 
vertised the extent of their 
resources and operations. It is a 
matter of common knowledge that 


great 


Best’s Fire and Casualty News 





these companies have assets of mil- 
lions and multi-millions. 

In an article in the October, 1956 
issue of Reader’s Digest, entitled: 
“Are Juries Giving Away Too Much 
Money 7", is contained this observa- 
tion: 

“There is a prevalent feeling that 
the big corporations 


especially in- 
are loaded with 
money and won't miss $100,000 or 


surance Com vanies 


SO. 

Perhaps the very bigness of our 
insurance industry has, to some ex- 
tent, contributed to the tremendous 
rise in jury verdicts. 


Trial Counsel 


ls the answer to the situation with 
our trial \re_ plaintiffs’ 
attorneys learned, 


counsel 7 


more more Ca- 


pable?) The barrister of an earlier 
era who thundered across the jury 
railing with blast and bombast, with 
tear and turbulence, has been super- 
seded by the persuasive logician, 
who, if permitted, will write figures 
upon a blackboard. If such demon- 
stration is not allowed, this court- 
room astronomer will orally compute 
that the injuries to his afflicted client 
should certainly be worth no less 
than $1 a minute, $1,440 a day, or 
$525,600 a year. He might reduce 
the calculation to ten cents for each 
suffering minute which over the 
span of a year aggregates $52,560, 
and if multiplied by a life expectancy 
of twenty or thirty years reaches 
well into the higher echelon. [Even 
a penny a minute assumes significant 
proportions over the years. 

We all agree that there are many 
plaintiffs’ trial counsel who are men 
of marked ability and of manifest 
accomplishment. In the ranks of 
the NACCA, where are assembled 
the great exponents of the “adequate 
award” and the “more adequate 
award,” are some of the most dis- 
tinguished, impassioned and inspired 
courtroom advocates. Many of them 
came from the offices of defendants’ 
counsel they envisioned 
greener pastures on the plaintiffs’ 
side of the litigation. Indeed there 
is invariably far too great disparity 
between the remuneration paid to 
plaintiffs’ trial counsel and to de- 
fendants’ 
trial. 


because 


trial counsel in a given 
Defendants can obtain the services 
of the most eminent, erudite and 
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PROSPECTS 
SALES 
PROFITS 
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Multiple Line Facilities 


BRAND NEW! 
Anchor’s Automatic Laundry Owners Policy 
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7 . 


A “Packaged” Coverage that Opens up 
a World of Prospects! 


At last ... simplified insurance protection for automatic 
laundry owners! This “‘all-in-one’”’ policy has broad 
Fire coverage, Liability, Customer Goods, Burglary 
and Robbery, Plate Glass and Neon Sign protection. 
Written on 3 or 5 year basis with convenient install- 
ment payments —credit allowed for existing insurance. 

Here is a tailor-made source of ready income for alert 
producers. So line up the prospects in your town and 
start selling this unique Anchor coverage today! 


See your Anchor Man for Helpful Assistance 


CASUALTY COMPANY 


SAINT PA 14 MINNESOTA 


NATION-WIDE 
CLAIM 
SERVICE 


AMERICAN FIRE & CASUALTY COMPANY 


HOME OFFICE + ORLANDO 


effective lawyers in the country. If 
the size of current verdicts causes 
sufficient concern to those who euide 
the destinies of the railroads and the 
insurance industry, then they should 
command the performance of the best 
legal minds in America to meet the 
threat head-on. 

In our analysis of the problem we 
must bring into focus the diminished 
purchasing power of the dollar by 
the intentional and unintentional de- 
valuation of our currency. A subway 
ride which, in New York City, cost 
a nickel a few vears ago now costs 


fifteen cents. A package of cigarettes 


FLORIDA 


which cost a dime now costs a 


quarter. \ hospital bed which cost 
five dollars a day now costs twenty 
five dollars. I well remember when 
you could buy a lord or Chevrolet, 
with all attachments, for $600. 

It is only natural that with every- 
thing else on the crescendo during 
the past quarter century, jury ver- 
dicts should be similarly affected. 
We cannot give a fair appraisal of 
today’s verdicts by looking at them 
through vesterda s eveglasses. 

very item of special damage as 
set forth in complaints and bills of 


e e 
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You Can't Take it With You— 


trom 
| 


1g 
the tax depends on the intent of 
The 


honor an 


the parties to the agreement. 
courts apparently will 
agreement of either type. Ino any 
earnings method to 


transfer of 


case, Use 
finance the an agency 1s 
an extremely 


EXPCHS1VE 


aliair; tax- 
wise. 

Ae &- dito your agency 
interest at time of transfer 2 

If the lias 


able 
have 


business or the 
debts, the ¢ 
to thwart 


estate 
reditors night be 
whatever plan vou 


and take ot the business. 


What steps are you taking to assure 
sufficient liquidity 

8. Can vou use a t-dollar ar 
rangement 

Have you investigated the tax and 
financing features of a life insurance 
plan whereby. the 


youl 


iver party to 


the agreement buys life insurance on 
the older party to the agreement un- 
Phe older 


party pays that part of the premium 


nisi 
Nall 


der the split-dollar 
represented by the increasing cash 
His 


extent 


value in the estate 1s 


The 


the beneficiary 


PEERLESS INSURANCE COMPANY - 


DR. JOHN D. LONG 
CLU, CPCU 


younger man pays for the pure in- 
surance part of the policy and _ re- 
ceives the face of the policy minus 
the cash value. 

Does an arrangement like this have 
either as 
older party? Ac- 
a fairly recent revenue 


any applicability for vou 
the 
cording to 


younger or 


ruling, the younger man is not taxed 


on the premiums paid by the older 
man. Also, apparently only the cash 
value part of the proceeds are in- 
cluded in the the older 
man. The estate is sure to receive an 
amount equal to premiums paid by 
the deceased older man. This inter- 
amounts to a 


estate of 


esting arrangement 


loan. 
9. How does a buy-and-sell agree- 
ment fit your situation ? 
Such an agreement binds one or 
more survivors to buy the agency 
interest of some person at his death 
and the estate of that person to sell 
such interest at his death. Dy creat- 
ing a market for the agency interest 
before the death or retirement of the 
agent, this method should be applied 
to every agency which is being sold. 
An Indiana 
agencies suggested that very few of 
them were ready for the inevitable. 
very agent f the problem. 
Death of any profitable agency 
weakens the American Agency Sys- 
tem. .\n agency is most vulnerable 
at the retirement or death of the in- 
cumbent agent. Don’t _ let 
agency pass into oblivion! 


investigation of 


faces 


your 


.... made the easy way 
with the help of the 


PEERLESS 


Dwelling Package Insurance 


‘Sales Convincers’ Kit* 


*Consumer Sales Brochure, 
Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 
Prospect Finding Guide 
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Edited by R. M. MacArthur, Alpert & MacArthur, Miami, Florida 


Liability Insurance—Loss Occasioned 

from Building Contractor's Use of De- 

fective Cement—Exclusion of Loss to 

Property under Insured's Care, Cus- 
tody and Control. 


Volf v. Ocean Accident and Guar- 
antee Corp. (California Court of 
Appeal, 1957) 316 P. 2d 651. 


The insured, a general contractor, 
was constructing a house, 
when it discovered that the 
stucco developing — serious 
cracks. This condition was the re- 
sult of the use of defective cement. 
As the building work progressed the 
cracks became worse, so that the in- 
sured was required to replace all of 
the stucco work at a cost of $1300. 

After the house was re-stuccoed 
it was completed and accepted by the 
owner. 


stucco 
Was 
Was 


The insured made claim under his 
comprehensive liability policy for 
the amount of his loss, and the in- 
surer denied coverage. 

On the suit of the insured against 
the insurance company the trial 
court gave judgment allowing re- 
covery to the insured. 

Upon the insurer’s appeal to the 
intermediate appellate court of Cali- 
fornia the lower court’s decision was 
reversed and judgment entered in 
favor of the insurance company. 

The two principal bases for this 
decision were that the insured was 
under obligation to turn over a com- 
pleted house to the owner and there- 
fore, at the time of the loss, the 
building was still under the care, 
custody and control of the insured. 

The court held that since the in- 
sured still owned the partially com- 
pleted house when the loss occurred, 
the insured never became liable to 
the owner or anyone else for the loss 
which resulted from the use of de- 
fective cement. Further, the court 
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pointed out that the express, spe 
cial exclusionary clause, relating to 
under 
the insured’s care, custody and con- 
trol, would 
event 


loss or damage to property 


bar 
the 
care, custody 


recovery in 
insured such 
and control of the 
building during the construction pe- 
riod. 


any 


since had 


Fire and Business Interruption Insur- 

ance—Definition of Explosion—Ex- 

penses Incurred to Reduce Business 
Interruption Losses. 


Alliance Insurance Co. 
v. Keleket X-Ray Corp. 
Court of Appeals, Sixth 
1957) 248 F. 2d 920. 


American 
CU. <S. 


Circuit, 


The insured was a manutacturer 


of “pocket dosimeters” which are 
designed to record a person's cumu- 
lative exposure to radioactive mate- 
rials. The held 
against loss by explosion and busi- 


ness interruption, 


insured coverage 


In order to calibrate the pocket 
dosimeters, they 
calibration stand, 


were placed in a 
which contained 
a protective lead vault in which was 
placed a capsule containing radium 
salt. To perform the calibration op- 
eration, the capsule was raised by 
compressed air from an ordinary tire 
pump to a position which would ex- 
pose the dosimeters to this radium 
source. 

On an occasion when the calibra- 
tion stand was being used for rou- 
tine purposes, the insured’s physi- 
cist started to pump in air to raise 
the radium capsule when he heard 
a “pop” and observed the emission 
of a white mist from the vent holes 
at the top of the stand. 

This mist or finely powdered ra- 
dium salt, and a resulting gas, per- 
meated the insured’s plant and con- 
taminated it throughout. 


The insurance company defended 
the case on the ground there had 
been no “explosion” under the ap- 
plicable Ohio law. Another impor- 
tant issue was whether the insured’s 
expense in  decontaminating _ its 
reduce 
since repeated washings were 


plant was an “expense to 
Sia 

necessary, and wherever there was 
any porous material such as wood or 
concrete, it was necessary to remove 
and replace such material. 

On the appeal, the United States 
Court of Appeals upheld the trial 
court in its determination that an 
explosion had occurred under Ohio 
law, but denied the insured recovery 
of the decontamination expense. 

The Court decided that the Ohio 
definition of “explosion” was inade- 
quate the present case 
“There was no ‘sudden and rapid 


because in 


combustion,’ no ‘violent expansion 
of air’ (on a large scale), and no ‘re- 
port’ as that word is commonly 
used,” such as were referred to by 
the Ohio Supreme Court in defining 
“explosion.” Therefore, the Court 
held the following definition of “ex- 
plosion” was proper: “a sudden 
accidental, violent bursting, break- 
ing, or expansion caused by an in- 
ternal force or pressure which may 
he and usually is accompanied by 
some noise.” 

(On the question of disallowance 
of decontamination expense by rea- 
son of the necessity of repeated 
washings and removal and replace- 
ment of wood, concrete, and other 
porous materials, the Court pointed 
out that these expenses were allow- 
able only where they reduced the 
business interruption The 
Court noted that the interest insured 
Was gross earnings and not the phys- 
ical property, and that the decon- 
tamination procedures were similar 
to typical restoration activity fol- 


loss. 
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insured 
ercise due 
to rebuild, 
building imto 

usable 
Consequentl there being no 
that these 


penses were Tec 
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Respected adjusters strategically 
‘located throughout the Inter- 
mountain West provide immedi- 
ate action on all claims. 


Pocatello, Idaho — First Security Bank 
Bldg. — P. O. Box 1227, Phone 4525 


Idaho Falls — 258 W. Broadway 
P. O. Box 293, Phone JAckson 2-3431 
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essarily incurred to, and did, re- 
duce the loss of gross earnings, the 
Court disallowed these expenses in 
the amount of some $20,000 which 
the trial court had allowed. 

One of the three judges dissented, 
saving: “I de- 
incurred in 
radium from the 
building as repairing damage to the 
building. It is clear that production 
could not be resumed after the ex- 
plosion until the building had been 
decontaminated by removal of the 
radium.”’ 


COMMISSIONS ON 
ASSIGNED RISKS 


NATIONAL 


do not construe the 
contamination expense 


the removal of the 


Pia BUREAU Of Casualty 
Underwriters met with representa- 
tives of producers’ organizations to 
discuss a proposal to cut commis- 
sions on assigned auto risks in New 
York, Underwriting experience has 
been disastrous and the already large 
pool is growing at a rapid pace due 
to the start of compulsory insurance 
and inadequate rates. Present com- 
nission scales for 
10% tor private passenger car 
commercial risks and 5% for 


this business are 
and 
long- 
\gents and brok- 
ers argued strongly 
duction, 


haul truck risks. 
against any re 
While deploring the adverse and 
unfavorable experience that has been 
suffered by the insurance companies 
to the N. Y. Assigned 
Plan, the Greater New York 
Insurance Lrokers’ Association was 
emphatic in pointing out that they 
did not feel that “the solution even 
ina partial degree can be found by 
reducing the Authorized 
Commission of the broker.” 
sociation stated, ** 
viction that in 
based) primarily on 


subseribing 
Risk 


Service 

The As- 
It is our firm con- 
business which is 
statistics and 
mathematics, that a sufficient experi- 
ence should have been compiled since 
1941 so that the various substandard 
risks could be properly surcharged. 
Such an approach would place the 
additional burden where it belongs 
on the substandard risks without do- 
ing any injustice to either the compa- 
nies or the producers.” 

Paul A. Garrick, president of the 
Mutual Agents Association of New 
York, said, “It is absolutely impossi- 
ble to profitably handle assigned risk 
accounts for 5% The 
completion of the assigned risk ap- 


commission. 


plication, the added service required 


to keep their insurance in force, to 
remit their premiums in advance and 
to keep them straight on their FS-1 
filings exceeds, by far, 
our ordinary risks. | cannot under- 
stand why the undesirable risk in the 
Assigned Plan has 

favored citizen, 
blood must be 


the service for 


Risk suddenly 

in that 
taken from the pro- 
dueer in order to furnish him insur 
ance facilities and 
than cost. Obviously 


hecome the 


services at less 
, the same situa- 
tion holds true as far as losses to the 
companies are concerned and it 1s 
perfectly clear, the driver 1s 
subsidizing the poor driver. When 

oh, when are the rating organiza- 
tions and the insurance industry go- 
ing to indicate that they have the 
intestinal fortitude to make the un- 
desirable risk stand on his own feet. 


pea i val 


NEW INVESTMENT FIRM 
CARTWRIGHT, 
pany, 


VALLEAU AND COM- 
Board of Trade Building, Chi 
cago, has been formed as an invest- 
ment firm to specialize in insurance 
stocks ; it isa member of the Midwest 
Stock Exchange. President of the 
new company 1s Cart- 
wright, formerly executive editor of 
the National Underwriter. Other 
officers are: Harry ©. Valleau, 
president and treasurer, Roger Q. 
\Vhite, secretary and Wayne W. 
()lson, assistant secretary. 


Levering 


vice 


SUMMARY OF NUCLEAR 
PROGRESS 

THE ATOMIC 

has published * 

tryv—1957,” 


INDUSTRIAL FORUM 
‘The . Indus- 
its annual progress re- 
port on developments in commercial 
applications of atomic energy during 
the past year. The detailed report 
shows that during 1957, the U. S. 
atomic industry completed the con- 
struction of 16 nuclear reactors, in- 
cluding 7 power-type reactors and 
9 research and test reactors, for both 
private and governmental — pur- 
chasers here and abroad. The power- 
type reactors include those designed 
for naval ship propulsion and for 
prototype and demonstration power 
plants. In addition to these pro- 
jects, industry continued or began 
the construction of 


\tomic 


59 reactors, 35 
of which are power-type reactors and 
24 of which are research and test 
reactors, and received orders for the 
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manufacture of 10 new reactors—5 
for the production of electric power 





and 5 for research and test purposes. 
Also in the 
industry signed 


American 

for the 
construction of 7 uranium ore proc 
essing mills, 13° companies an 
nounced plans to enter the field of 
nuclear fuel element production and 
research, | 


past year, 


contracts 


con 


IT’S THE 
EXCEPTION 


company began 
struction of a privately owned feed 
materials plant, 3 companies com 
pleted construction of plants for the 
production of zirconium, and 2 com 
panies completed construction of 
plants for the production of bervl- 
lium. 


NEW YORK RATE 
CONTROVERSY 


Ox ocronerR 12. of You may have a favorite dwell- 
ing package policy, using it for 
most of your clients. The Com- 

-hensive Dwelling Policy and 
prehensive Dwelling Policy anc 
Homeowners A, B and C, how- 
ever, each have features that 
lend themselves to a particular 
situation—for the assured who 


is an exception. 


last vear the 
National Bureau of Casualty Under- 
writers the Mutual Insurance 
Rating Bureau filed revised automo- 
bile hability rates in New York State 
seeking an 


and 


average statewide = in- 
crease of 9.5(¢ for private passenger 


cars, an increase of 5.9% for com 


mercial vehicles and a reduction of 


1.8“ for garage risks. The filing 
was based on experience of 1955 and 
1956. 
crease was in June 1956. The filing 
was disapproved by Superintendent 
Letfert Holz on November 12. 

In January, a formal public hear 
ing was held at which the ground- 
work was laid for a possible court 


The last previous rate in 


appeal. At that hearing, experience 
for the first six months of 1957 was 
presented in support of the filing. 
The necessity for the higher rates 
was highlighted in testimony by 
James M. Cahill, secretary of the 
NBCU, who stated the members and 
subscribers of his organization had 
suffered an 
10.1% 


excess 


underwriting loss of 
of earned premiums or in 
of $24 million in the state 
1956. To minimize the it 
crease in rates, the acquisition cost 
loading in the filing was reduced 
from 25% to 20%. Joseph M. Muir, 
general manager of the MIRB, sup- 
ported Mr. Cahill’s testimony and 
warned that the inability of the 
companies to obtain the needed in 
had resulted in a_ drastic 
tightening of the market. Mr. 
Calhuill’s testimony described the na- 
tionwide situation in relation to the 
New York picture. Countrywide the 


during 


crease 
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Bureau companies had an under 
writing loss in 1956 of nearly 8% 
of earned premiums or more than 
$64 million. 
were 


However rate increases 
obtained in 43. territories in 
1957 and already a second round of 
increases have been filed in a number 
of states. 

The Mutual Insurance 
Bureau the National Bureau 
secured approval by the New York 
Insurance Department of a provi- 


Rating 
and 


sional rate and premium endorse- 


ment procedure similar to the plan 
used in the Massachusetts auto rate 
case. This provides for the adjust- 
ment of for the unexpired 
term of outstanding policies effec- 
tive on or after March 1, in the 
event that the proposed rate revision 


rates 


becomes effective during their term. 

\t the conclusion of the January 
hearing, the New York Department 
again disapproved the rate increase. 
The companies will now seek a judi- 
cial review of the decision 





























Announcement 





Pacific Indemnity Company 


and 


Swett & Crawford 


have consummated an agreement 
whereby Swett & Crawford 
will relinquish its 
underwriting managers representation 
of Pacific Indemnity Company 
on May 1, 1958. 





Swett & Crawford’s facilities for the handling of Pacific Indemnity 
business will be acquired by the latter —including production, engineering, 
underwriting and claims. 

This move of Pacific Indemnity ts the latest step in its over-all program 
of development in various sections of the country. Regional offices have been 


opened in the Midwest, Ohio Valley and the South. 





PACIFIC INDEMNITY COMPANY 
C. R. HERDA, President 
HOME OFFICE—LOS ANGELES 
A Multiple Line Insurer 











reports on 
companies 


AMERICA FORE Insurance Group 
New York, N. Y. 


Executive Appointments 


George A. Boyd, formerly a vice president of all com- 
panies of the group has been appointed vice president 
and treasurer of all companies. Ilarold FE. Johnson has 
been promoted from an assistant secretary of all compa- 
mies to secretary of all companies. Henry C. Kilian, 
former assistant controller of all companies has been ap- 
pointed a secretary of all companies. Henry L. Francis 
has been promoted from assistant secretary to secretary 
of all companies in the group. 


AMERICAN BONDING CO. of Baltimore 
Baltimore, Md. 


Merger Completed 


The merger of the American Bonding Company of 


Baltimore with and into the Fidelity and Deposit Com- 
pany of Maryland, initially announced last August, be- 
came effective December 31. The Fidelity and Deposit 
has assumed all of the obligations of the American Bond- 
ing which has been retired from business 


AMERICAN CREDIT Indemnity Co. of N. Y. 
Baltimore, Md. 


Elected Vice President 


EK. F. Kane, formerly secretary, has been elected vice 
president in charge of the credit department succeeding 


the late \W. W. Loevy. 


AMERICAN EQUITY Group 
Miami, Florida 


Group Changes 


On December 31, American Title and Insurance Com- 
pany, Miami, reinsured its fire and casualty portfolio 
with Reliable Insurance Company, one of its subsidiaries, 
to change from a multiple to a single line company writ- 
ing only title insurance. Jay R. Schwartz, former execu- 
tive vice president was named president to succeed John 
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Lamble 


continues as president of Rehable Insurance Company 


W. Lamble who became vice chairman. Mr. 


and Equity General Insurance Company, both subsidi 
aries of American Title. 


AMERICAN FIDELITY & CASUALTY 


Company, Inc., Richmond, Va. 
New Vice President 


forrest S. Smith, formerly general counsel-claims for 
this company, has been appointed a vice president. He 
will supervise the legal and claims departments 


AMERICAN Insurance Group 
Newark, N. J. 


Executive Appointments 


Pennington H. Way, Jr. has been elected a vice presi 
dent and Judson Bb. Hadley an assistant vice president 
of the Way will 
assume direction of the head office marine underwriting 
department. 


\merican Insurance Company. Mr. 


AMERCAN MOTORISTS Insurance Co. 
Chicago, Ill. 


Elected Vice President 


Robert M. Dewey has been elected vice president of 
this company and been named manager of the Rio de 
Janeiro office. Abbott, who had directed 
establishment of that office since its opening last August, 
will return to the Kemper group's Philadelphia office. 


George C., 


APPLETON AND COX, Inc. 
New York, N. Y. 


Executive Appointments 
Owen E. Barker has assumed the office of chairman 
of the board in addition to the presidency ; he has served 
as president since 1954. D. Farley Cox, lis who re 
linquished the chairmanship of the board, will continue 
as a director and member of the executive committee. 


ASSOCIATED RECIPROCAL Exchanges 
New York, N. Y. 


Form New Company 


The Commerce and Industry Insurance Company, a 
stock company, has been organized as a wholly-owned 
subsidiary of the Associated Reciprocal Exchanges, New 
York. Initial financing consists of capital of $750,000, 
surplus of $750,000 and reserves of $500,000. The com 
pany will write preferred fire and allied lines which do 

(Continued on the next page) 
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ASSOCIATED RECIPROCAL—Contin 


veda 

will 
reinsurance, Officers of the new company, 
Merritt, I], 


omeer, ] old 


not qualify for acceptance by the [-xchanges. It 
also accept 
headed by Schuvlet as president and chief 
executive comparable positions with Ke 
ciprocal Managers, Ine., which manages the Associated 
Reciprocal exchanges 


At the 


voted Ol 


annual mecting, February +. policyholders 


; 
a plan to merge 


the six .\ssociated Reciprocal 
lexchang and 


s 


oa Cree Ey Rers Oe : ee 
nderwriters [xchange into one recip- 


rocal, its name to be American Reciprocal Insurers. 


ATLANTIC MUTUAL Insurance Co. 
CENTENNIAL Insurance Co. 
New York N. Y 


Named Vice President 


Charles FF, Cowl 
been named a 


in 1945 


issistant vice 


y, cnet casualty claims officer, has 
vice president. Tle joined the companies 


as casualty claims manager, and was named an 


president in January, 1956, 


ATLAS ASSURANCE Co., Ltd. 
London En Wana 
New General Manager 

Charles Cheveley, formerly deputy general manager, 
Was appointed general manager, effective January 1. He 
succeeded J. W. | 


Levien, who retired as general man 
ager but who ren 


mins a director of the company. 


BINGHAM MUTUAL Fire Insurance Co. 


Bingham, Mas 
Executive Appointments 


Richard \ Spencer | 
to vice president and 


ethel I. 


company. 


as been promoted trom secretary 


secretary and John H. Dean and 
| this 


assistant secretaries of 


we 


lO’. REINSURANCE 
FRANK BURNS 
= 


STUART BUILDING + SEATTLE, WASHINGTON 


BOSTON Insurance Group 


Boston, Mass. 
Heads Loss Department 


Gieorge S. Zacharkow, secretary, has been named to 
succeed Richard W. Bennett who retired as vice presi- 
dent in charge of the loss department of the group. 


BOSTON MFGS. Mutual Insurance Co. 
MUTUAL BOILER AND MACH. Ins. Co. 
Waltham, Mass. 


New President 


effective February 1, Gilbert M. Roddy was elected 
president and chief executive officer of these two com- 
Marshall B. Dalton 
the boards, 


panies. was elected chairman of 


CASUALTY UNDERWRITERS, Inc. 
St. Paul, Minn. 


Capital Increase 
Elections 


\n additional 5,000 shares of $10 par value common 
stock at $30 per share has been sold, adding $50,000 
to capital and $100,000 to surplus. The company has 
also announced the promotion of Byron Olsen from 
secretary to senior vice president and the election of 
Robert DePalma, Wilmer D. Newton and LeRoy Toth 
as Vice presidents, 


CONTINENTAL CASUALTY Company 
Chicago, Illinois 


New Dental Rider 


\ new rider attached to all of this company’s hospital 
and surgical type policies will provide, without additional 
cost, coverage for certain dental surgery for patients 
confined in a hospital. The same rider also extends cov- 
erage for the administration of anesthetics by both hos- 
pital employees and specialists in the field. 


EAST HUNTINGDON Casualty Co. 


Scottdale, Pa. 
Dissolved 


This Pennsylvania stock casualty company was volun- 
tarily dissolved, effective November 22. The company 
was formed in January, 1953 to write workmen's com- 
pensation and general liability coverages but has been 
inactive. It was licensed in Pennsylvania only. 
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SOME THINGS NEVER CHANGE 


eee 
but insurance coverage must 


Steadily rising property values 
highlight the need for periodic 

review of your clients’ insurance 
protection. 


Today, more than ever before, 
they need the up-to-date fire 
and casualty coverage only you 
can give. 


THE 
CANADIAN 
FIRE INSURANCE 
COMPANY 


CANADIAN 
INDEMNITY 
COMPANY 


UNITED STATES HEAD OFFICE: LOS ANGELES, CALIFORNIA 





THE ELDORADO Insurance Exchange 


San Francisco, Calif. 
New Reciprocal 


Located at 461 Market Street, this exchange has been 
licensed to issue non-assessable workmen's compensation 
and employers’ lability policies through agents and 
brokers. The attorney-in-fact is Eldorado Management 
Company. Management is headed by J. Martin Payne, 
owner of Maritime Agencies, Inc. Other officers are: 
Vice president, Kenneth S. Beebe and secretary and gen 
eral counsel, Harold S. Dobbs. 


FARM FAMILY Mutual Insurance Co. 
Delmar P.O., New York 


New Address 


This company has changed its principal office from 
132 State Street, Albany, New York, to 157 Delaware 
Ave., Town of Bethlehem, Delmar P.0., New York. 


FARMERS MUTUAL Hail Insurance Company 


of lowa, Des Moines, lowa 
To Discontinue Lines 


This company will discontinue writing full coverage 
automobile insurance and fire insurance on town dwell 
ings on February 28, but will continue to specialize in 
crop hail insurance, turkey insurance and reinsurance. 
Crop hail insurance has been written since 1893 and in 
surance on turkeys since October, 1957, when Farmers 
Mutual Hail absorbed the turkey operation of the Prop 
erty Owners Mutual. 
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FIDELITY Life Assn. 


Fulton ||| 
Joins Kemper Group 


Phis Mutual Legal Reserve life insurance company 
has become a member of the Kemper Insurance group 
after more than three years of close working athhation 


FIREMAN'S FUND Insurance Co. 
Calif. 


San Francisco 


Made Vice Presidents 
New Address 


Machkav, Woodward Melone and 


IX. Sims, all former resident vice presidents, have 


James B. Phomas 
been 


elected vice presidents, 


The home office of this gre up of companies has been 


( 
moved to 3333 California Street, San Francisco, Cali 


fornia. 


GLENS FALLS Insurance Co. 
lens Falls, N. Y. 


Named Comptroller 


Harry G. Noyes, Jr., has been elected comptroller suc 
ceeding the late Robert R. Cowles. Mr. Noves had been 
chief statistician. 


GREAT CENTRAL Insurance Co. 


Peoria, Ill. 
Stock Dividend 


Stockholders voted on December 23 to ratify a stock 
dividend declared by the board of directors. The divi 
dend was on the basis of one share for every four shares 


Continued the next page 





GREAT CENTRAL 
held and increased the capital of the company trom 


$800,000 to Sl million. It was paid December 30 to 


stockholders of record December 16. 


THE HANOVER Fire Insurance Co. 
New York, N. Y. 


Changes Title 
lo reflect its casualty and surety activities, the name 


of this company has been changed to The Hanover In 
surance ( OmMpany, effective January i 


HARTFORD Fire 
Hartford, Con 


Insurance Co. Group 


Elections 


Cailmore 
\lbert | 
llarttord 


John | 
ford lire : 


was elected a secretary of the Hart 
Hall was elected an assistant secre 
and Tlartford Accident. .\rthur 
arles ‘| Johnson were elected secre 


tary of lire 
\. Hansen and Cl 
taries, Wrrin S 


Burnside, Gerald ‘T. Jovee and Francis 


| Hope, assistant secretaries of Hartford Accident, 


THE HOME In: 
New York, N. Y. 


rance Co. 


Buys Life Company 
Executive Changes 

The Hlome has entered the life 
through the purel 


insurance business 
ase of control of the Peoples Life In 
surance Company, Frankfort, Indiana. The Peoples, 
with capital of $300,000 and assets in excess of $35 mil 
lion, was organized in 1906. It writes standard forms 
of ordinary life, group life and individual annuities on a 
non-participating basis. At the end of 1956 it was en- 
tered in six states 

Philip S. Rowan has been elected vice president and 
secretary, and Fernando S$, Mostero, assistant secretary 
of The Home and The Home Indemnity with complete 
jurisdiction over operations in the Pacific Coast states. 
Mr. Rowan, who succeeds the late George E. Stroub., 
The Home at San Francisco and 
Mr. Mostero had been general manager of The Home 
Indemmnity’s Pacil 

Walter W. Al 


charge of The Hor 


had been secretary of 


ic Department at the same location. 
len, vice president and secretary in 
ne Insurance Company’s Metropolitan 
and Service Departments, has been transferred to the 
otfice of the president 
| 


and 


where he will assume executive 
Norman. C, 
Metropolitan Department, has 
president and secretary of The Home 
and The Home Indemnity in charge of the Metropolitan 
Department and Irwin B. Somerville, secretary in the 
Service Department, 
department. 


duties work on special assignments. 
frost. secretary in the 


been elected vice 


has been placed in charge of that 
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THE HOMELAND Insurance Co. of America 
New York, N. Y. 


Merger 


This company has merged with and into the Central 
Surety and Insurance Corporation, Kansas City, Mo., 
effective December 31, 1957. The paid-up capital of the 
surviving company is $2 million. Both companies were 
members of the North British Group. 


INSURANCE COMPANY of North America 
Philadelphia, Pa. 


Licensed in West Germany 


The Judge A\dvocate’s office of the United States 
\rmy has issued a license to this company to maintain 
offices in West Germany and to insure United States 
military personnel stationed there. For the past ten 
vears military insurance in that country has been written 
for the group by Indemnity ] 
North America. 


Insurance Company ot 


LLOYD'S OF LONDON 
London, Eng. 


E'ections 
Walter Barrie has been re-elected chairman of the 


(ommuttee of \nthony 
deputy chairman to serve during 1958, 


Llovd’s, and (srover elected 


THE LONG ISLAND Casualty Insurance Co. 
Hempstead, N. Y. 


New Company 


The company located at 230 Hilton Avenue, having 
heen licensed September 19, 1957, began operations dur 
ing January, A total of 55.975 shares of $2.50 par value 
stock were sold at $3.75 per share giving the company 
an initial capital of $139,937.50 and, after organizational 
expenses of $1,825.50, a surplus of $68,143.25. The 
company writes individual and group accident and health 
coverages. Officers are: President, Bertram Harnett, 
attorney and specialist in insurance law and taxation; 
vice president, David Sarbone, former executive vice 
president of American Progressive Health Insurance 
Company ; secretary, Louis I]. Powell, attorney and in 


surance advisor and treasurer, Morris I. Green. 


MERCHANTS Indemnity Corp. of N. Y. 
New York, N. Y. 
Fire Rate Deviation Approved 

This company has secured approval of a 15% fire and 
extended coverage rate deviation in New Jersey. The 
approval, however, is only effective for one year. 
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In Our 37th* Year of Business, We are Proud to Announce an 


INCREASE IN SERVICE! 


Now, we are extending our Service and Facilities to Reinsurance 


Companies and Reinsurance Brokers . 
Companies, Agents & Brokers. 


CATASTROPHE 


. in addition to Insurance 


Call or wire us for Unexcelled World-Wide Service! 


* W. Harold L hart, Presid 





t, Entered Business February 13, 1921. 


Loonhart and Company, Ine. 


SOUTH & WATER STREETS SARATOGA 7-3500 


BALTIMORE 3 


27 WILLIAM STREET 


NEW YORK 5 


HANOVER 2-6384 





NATIONWIDE MUTUAL Insurance Company 
Columbus, Ohio 


New Auto Policy 


Nationwide Mutual Insurance Company is introduc- 
ing a new automobile policy, “Family Compensation,” 
which provides an expansion of medical payments cov- 
It was tried experimentally in Maryland and 
Delaware under the name of “alternative compensation” 

so called because it offered an injured third party the 
alternative of pursuing his claim under the laws of negli- 
gence, or of accepting compensation on a contractual 
basis, irrespective of liability. 

In addition to the usual medical payments, with a 
maximum of $2,000 per person, “Family Compensation” 
also includes a $5,000 death benefit for adults and a dis- 
ability allowance of $5 per day when confined indoors 
for a maximum of 180 days (lower payments for chil- 
dren under 18) whether as drivers of any car, passengers 
in any car or as pedestrians. “Family Compensation” 
will be available in New York, Ohio, Pennsylvania, 
Michigan, Indiana, Vermont, Connecticut, 
Island, South Carolina, Maryland and Delaware. 


erage. 


Rhode 


THE NORTHERN Assurance Co., Ltd. 
New York, N. Y. 


Assistant U. S. Manager 


Reginald 1.. Wetherly has been appointed assistant 
United States Manager. 


OHIO FARMERS Companies 
LeRoy, Ohio 


Executive Appointments 


The following appointments have been announced : 
C. G. Beach, general counsel; R. B. Hawley, vice presi- 
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M. ] Me\ icke e 
secretary for fire claims; D. D. Montgomery, vice presi 
dent and agency superintendent; C. E. Moul, secretary 
for casualty claims and W. W. Waters, vice president 
and Ohio field superintendent. 


dent and assistant corporate secretary ; 


PACIFIC Indemnity Company 


Los Angeles, California 
Operations Revised 


Announcement is being made jointly by Pacific In 
demnity Company and Swett & Crawford concerning 
a new status of operations. .\n agreement has been 
effected whereby Swett & Crawford’s underwriting man- 
agership of Pacific Indemnity will be relinquished as of 
May 1, 1958. 
Inanage its production, engineering, 
claims service on the West Coast, as well as in all other 
territories. Other than the foregoing, Swett & Crawford 
will continue its present operations, consisting princi 
pally of its large scale surplus lines business. Personnel 
and facilities of Swett & Crawford, required in the 
handling of Pacific Indemnity business, will be inte 
grated into the insurance company. The cooperative re 


Pacific Indemnity will thus completely 
underwriting and 


lationship now existing between the two companies will 
be continued and wherever possible they will be ad 
jacently housed as at present. 


RELIANCE Insurance Company 
Philadelphia, Pa. 


Merger Completed 


The merger of the Reliance Insurance Company ot 
Philadelphia and the Eureka Casualty Company with 
and into the Fire Association of Philadelphia, was com 
pleted effective January Ist, 1958. The title of the sur 
viving company is Reliance Insurance Company 


(Continued on the next paae) 





ROYAL EXCHANGE Group 
New York. N. ¥. 


Named Assistant U. S. Manager 


\rthur A. Lang, formerly manager of the group's 


Pacitic Department has been promoted to assistant 
United States Manager of the group. He will be head 


juartered in New York City. 


SUN MUTUAL Fire In: 
Cincinnati, Ohio 


urance Co. 


Reinsured 


Phe Central Mutual Insurance Company, Van Wert, 
totally reinsured Sun Mutual effective December 31, 
1957. The Sun Mutual wrote fire and extended cover 
, 


ve in Ohio only Its net 


ag 


SS84,000 


premium volume for 1956 was 


THE 20th CENTURY Insurance Exchange 
Los Angeles, Calif. 


New Exchange 


Located at 810 South Spring Street, the exchange was 
organized with a contributed surplus of $200,000 and is 
operating in Califorma with plans for expansion 


into the 


now 
The initial re- 
mited by the attorney-in-fact, Twen- 
Century Underwriters, Ine., of which James W. 
secutive vice president of the Farm- 
the board. The 
mail at deviated 


westerl nidwestern. states. 
sources were contri 
tieth 
Hughes, formerly « 

Insurance Group, is chairman. of 
obile 


issessable for one additional pre 


ange writes autor 


lines Dy 
rates Its policies ire 


mium deposit 


VIGILANT Insuran 
New York, N. Y. 


. ompany 


Enters Venezuela 
This company, ember of the Chubb & Son group, 
| 
insurance in the Republic 
pany s activities in that country 


has been admitted t© 
of Venezuela Lhe 


will be under the 


write 


anagement of La Seguridad, a lead 


ing Venezuelan company with home offices in Caracas. 


OTIS CLARK & €0. 


FACULTATIVE 
TREATY 
| > Cod 3) 


206 SANSOME STREET 
SAN FRANCISCO 


new directors 


American Credit Indemnity Co. of New York (Baltimore, 

Md.): John S. Grimes, vice president and a director of 

Commercial Credit Company. 

Boston Manufacturers Mutual Insurance Company (Wal- 

tham, Mass.): Franklin K. Hoyt, treasurer of the Houghton 

Mifflin Company, Boston. 

The Continental Insurance Company (New York, N. Y.): 

William B. Rearden, president of the Firemen's Insurance 

Company of Newark, New Jersey, and affiliated compa- 

nies. Albert R. Jube, partner in the law firm of Chamber- 
Kaper, Wilds and Jube, New York City. 

The Fidelity and Casualty Company of New York (New 

York, N. Y.): Hoyt Ammidon, president of the United 

States Trust Company of New York, and Joseph A. Mar 

tino, president of National Lead Company. 

Mutual Boiler and Machinery Insurance Company (Wal- 

tham, Mass.}: Franklin K. Hoyt, treasurer of the Houghton 

Mifflin Company, Boston. 

Niagara Fire Insurance Company (New York, N. Y.): 

Arthur B. Goetze, president of the Western Electric Com- 


pany. 


CONVENTIONS AHEAD—from page 8 


16-18 National Association of Insurance Commissioners, Zone 2, 
John Marshall Hotel, Richmond. 
17 Illinois Association of Accident & Health Underwriters, sales 
congress, Chicago. 
Mississippi Mutual Agents Association, Inc., 
water Gulf Hotel, Edgewater Park. 
Chicago Insurance Day, 13th annual, Conrad Hilton Hotel. 
Arkansas Association of Mutual Insurance Agents, annual, 
Velda Rose, Hot Springs. 
National Association of Insurance Agents, midyear, Foun- 
tainbleu, Miami Beach. 
Southern Agents Conference, NAIA, midyear, Fountainbleu, 
Miami Beach. 
lowa Association of Mutual Insurance Agents, Hotel Savery, 
Des Moines. 
Board of Fire Underwriters of the Pacific, annual, 
Barbara Biltmore, Santa Barbara, Cal. 
National Association of Independent Insurance Adjusters, 
annual, Sheraton-Plaza Hotel, Boston. 


annual, Edge- 


Santa 


MAY 


Missouri Association of Mutual Insurance Agents, annual, 
Governor Hotel, Jefferson City. 

Southern Claims Conference, annual, Nashville. 

Louisiana Association of Insurance Agents, annual, Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

North Carolina Association of Insurance Agents, annual, 
Hotel Carolina, Pinehurst. 

Federation of Mutual Fire Insurance Companies, annual, 
Edgewater Beach Hotel, Chicago. 

National Association of Automotive Mutual Insurance Com- 
panies, annual, Edgewater Beach Hotel, Chicago. 

National Association of Mutual Casualty Companies, Edge- 
water Beach Hotel, Chicago. 
American Mutual Insurance Alliance, 
Beach Hotel, Chicago. 

National Bureau of Casualty Underwriters, annual, Waldorf, 
be Y.-C. 

Conference of Mutual Casualty Companies, claim confer- 
ence, Conrad Hilton Hotel, Chicago. 

Nebraska Association of Mutual Insurance Agents, Corn- 
husker Hotel, Lincoln. 

American Association of Managing General Agents, annual, 
Broadmoor Hotel, Colorado Springs. 

Inland Marine Insurance Bureau, Shawnee, Pa. 

Health Insurance Association of America, 
Hotel, Chicago. 

National Association of Insurance Brokers, annual, Los An- 
geles. 

National Association of Mutual Insurance Agents, midyear, 
Kentucky Hotel, Louisville. 


annual, Edgewater 


Drake 


annual, 
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ARKANSAS 








SOUTHERN INSURORS, INC. 
Managing 
General 

Agents 


Multiple Line Facilities for 
Arkansas, Oklahoma, Louisiana, Texas 


ALEX ARTZT 
22 N. 6TH STREET 
FORT SMITH, ARK. 





COLORADO 











RITTER GENERAL AGENCY 
Gas & Electric Bldg. 


DENVER, COLORADO 
COLORADO WYOMING NEW MEXICO 








FLORIDA 








HUNTER LYON, INC. 


GENERAL AGENT 
901 South Miami Avenue 
MIAMI 36 
Serving Florida Agents 








INSURANCE 


GENERAL 


AGENTS 


NEW JERSEY 


WEST VIRGINIA 








ALFRED PAULL & SON, INC. 
Supervising General Agents 
For Over 50 Years 


HAWLEY BUILDING WHEELING, W. VA. 








CANADA 








Robert Howard J.M. Williams J. A. Carmody 
. Oliver W. Mines 


ROBERT HOWARD & CO., LIMITED 
Established 190! 


INSURANCE BROKERS 


CANADA CEMENT BLDG. 
MONTREAL, QUEBEC 














TRANS CANADA 
ASSURANCE AGENCIES INC. 


Lioyd’s Correspondents 


REINSURANCE AND SPECIAL RISKS 
1231 Ste Catherine St. West 
Montreal, Canada 














U. S. UNDERWRITERS, INC. 
MANAGING GENERAL AGENTS 
1801 CORAL WAY P. O. BOX 484 
SHENANDOAH STATION 
MIAMI 45, FLORIDA 


MULTIPLE LINE FACILITIES FOR 
SOUTHEASTERN UNITED STATES 








A. W. MARSHALL & CO. 


MANAGING GENERAL AGENTS 
744 Broad St. Newark 2, N. J. 


MULTIPLE LINE FACILITIES FOR 
NEW JERSEY INCLUDING LIFE 


Tel.: Mitchell 2-0963-4-5-6-7-8-9 











LOUISIANA 











BUSHNELL and COMPANY 


GENERAL AGENTS 
BOLDEN BUILDING 


ALEXANDRIA, LOUISIANA 


Multiple Line Facilities for 
Louisiana 


TEXAS 


~ 


REDMOND and SHAUGHNESSY, Ltd. 


ONE OF CANADA'S LEADING 
INSURANCE BROKERAGE OFFICES 


315 St. Sacrament Street, Montreal 

















MONTANA 





T. A. MANNING & SONS 
Insurance Managers 


Established 1904 
DALLAS 1, TEXAS 











UTAH 





Stewart, Smith (Canada) Limited 


Sun Life Buliding, Montreal 
Agents and Brokers 


or 
Insurance and Reinsurance 
Associate Offices at 
116 John Street, New York 
Board of Trade Building, Chicago | 


also 
Stewart, Smith & Co., Limited, London, England 








FIRE — CASUALTY — AUTOMOBILE 
INLAND MARINE 
WORKMEN'S COMPENSATION 


WESTERN INSURANCE AGENCY 
Complete Facilities for Handling Surplus 
and Excess Lines 
HELENA, MONTANA 
TEL. Hi—2-5770 


P. O. BOX 523 
225 POWER BLOCK 











THE KOLOB CORPORATION 
General Agents 
Utah, Idaho, Montana, Nevada 
COMPLETE INSURANCE SERVICE 


330 Judge Building 
Salt Lake City, Utah 





A. E. WILSON & COMPANY, LIMITED 
Lumsden Bldg. Toronto 


Insurance Service 
Throughout Canada 
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NORTH AMERICAN REENSURANGE 


CORPORATION 


REINSURANCE 


FIRE 
CASUALTY 
SURETY 


161 EAST FORTY-SECOND STREET 
NEW YORK 17, N. Y. 





the future 
of independent agents 


CHARLES H. BOKMAN 

Resident Vice President 

Pittsburgh Branch Office 

New Amsterdam Cas. Co. 


Hi FUTURE OF THE AGENCY 
gp Is going to depend upon 
the future of the individual agent. 
As the individual agent goes, so will 
the agency system go. Frankly, we 
do not believe that the agency sys- 
tem is doomed and that ts 
the reasons why we bhelieve it is a 


one of 


healthy situation to discuss this mat- 
ter openly and frankly and try to 
develop answers to some of our 
current problems that will guarantee 
a continuation of the independent in- 
surance agent and the agency system. 


Complacent Attitude 


In today’s competition, it is not 
unusual to have agents tell us that 
they “have all the business they 
need; why should we knock our- 
selves out seeking additional busi- 
ness.” This brings up the question 
of “how are we going to sustain and 
maintain existing agencies and ex 
pand the members of the agency 
system to meet the demands of our 
growing economy against such an 
attitude of complacency 7” 

Qf recent years—whether we like 
it or not—our whole economy has 
heen geared to the ways of big busi- 
Mass production, the fruit of 
technocracy, with merchandising 
programs coordinated to fit, has 
been the vogue. The idea of making 
and/or handling many more items 
with a small profit on each item, but 
greater over-all profit, is the plan we 
are committed to. Better 
wider distribution and lower costs 
are claimed to be the advantages of 
this type of economic program. Au- 
tomobile purchasers—our prospects 
for insurance—are filled up with this 
kind of thinking as they drive a hard 


ness. 


service, 
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bargain and leave little protit for the 
dealer on their new car purchase. 

It has never been clearly estab- 
lished how all business can fit itself 
into the pattern ; however, it becomes 
increasingly evident that all business 
will have to study conditions and 
make such adjustments and adapta- 
tions as are necessary to, in some 
measure, conform with current eco- 
nomic trends. lar too little attention 
has been given to this problem as it 
pertains to the independent local 
agent, particularly when it 1s con 
sidered that, as an individual or a 
small business man, his every 
thought 1s against the expense and 
trouble and compulsion of mass sell- 
ing methods. 

It becomes more and more appar 
ent that one sure way to guarantee 
a continuation of the agency system 
is to start now rebuilding confidence 
in the future of our business in each 
individual agent and/or agency, a 
confidence that will be evident as we 
indicate our determination to main- 
tain every unit of the agency system 
at maximum strength in all ways 
and at all times. A continuation of 
all agents and agencies on a strong, 
top level basis is the best guarantee 
the agency 
That requires, first of all, 
bringing top grade new blood into 
our ranks constantly and on a con- 
tinuing plan we can all believe in, 
work for and see through to a reality. 

Let us face the facts, it isn’t en- 
tirely competition ; it is also lack of 
manpower that is hurting us. We, 
force, are 
physically unable, from lack of nu- 
merical strength, to cover the field 
and to fight the competition at the 
only proper level: where the pros- 
pects are. There is need for many 
more agents or solicitors in the ranks 
of the organized 


of the continuation of 
system. 


as an existing agency 


companies and 


agents and it is our considered opin- 
ion that one of the immediate needs 


is to find ways and means of aug- 
menting the existing personnel of 
the agency ranks so that we obtain 
better 
pects and erect a sturdier bulwark 
against any and all competition. 

At the 


unable to make personal contacts 


coverage of available pros 


moment, we seem to be 
with the number of prospects that 
have mushroomed beyond our ca 
pacity to contact as a result of the 
expansion of credit. As our expand 
ing credit has now reached into all 
levels of people, it has created many 
new uninsured risks and the de 
mands on our imsurance business 
and on the agency system have be 
Doesn't 
it seem logical to suppose that if we 
had been able to contact all of the 
prospects for automobile insurance, 
many of those now carrying insur- 
ance with the competition would be 
on our books ? 


come increasingly greater. 


We have heard several recent dis- 
cussions that we believe fit into this 
situation at this point. A branch 
manager was talking with an agent 
from a small community. He asked 
him his age, and learned he was a 

Continued 


n the next page} 
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...not pins on a map! 


The most important 
people on the face of the 
map are our agents! 
They are our 

greatest asset and the 
life blood of 

our companies. 


Be douston Fine ..CASUALTY INSURANCE CO. 
(1S= ENERAL INSURANCE CORPORATION 


MAIN OFFICE FORT WORTH, TEXAS 


Independent Agents—Continued 


man in his late fifties. The branch 
manager asked him how many agents 
were in his community and he re- 
plied, “something like 43.” The next 
question he asked him—‘“how many 
are younger men and how many 
have young men in the agency?” 
\fiter due consideration the agent 
rephed there were three. The branch 
manager then asked what is to even 
tually become of these other agen 
cies. If their business is not on the 
increase, then it 1s bound to be on 
the decrease. As these agents grow 
older, they are bound to lose business 
and unless there is some young blood 
in the agency to bring in new busi 
ness, these agencies are bound to die 
by the normal process of drying up. 

Let’s for a moment look at the 
need for maintaining an agency at 
its top value. Agents, unlike salaried 
people, do not ordinarily have a re 
tirement plan. Their security for 
retirement is vested in and tied up 
with their ability to maintain their 
agency at top efficiency until such 
time as they decide to retire, at 
which time the agency should be 
worth its highest price and afford a 
comfortable living for the agent in 
his retirement. That’s where we 
disagree with the agent who says, 
“| have all the business | need.” 
We all realize that one man can only 
handle so much business. After that, 
he has to have help. Now where is 
the help to come from? 

The only place we can see where 
an agency of today can acquire such 
help is through solicitors—salaried 
or commissioned—depending upon 
the conditions in the ageney and the 
community. We have heard many 
times that if the agent takes in young 
men as solicitors, these solicitors will 
eventually leave and go into business 
for themselves and become a serious 
competitor. That is not entirely true. 
although so far as that phase of the 
situation is concerned, our business 
is not peculiar in that respect. It 
happens in every business and most 
agents who have tried it will tell 
you that if the solicitor is compen 
sated on a fair basis, the situation 
can be made sufficiently interesting 
for him. Probably too often what 
happens is that the agent “who al 
ready has more business than he can 
handle” hires a_ solicitor and_ this 
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solicitor is aggressively building a 
business and demands a fair share 
of the profit. We don’t think any of 
us would expect the solicitor to carry 
the load in an agency without the 
pay. . 


Use Women 


Most assuredly we recommend 
good, capable young men as our first 
choice for solicitors. However, we 
have a theory that may be wrong, 
and that is, many agents are over- 
looking a good bet in the appoint 
ment of some good women solicitors. 
Industry as a whole today hires 
more women than ever betore. We 
believe it would be possible to hire 
and train more intelligent, better- 
qualified women with better back 
grounds, than would be the case 
with men. There are many married 
women who are ambitious and have 
good connections and should prove 
good solicitors. every week the in 
surance magazines carry pictures of 
women who are top producers in the 
life business and there is no logical 
reason why it couldn’t apply to the 
casualty and fire business. There are 
two things that are important: first 
selecting the right woman; and, sec- 
ond, giving the proper training. The 
situation here is exactly the same 
whether we are talking about women 
or men solicitors. 

We are not very much concerned 
about the future of the independent 
insurance agents because we believe, 
over the years, they have justified 
their place in the general insurance 
picture. However, we repeat—we 
do believe that we need more new 
blood in many of our agencies in 
order to maintain them at top peak 
and to carry on their top economic 
value to the community, to the 
agency ownership and to the agency 
system. It would appear that each 
agent owes this to himself and to 
the American agency system. If we 
believe in it, let’s do our share to 
keep it alive and virile. 

It seems to us that if we will keep 
these two observations ever before 
us—(1) the need for keeping agen 
cies alive and at top efficiency, and 
(2) getting enough solicitors in 
terested to fully cover the field—we 
will go a long way toward answering 
the question concerning the future 
of the independent agent. 

It appears to us that we are at the 
moment in the vallev of decision, so 

(Continued on the next page) 





Classroom instruc- 
tion by Mil staff (all 
CPCU's) and key 
Kemper executives. 


"|. Course was very enlightening, com- 
prehensive as well as interesting... 
excellent staff of instructors.’ 


W.E. Koehler 

Koehler Insurance Service 
Cedarburg, Wisconsin 

Past President 

Wisc. Assoc. of Mutual Ins. Agents 


Four weeks of basic training 
in all lines of insurance 


Founded twenty years ago, the Mutual Insurance Institute’s 
tuition-free four weeks course for producers has served as a re- 
view of fundamentals. .. and a preview of things to come PLUS 
additional training in successful profit making sales methods. 


1958 CLASSES BEGINNING 
FEB. 24 JULY 7 OCT. 27 


If you represent one of the Kemper 
companies and are interested in 
attending, write: 


Director of Training, 
Mutual Insurance Institute 
Chicago 40, Illinois 


Lumbermens || GUL) GY 
LN mercan MOTORISTS INSURANCE COMPANY 


AMERICAN MANUFACTURERS mutuat INSURANCE COMPANY 


divisions of KEMPER Insurance 
CHICAGO 40 





Independent Agents 
the mdependent 

Hlow each of us 
ucts himself and 
MISINess Is voing to 

be one + 4] ! t hnportant tactors 
in deciding t uture of the inde 
pendent agent, and that is one of the 


reasons urge 


every 
agent to of his own situa 


tion. If this is done only for selfish 


purposes, it will help accomplish the 


desired overall re sults 


INSURANCE W) 


TO FIT THE NEED 


What is your excuse 
for neglecting the 


clients who need 


COMPREHENSIVE 
FARM LIABILITY 
f You write auto insurance for 


those farmer clients of yours 
But do they know you can pro- 
tect them against other hazards 
that threaten their pocketbooks? 
Farm animals get into more 
trouble than young delinquents. 
Farm emplovees are always get- 
ting hurt. Farm tractors are a 
real road hazard 


f Farming is a business that re- 


quires a much bigger investment 
than it used to. That investment 
needs liability protection just as 
much on a farm as it would in 
any other “Shelby” 
agents have the double advan- 
tage of a simple rating plan and 
a policy that does more. Are 
vou giving vour clients the full 
advantage of what vou have to 
offer? 


INSURANCE COMPANY 
¢ SHELBY, OHIO 


WA NON-ASSESSABLE 
FIRE & CASUALTY 


business. 


The attitude many agents are tak- 


ing today does not chart a 


healthy 


very 
situation for their own busi 
ness or for the future of the agent. 
The idea that anv agent has all the 
business he 


\s a matter of fact, it behooves each 


needs solves nothing. 


agent to operate his business at top 
efficiency right up until the day he 
retires or calls it quits. 


A Better Agency 


li this idea is taken seriously and 
developed by each individual agent 
in his own way, it will guarantee a 
better, live and virile agency, geared 
and = not 
geared to a peak existence that will 
reach a higher point and then will 
vo downhill on a program of dimin- 


to continued existence 


ishing returns as the original owner 
ship of the agency goes into semi 
retirement. The program 
must be one of continued top service 


agency 


and efficiency, and that will guaran- 
the 
system, performing its normal 


tee a continuation of agenc\ 
fune- 
tion and serving the people of our 
country in the future, as well or 


better than it has in the past. 


A Worthwhile Service 


The future of the American agency 
system will be absolutely secure so 
long as we have a group of strong, 
substantial agents, providing a worth- 
while the local 


agency service at 


level. The only way that can be 


accomplished is by each agent at 
every possible turn improving and 
building up his agency to maximum 
performance and production. To the 
agent, this is like money in the bank. 
It is a method of savings, a method 
of building an estate—an easier wai 
of increasing financial worth than by 
So let's forget 
about and discourage, at every turn, 
this idea that “T have all the bust- 
ness T need; why should T knock 
myself out trving to increase m\ 
This is a short-sighted 
viewpoint and everyone has an obli- 
vation to his 
maintain himself at maximum finan 


investing in bonds. 


volume 2” 


increase estate and 
cial worth, which is exactly what is 
being done when vou build up vour 
agency to its value and make 
certain that it stavs there. If 


want to look at it selfishly, vou are 


top 
vou 


not helping anvone but vourself; vou 
are building an estate and an equity 


for your later vears or for for your 
survivors. 

As we said in the beginning, it 
is doubtful if anvone can accurately 
predict the future of any particular 
phase of our business, much less the 
future of the independent agent, but 
It Is just as sure as tomorrow that 
if every agency, that is now a part 
of the American agency system, will 
operate as we have suggested herein, 
there will always be an American 
substantial 
place in the economy for the inde- 
pendent agent. That pretty 
much puts it in the lap of each in- 
dividual because, after all, the agency 
system is a group of individual 
agents operating on a_ prescribed 
plan. 


agency system and a 


local 


The Good Agent 


The matter of being a good agent 
is no easy thing. The duties of a 
good agent involve many and varied 
activities. His hours are long, he 
must have a knowledge of many 
complicated subjects and = constant 
study is necessary to keep abreast of 
changing forms and conditions. The 
same can be said of each of those 
who are engaged in any phase of our 
of the insurance 
Our system must perform perfectly 
at every level. Perfection, no less, 
must be our constant The 
greatest danger—unquestionably the 
greatest danger to this business of 
being an agent and to the agency 
system, 1s the careless, disinterested 
individual who presumes that being 
a good agent is only a matter of 
cutting rates, cutting corners, and 
high Pretty soft, if 
that were all there were to it, but 
those agents who do not make a 
business of being a good agent sim- 
ply do not understand the import- 
ance of the good insurance agent nor 
their responsibilties as a vital part 
of our business. As this situation 
develops, this type of insurance per- 


concept business. 
l 


goal. 


commissions. 


son will either make necessary ad- 
justnents in his operation or be 
eliminated in the natural course of 
events. 

Competition demands that we all 
must be good good agents, good 
and 
nothing less will 
It is an excellent time for a little 
soul-searching to make absolutely 
certain that we measure up to our 


brokers, good company men 
good companies 


do. 
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full responsibilities. Opportunists, 
who for selfish gain take advantage 
of the existing conditions, only add 
to the problem facing the rest of us 
and that goes for agents, company 
employees and companies. There has 
been far too much of this type of 
activity at all levels. 


AUTO COMMISSION 
REDUCTIONS 


. CONTINUING UNFAVORABLE un- 
derwriting experience on automobile 
liability business has resulted in a 
general tightening of the market and 
pressure on commissions, particu- 
larly on Class 2 (young male driv- 
ers). Last fall Connecticut approved 
a revised filing of auto bodily injury 
and property damage liability rates 
reducing the acquisition cost load- 
ing from 25% to 15% for 


operators age 25. 


male 
This 
knocked the local agent’s commission 
to 10%, the same rate as for public 
livery and long haul trucking risks. 

Most recently pressure has been 
greatest in New York State but ac- 
tion in California and Chicago is 
brewing. The five boroughs of New 
York City, the highest rated and one 
of the most unprofitable spots cur- 
rently, has been the target for com- 
mission reductions on all classes of 
auto casualty risks, generally to 10% 
15% on other auto 
There been a 
growing tendency to make these re- 
ductions statewide, at least on class 
? 


under 


on class 2 and 


liability lines. has 


, In New York State action has 
been by individual companies as the 
proposed rate revisions, embodying 
a five point reduction in acquisition 
cost, have been stalled and may have 
to be appealed to the courts. Changes 
vary considerably among companies 
as to effective date and as to whether 
the cut is across the board, steeper 
on class 2, statewide or only in New 
York City. So far action has been 
taken by companies of the America- 
Fore Group, Home, Travelers, 
Aetna Casualty, Commercial Union- 
Ocean, Great American, Rovyal- 
Globe, Employers’, Maryland Casu- 
alty, Hartford Accident, U. S. F. 
& G., American of Newark, Massa- 
chusetts and Crum & 
Forster. American Surety and Fire- 


sonding, 
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. . « A quality most successful insurance agents 
have in common 


Sometimes we're amazed at the lack of common sense in high places. 
More than any other single virtue, common sense can help insurance 
men do more things right—and fewer things wrong. Such as in the 


Fire & Casualty 
Company 


selection of companies to represent, for instance. 


PAN AMERICAN 





EARL W. GAMMAGE . PRESIDENT 
P. O. BOX 1662 


Insurance 
Company 





T. EARNEST GAMMAGE JR.. Exec. v. » 
HOUSTON 1. TEXAS 








Fire 


HOME OFFICE 


309 West Jackson Boulevard 
Chicago 6, Illinois 





REINSURANCE 


Casualty 
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NEW YORK OFFICE 


259 West 14th Street 
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man’s Fund gear any reduction to 
agency loss ratio. 


CONNECTICUT 
COMMISSIONER 


ALFRED N, 
insurance 


PREMO, formerly deputy 


commissioner, has been 
made Commissioner of Insurance of 
Connecticut. He will complete the 
term of Thomas J. Spellacy (who 
died while attending the National 
Association of Insurance Commis- 
sioners meeting in New York) which 


extends to the spring of 1959, 


DENTAL CARE 
INSURANCE PLAN 


Tue starr of the United Nations 
is reported to be the first group to 
subscribe to a voluntary community- 
wide dental insurance plan. Cover 
age is through Group Health Den 
tal Insurance, Inc. and the cost will 
be shared by the United Nations and 
While 
some benefits are provided toward 
the coverage of present defects, the 
major emphasis is on preventive 


the some 3,500 employees. 


care. Employees will have the choice 
of their dentist. 





Legal Spotlight—from page 115 ognizable factor in contemplation of 
the size of current jury verdicts. We 
particulars, is increased by arith- cannot overlook the fact that the 
metical or geometrical proportions funds in our own personal bank ac 
over those as set forth in the com- counts are actually worth today less 
plaints or bills of particulars of sev- than half as compared with the 
eral decades ago. This applies not economy of twenty years ago. 
only to doctors’ bills, to hospital ex- We are living in an age of hand- 
penditures, to damages to automo- outs and give-aways. We watched 
hiles, but to loss of earnings and to — with approval and rapt interest while 
other items. This has all helped to a Marine Captain, versed in’ the 


increase the multiple which is a rec- culinary arts, received $64,000; 








Basically, reinsurance firms are 
much alike in the services they 
render. Perhaps there are two 
major differences. Differences in 
the capabilities of management 
and in financial capacity. The 
experience of Inter-Ocean 
counselors, and their ability to 
prepare contracts carefully fitted 
to your needs, is a natural 
outgrowth of the stability of 
Inter-Ocean management— 
continuous since the company’s 
operation began in 1920. Our 
financial capacity is a matter of 
record—sufficient for your 
requirements. 


INTER-OCEAN 
REINSURANCE 


Excess of loss 
Pro-rata 
Catastrophe 


Your reinsurance needs get executive attention. 


cheat SP OP EO SMSO SOS DSSS SSSSQSE 20 


, INTER OCEAN REINSURANCE COMPANY «+ CEDAR RAPIDS, IOWA ; 
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while an elderly lady, who knew her 
lhaseball thoroughly, successfully an- 
swered the $64,000 question ; while a 
clergyman, who knew his American 
jazz as well as his Scriptures §re- 
ceived a similar sum; while an Italian 
cobbler as a reward for his devotion 
to opera went abroad with $32,000 ; 
while a young colored girl, proficient 
in spelling, got $16,000. These fig- 
ures have multiplied tremendously. 
In the recent past, Charles Van 
Doren, “a Columbia University 
professor, obtained $129,000 on 
“Twenty-One,” an NBC quiz pro- 
gram. Teddy Nadler, a laborer at 
$1.90 an hour in the Army Supply 
Depot in St. Louis, accumulated 
$152,000 (with the prospect of more 
to come) on the CBS “$64,000 
Challenge.” An eleven year old boy 
by the name of Leonard Ross of 
Tuquala, California, has pocketed 
$164,000 on the “Big Surprise,” and 
Robert Strom, age ten, acquired 
$192,000 for his knowledge of 
science. 

Since these television wizards have 
catapulted their winnings into such 
pyramidal heights, it is little wonder 
that in an editorial entitled: “The 
Misuses of Money (A Moral),” Life 
has ruefully observed: 

“Inflation, that insidious debaser of 
a nation’s values, has long been at 
work in our society. Of all the 
things you could once buy for a 
nickel—a phone call, a hot dog, a 
large candy bar, a pack of gum 
only the gum remains. Moppets look 
down their noses at the gift of a 
mere dime. The famous $64 Ques- 
tion on radio long ago became so old 
hat that TV raised the ante to $64,- 
000—and then a quiz rival called 
Twenty-One came along and 
hoosted it to $129,000. 


Distorted Sense of Value 


“Last week, the $64,000 boys— 
whose ratings have been slipping 
advertised a ‘momentous’ announce- 
ment. It turned out that they are 
quadrupling their top prize to $256,- 
000. Somehow we think all this 
furious escalation of TV’s pots of 
gold is going to be self-defeating, of 
dubious value for TV itself, and 
unquestionably injurious to the 
voung, whose senses of values are 
already getting distorted by seeing 
ten-year-old boys win $8,000 in a 
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single evening. Such easy money 
makes it difficult for youngsters even 
to understand that their own parents 
often have to struggle and sacrifice, 
even borrow, just to raise a ‘paltry’ 
$2,000 for college tuition. l[asier 
money will make it all the harder 
jor youngsters to why they 
should exert any sweat or muscle on 
their own. 

“As for 
radio's 


sce 


TV itself, 


giveaway 


the lessons of 


madness—w hose 
final stages saw the listeners fleeing 
amid the surplus 
bombers, discarded bridges, a lite- 
time supply of fertilizer, ought to in- 
spire some caution. The time may 
come when even a_ million-dollar 
prize will merely provoke the bored 
yawn. It’s only money.” 


awarding of 


Better If He Needs It 


The spirit of the times has been 
characterized by the old adage: “the 
more the merrier,” by a vicarious 
gratification in the dis- 
bursement of particu 
larly if the recipient is a worthy or 
needy person. Defendants are not 
the only victims of this spendthrift, 
give-away philosophy. 


witnessing 


huge sums, 


Nor can we overlook the great so- 
cial movement that has been evolv 
ing throughout the twentieth 
tury. An injured person, 
infirm individual, a 
who, because of 


cen 
an aged 
wage earner 
his injuries, is un 
able to support his wife and children 

all of these people constitute com- 
munity problems. If they are claim 
ants in personal injury cases and fail 
to receive substantial awards, then 
they and their families may soon be 
on the rolls of public relief for as 
sistance. It is not merely a question 
of denial and deprivation. If they are 
not maintained in proper standards 
there may be 
such as crime, juvenile de 
linquenecy. Since help has to be ad- 
ministered, is it not far simpler for 
those 


other ramifications, 


disease, 


who are overly social-con 
saddle a negligent de 
fendant with the payment of a large 
sum as recompense 
plaintiff or to a bereaved family, 
rather than to the burden 
shifted to the community-at-large ? 

Perhaps we should brace 
selves for higher boosts. The Com- 
pulsory Automobile Insurance Law 
of the State of New York, following 


scious, to 
to an injured 
have 


our- 
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the example of Massachusetts, Wis- 
consin and Louisiana, may increase 
the size of verdicts in the Empire 
State. Other states may lavishly re- 
spond. Generous impulses precari- 
ously embodied in verdicts may rise 
to stratospheric proportions, 

The has become a 
Croesus. Those who think that we 
have reached the crest of the wave 
may be in the trance of wishful 


Colossus 


thinking. In a case in Kings County 
against The New York Central 
Railroad,’ tried by one of the lead- 
ing plaintiffs’ lawyers in the Empire 
State, $200,000 was obtained for a 
man who became a paraplegic be 
cause a crate fell upon him while he 


Continued on the next paae} 


3 Butler v. New York Central (Supreme Court, 
Kings County) 
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Legal Spotlight One of the most renowned plain 


titfs’ attorneys in the country ob- 


was working near the docks. The — tained a verdict of $300,000 for the 


ability was moot inasmuch as it death of 
was the ae of the plaintiff that a pasic proot 
tug collided with a plier on the East man’s 
River witty: such impact that it set in 

ollon and cross-motion forces — decedent had training to reach 
higher positions in his company, that 
plaintiff approximately such 
feet or almost three city blocks 


ich caused the crate to fall upon 


Injured 


positions were available and 


from the place where the tug {Delitto v. United Air Lines (United States 


District Court, Eastern District of New York 
1952 





A look ahead with Kansas City Fire and Marine 


With tomorrow will come new concepts of design 

in homes, factories and offices — buildings to be built 
from the roof down... to be heated by the energy 

of the sun... . and to be lighted automatically 


according to the needs of a room. 











Keeping pace with drawing board plans 
and progress in many fields is 

The Kansas City Fire and Marine, where 
officers and field men work to 

convert new ideas into premium- 


building policies for you. 





301 West lth Street * Kansas City, Missouri 


a young executive.4 The 
revolved around the 
future prospects. It was the 
contention of the plaintitf that the 


that larger salaries were paid in 
those advanced positions. 

In the case of a laborer,® $165,- 
OOO was secured by proof that he 
was trained to obtain a better-pay- 
ing position in his field and that such 
positions were available. 

A young girl who sustained a 
burn on her face, recovered $100,- 
OOO, not so much for the cosmetic 
blemish as the mental scar because 
her playmates called her “Scarface” 
and “Funnyface,” and her able 
counsel claimed that this caused 
psychic shock more serious than the 
physical disfigurement.® 

This same attorney also had the 
unique distinction of having ob- 
tained a verdict in the sum of 
$500,000 in a property damage 
case.* 


More Cyphers 


One of the consequences of this 
era of high verdicts has been the 
tendency to add more cyphers to the 
ad damnum clause in the pleadings. 
As a result of the collision of the 
Andrea Doria and the Stockholm, 
an action was instituted to recover 
damages totalling $4,000,000 for two 
lives lost at sea, One life was valued 
at $2,500,000, the other at $1,500,- 
000. It has become prevalent prac- 
tice in metropolitan New York to 
bring suit to recover damages for 
$1,000,000 or more. A prominent 
attorney who specializes in. negli- 
gence cases makes a practice of 
seeking fantastic figures in his com- 
plaints. He then communicates with 
the local press, with the result that 
news articles have been printed that 
the named defendant has been sued 
for damages in the sum of $1,000,- 
QOO or more. I have heard of the 
case of a doctor who claimed that 
his practice was vitally affected be- 
cause of a newspaper article relating 
that he was being sued for malprac- 
tice in the sum of $2,500,000. 

It has been reported that the 
(irievance Committee of the New 
York Bar Association and the Com- 
mittee on Ethics are investigating 


5 Emanuelt v2 American Cyanamid Company 
United States District Court, Southern District 
of New York— 1954) 


6 Capasso” \ Square Sanitarium = (Supreme 
Court, Bronx County, April, 1956). 


7 Russell vy. Cayuga Construction Company of 
the City of New York (Supreme Court, New York 
County, 1955). 
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this phase of the probiem, to ascer- 
tain whether or not the institution 
of causes of action for such unreal- 
istic amounts is an abuse of process. 
| do not know whether disciplinary 
or restrictive action will be taken, 
but certainly, there should be some 
deterrent to this lack of ad dammniin 
potentiality, 

Would it not be preferable to omit 
any specified amount in the prayer 
for damages unless, of course, some 
figure must be set forth for jurisdic 
tional purposes? The relationship 
between the amounts requested in 
the ad damnum and = the 
amounts subsequently obtained by 
verdicts is often so far apart as to 
be almost irreconcilable. 


clause 


Cause of A Series 


Sometimes large verdicts are pu- 
nitive. The case of the verdict of 
$450,000 against the Long Island 
Railroad for one injury, reflected 
public resentment and antagonism 
throughout Long Island against the 
management of the Railroad Com- 
pany. This characterized a wave of 
similar verdicts, the impact of which 
was felt not only by the railroad but 
by excess insurance carriers, 

Just as the position, promise and 
personality of a plaintiff may cause 
his case to rise or ebb, so the wealth, 
prestige and prominence of the de- 
fendant may have something to do 
with the trend, Under similar facts 
and circumstances, a verdict against 
Doakes may be substantially 
less than if the defendant were the 
United States Steel Corporation or 
the City of New York. A Boston 
jurist 1s quoted as saying: 


J oe 


“Tt is absurd to give the widow of 
a man employed by a local trucking 
concern $15,000 for his death, while 
the widow of a switchman killed ina 
nearby freight vard gets $140,000. 
And what makes the spectacle more 
sickening is that the same Congress 
that gives a soldier who has _ lost 
both arms in Norea an allowance of 
$200 a month has so legislated that 
a fisherman who suffers similar in- 
juries on his job can obtain an award 
of $160,000. These awards give im- 
petus to the urge of a claim-minded 
generation for and 
claims. It is easy to see where our 
jackpot method of handling claims 
is landing us.” 


more bigger 
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if accounts receivable 
were wiped out 


An impartial survey shows that 43% of firms whose records 
were destroyed did not resume business — and 74% suffered 
serious impairment of credit standing. These facts are strong 
sales ammunition for the St. Paul Accounts Receivable policy. 
It is a single policy with All Risk coverage. Write for full 


details. 


The Agency System. 
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St. Paul 2, Minnesota 
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Is this Judge right in his state- 
ment that we are living in a “claim- 
Is he accurate 
in his observation that we are fol- 
lowing a “jackpot method” in 
handling of 


minded generation 7” 


our 
claims ? 

In our search for panaceas to re- 
our ef- 
forts to check the tidal wave which 


lieve this condition and in 
may engulf us, we should initially 
present a program of education and 


enlightenment to be followed by 


..An American Tradition 


EASTERN DEPARTMENT 
90 John Street 
New York 38, N. Y. 


PACIFIC DEPARTMENT 
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carefully considered legislative en- 
actments. 

We should not be dismaved at the 
size of large verdicts unless in the 
extension of the horizons there are 
dletinite should be 
A verdict of $5,000 in 
a certain case may be excessive. .\ 
verdict of $250,000 in another case 
may be inadequate. .\ low plain 
tiff’s verdict may be more excessive 


abuses which 


eradicated. 








Legal Spotlight—Continued 

in an unwarranted case than a high 
plaintift’s verdict in a justifiable ac- 
tion. It is not the size of the verdict 
which should cause concern so much 
as the unwarranted and unjustified 
payment of large sums for trivial, 
minor or 
\\ ho Is 


juries 


inconsequential injuries. 
to decide whether the in- 
incon- 
Where the claims with 
respect to injuries are controverted, 
should impartial medical experts 
appointed by the Court be permitted 
to testify from their lofty pedestals 
of non-partisanship, with the added 


are trivial, minor or 


sequential ? 


aura of implied, if not expressed, 
judicial approval : 
In an age where medical science 


} certain 


las characterized a syn- 
drome as a litigation neurosis, where 
the complexities of life intertwine 
with the hope of reward, who is go 
ing to apply the brakes? Who is 
going to raise his voice and say, not 
only to plaintiffs and claimants but 
to all the people throughout the en- 
tire country that we may be reach- 
ing the point of no return? 

Is the answer to counteract pub- 
licity by more publicity? We 
acquainted the tremendous 
publicity which plaintiffs’ attorneys 
secure when they succeed ir obtain- 
ing an immense verdict. Should de- 
fendants importune the newspapers 
to publicize verdicts of “no cause of 
action,” or 


are 
with 


verdicts in — small 
amounts, particularly when they are 
disproportionate to the 


alleged ? 


amounts 


In my opinion counter-publicity is 
not a complete solution. One can- 
not combat figures by no figures. 
The newspapers in this country have 
adopted a policy of seldom publi- 


cizing libel actions. [Even when the 
verdict is in favor of the newspaper 
which was sued, the paper usually 
refrains from publishing its gratifi- 
cation and exultation. The refusal 
to disseminate the news concerning 
libel cases, has undoubtedly paid 
dividends to the newspaper industry 
in that many potential libel suits die 
aborning. 

A cogent and graphic method of 
unpressing upon the public mind 
that practically evervone pays for 
verdicts 
was the national advertising cam- 
paign conducted by the .\merican 
Auto) Insurance Company, which 
published full page advertisements 
showing the closed door of a jury 
room with the caption, “The Jury Is 
Out Determining Your .\uto  [ia- 
bility. Insurance legal ac- 
tions were instituted to compel the 
discontinuance of the publication of 
these advertisements but the insur- 
ance company successfully defended 
all such lawsuits. Contrary to pop- 
ular belief. the truth is frequently 
startling, never dull. 

Nevertheless a 
both ways. The very people 
who are largely responsible for the 
verdicts of inordinate size will be 
the first affected by their over-zeal- 
ous efforts. Eventually, they will 
push the ceiling so high that it will 
fall upon their own heads. In their 
etforts to attain a pinnacle they 
will undoubtedly become the victims 
of their own over-reaching, 


the excessiveness in jury 


Rates.” 


two-edged knife 


cuts 


To those who render the verdicts, 
the jurors who deliberate on the 
issues and who make the pronounce- 
ments in damages, must be con- 
veyed the realization that sooner or 
later they themselves will foot the 
bill, Insurance premiums are fixed 


upon an experience basis. [n coun- 
ties where higher verdicts are 
prevalent the rates upon insurance 
risks increase proportionately. The 
awards the Island 
Railroad Company resulted in 
higher the traveling 
public must pay. The enormous ver 
dicts against the City of New York 


against Long 


fares) which 


and other municipalities are passed 
on to the taxpayers and rentpayers. 
No one escapes. It must be clearly 
shown that the repercussions of a 
prodigious, gigantic and excessive 
verdict are felt by everyone through- 
out the the community. 

We are going through a cycle. 
lor a long time the pendulum was 
at the bottom. It is now swinging 
to the apex. It will find its proper 
level when it is brought home to the 
\merican people, by and large, that 
they are paying the bill, that no econ- 
omy can long exist upon a some- 
thing-for-nothing philosophy, that 
compassion can be combined with 
common sense, that Courts are 
maintained for justice. 

In the meantime, I urge that we 
do not go off on tangents or detours ; 
that we do not invoke ill-advised 
measures; that we do not destroy 
the judicial system which has made 
such marvelous contributions to our 
national security and integrity. 

A verdict, no matter how substan- 
tial it may be, may not be exorbitant 
or excessive. There is no more diffi- 
cult decision than to put a dollar- 
mark on the sufferings and _ heart- 
aches of another. The next time you 
are confronted with a high verdict, 
before you condemn it as the prod- 
uct of a misguided jury, | suggest 
that you reflect upon the inefficacy 
of money for human anguish and 
agony. 
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Beat’s Fire and Casualty News 








Aetna Casualty: Howard A. Moreen, vice 
president-group for Aetna 

named corporate 
Standard Fire 


Lite, has been 
secretary of 
and Aetna 


assistant 
this 
Life 


company, 


Aetna (Fire) Group: Robert RK. Sweet, 
chiet underwriter at Hartford branch, 
has been appointed assistant manager of 
compensation-liability dept. 

William G. home office survey 
engineer, has been appointed special agent 
for western Mass. and Vermont succeeding 
special agent Charles H. Riley, who was 
transterred to Portland (Me.) replacing 
Emery P. Worthen, resigned. Robert E. 
Walker has been named special agent in 
Oklahoma City. 

lwo 


Carr, 


centralized depart 
ments for underwriting services have been 
established with Arthur M. Ives as man 
ager of fire-marine and O. George Kroher 
as manager of casualty. Unit heads tor 
live-marine are: Miss Caroline Townsend, 
filing; and Mrs. Florence 1 
information service and 
heads for casualty are 
coding; VMirs. Theresa § 

and Mrs. Helen 


processing 


Collins, loss 
coding Unit 

Kenneth May, 
Demme, service; 
Mason, tiling 


Alexander & Co. of N.Y., Inc., W. A.: 
\ new insurance brokerage firm has been 
formed joining together W. \. Alexander 
x Co., Chicago, and Fox & Pier, Inc., of 
New York City, with offices to be located 
at 75 Fulton St.. N.Y Wade Fetzer, Jr., 
will be president with the tollowing sers 
ing as vice presidents: Walter M. Sheldon 
and) John Hy. Sherman (executive vice 
presidents, W. A. Alexander & Co., Chi 
and John kK. Cow perthwaite and 
Robert G. Knott (president and vice presi- 
dent, respectively, of Fox & Pier, Inc.) 


CaAQO) 


America Fore Group: //°i//iam L. Match 
eft, Canadian manager, has been appointed 
vice president in charge of Pacific Coast 
dept 

Fidelity & Casualty Co. 
Herbert F. Dimond and Arthur D. Cohen 
have retired and their duties have been 
assumed by supervising attorneys Fred- 
erick A. McElroy and Francis D. Barrett, 
respectively. 


secretaries 


Badger Mutual Ins.: Robert Nestel has 
been named regional manager of Pacific 
Coast territory succeeding the late George 
H. Moeller, vice president. 


Binghamton Ins. Claims Service: A new 
branch office has been established in 
Cortland, N.Y., under the management of 
George A. Woodman. 


Brown & Sons, George F.: Louis W. 
Biegler was elected executive vice presi- 
dent of this Chicago firm. 


Carolina Casualty: Charles FE. Roberts, 
formerly underwriting supervisor for 
Transport Ins. of Dallas, has joined the 
staff as underwriting manager in charge 
of central and western territories. 


Celina Mutua! Group: Special agent Dean 
Knerr has been transferred to the home 
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office territory and is succeeded at territory 
+s (Cleveland) by special agent Frank 
Hullinger, who was transferred from terri 
tory #11 (Fremont). 
Robert H. Ball has 
claims adjuster to 


been assigned as 
Toledo branch. 


Continental Casualty: William S. Roberts 
and William Nietschmann have been 
named managers of bond dept. and acci 
dent-health div., respectively, at San Fran 
cisco branch office. 


Crum & Forester: Ward §. Jackson, vice 
president in charge at San Francisco, has 
retired and is succeeded by Edward W. 
Church, who as manager of the Pacitic 
Coast dept., will be assisted by assistant 
managers Russell E. Channing, Dennis N. 
Corwin, Maynard A. Kimmey and Daniel 
W. Aing, the latter two effective January 
1. 

H. Faison Hines, vice president and 
head of southern dept., has retired and 
Ilbert L. Sears is his successor as manager. 
Messrs. C. R. Nichols, J. M. Leake and ] 
Hl. Green are assistant managers. 


Employers’ Group: Joseph FE. Doan has 
been appointed bond manager for Harris 
burg (Pa.) branch 


Employers Mutual Cas.: Dale C. Fry has 
been appointed Illinois branch manager 
succeeding John S. Kerper, retired. 


Farmers Mutual Ins. (Wash.): Je § 
McGonagle, formerly assistant vice presi 
dent of Pacific Underwriters Corp., has 
assumed the position of claims manage 


Fidelity & Deposit: Grant P. Emerick 
has been advanced from assistant managet 
to manager in Cincinnati replacing Robert 
C. McCarthy, now manager in 
Pittsburgh. Special agent Henry W. 
Webster, Jr., has been transferred from 
Indianapolis to Cincinnati. 

1. K. Bennett has been appointed man- 
ager and claims attorney in charge of the 
metropolitan New York claim organization 
succeeding Thomas E. White, retired. 
William L. Wallace will be associated with 
him in the operation of the office. 


associate 


Fund Group: William C. Casey has been 
appointed St. Louis manager succeeding 
Earl A. Spink, retired. Wayne H. Honey- 
cutt has taken over as claims representative 
for western North Carolina. 

Special agent appointments: Marine 
dept.—James Jones in San Fernando Val- 
ley and Pasadena areas and Donald Cass, 
Jr., in downtown Los Angeles and River- 
side territories; fire dept—Robert C. Kotz 
and Donald B. Connoley in Los Angeles 
area; auto-casualty—James F. O’Neill in 
Riverside territory succeeding George 
Doubledee, promoted to agency super- 
intendent for automobile-casualty lines in 
Los Angeles office; William M. McCorkle 
replaces John Osborne, resigned, in Long 
Beach. 


Gay & Taylor: This firm of general 
adjusters has purchased the business of 
the Fredricksburg, Va., branch office of 


the Armistead Adjustment Co., which, 
under the managership of W. £. M« 
Laughlin, will be operated as the 36th 
branch office 


General Accident Group: Jo/in /. Soncini 
has been appointed superintendent of the 
payroll audit dept. succeeding John M 
Tietz, retired. 

Carl EF. Adams, tormerly 
agent for N.Y 
named — assistant 


Indiana 
Underwriters, has 
manager of Indiana 
branch. David Ek. Fallon and Roland H 
Winterton have been appointed special 
agents to service western Massachusetts 


State 
been 


General Fire: Valcolm W. de Vesty has 
been appointed manager at Newark (N.J 
branch. 


General Reinsurance: George P. Hoag 
has been promoted to an assistant treas 
urer. 


Hartford Group: Harold ©. Davis has 
been appointed assistant manager of the 
consolidated metropolitan New York City 
office, now located at 123 William St., and 
will continue to serve as executive vice 
president of New York Underwriters 

Southern dept.:Manley Stockton, 
tant manager of Hartiord Fire's 
mobile and inland = marine 
assumes additional duties of 
the combined automobile 
dept.; Ralph T. Skelton advanced to 
assistant manager of casualty-surety dis 
C. C. Cromwell, general adjuster of Hart 
ford Fire’s loss dept., has assumed charge 
of the consolidated claim dept., assisted 
by W. D. Swift as superintendent of claims 
for fire-allied lines, G. C. Merriam, Jr., 
as superintendent of automobile and in 
land marine claims, and J. R. Hoffman, 
superintendent of casualty-surety claims 
k. L. McMurray assumes new position of 
resident comptroller; and George T. Hunt 
is office manager and also in charge of 
personnel. 

Paul A. Dow and Lewis FE. Grigsby have 
been appointed manager and _ assistant 
manager, respectively, of the fire-casualty 
operations of the proposed southwestern 
dept. scheduled to open March 1 in Dallas. 
George H. Beach continues as manager 
of the Hartford Accident’s Dallas branch 
office. 

Hartford Accident appointments: Walter 
FE. Heaney advanced to manager at Kansas 
City succeeding Mr. Dow; Raymond I. 
Thomas and John W. O’Connor promoted 
to assistant managers at Indianapolis and 
Cincinnati, respectively; Harold R. Alex- 
ander named special agent in Florida 
(Orlando), and Richard B. Fleischhacker 
(all lines) in Minneapolis-St. Paul metro- 
politan area. 


ASSIS 
auto 
business 
supervising 
underwriting 


Hawkeye-Security: Assistant vice presi 
dent J. S. Tressler has been appointed to 
head the newly-created production and 
agency dept. 


Home Mutual Ins.: William G. Coggeshall, 
fire claims manager, has been named an 
assistant vice president. 

(Continued on the next page) 





Field Appointments Continuec operations ino the Brazilian office, has re president at Glendale, Cal: assistant vice 
sumed his duties as an administrative presidents—Clinton B. Fitch, manager ot 
: assistant to the chairman. mill-elevator dept., and Charles A. Rath 
Hurt & Quin: Lungdon C. Quin Jr., was Walter R. White, Jr, and Robert P. bun, assistant manager for Michigan pro- 
elected president of this Atlanta firm ot — Palmer, who are 2nd vice president and ion; assistant secretaries—Richard E 
managing general agents succeeding his — secretary, respectively, for Lumbermens Hewett, assistant agency supervisor, Harold 
uncle, Robert S. Quin, who was elevated — yfutual Casualty and American Motorists H. Haun, manager of Michigan under 
to chairman of the board Insurance Cos., have been appointed — writing dept., W. Frank Whipple, casualty 
managers Of national risks production and — manager; Russell D. Keitchen, manager ot 
agency production, respectively, for the — general business underwriting dept. and 
group Bruce D. Pettit, loss dept. manager. 


Intermountain General Agency: Ihc 
principals in this newly-organized Salt 
Lake City firm which is geared to service 
full multiple line facilities to agents in 


Lyle Adjustment Co. (Ariz.): Josepli 1 Motorists Mutual: Ralph FE. Zangmaster 


Utah, Idaho, northeastern Nevada, eastern \falarky has been appointed manager of has been advanced to sales manager suc 
Oregon and castern” Washington are: the Kingman office. ceeding retiring vice president-sales, Byron 
Stanford J. Rich, Mrs. Harriet Mang and IW. Snyder. 

B. 1. Wood. Mr. Wood will administer Wersh & McLennan-Cosgrove & Co.: 

the credit: lite program The Phoenix (Ariz.) office is now located Moyer Agency, R. Kirk: John Montelepre, 
at 411 N. Central Ave. and is under the — formerly casualty-surety manager of Con- 
Kemper Cos.: /dward \ McCully has management of vice president’: James WW. tinental Casualty Group office at) New 
heen appointed an administrative assistant — Byown. Orleans, has been named manager of the 
to James S. Kemper, chairman, and Peter newly-created casualty-surety dept. of this 
Fan Cleave, who has been in’ Rio de Michigan Millers Mutual: New officers | \oyw Orleans firm of managing general 
Janeiro assisting with the opening of — appointed: Charles C. Webb, resident vice agents, which has completed arrangements 
with Birmingham Fire & Cas. to handle 
their general casualty lines in’ Louisiana. 





Automobile Workmen's Compensation Liability Glass Burglary : 
Munich Reinsurance: /!i//iamn IW. Stenger 
has been appointed manager of the newly- 
organized facultative fire and inland ma 
rine dept. of the Munich Management 


Corp., New York U.S. managers, and will 
a* 


s: i , supervise all underwriting of this new 


- ™ iS : dept. for entire U.S. with headquarters in 
Ze Stn ee r* Atlanta. 
TRADERS & GENERAL INSURANCE COMPANY 
; “wing ok 4 National of Hartford Group: Agency 
= Figaee . superintendent R. J. McDermott has been 
promoted to assistant manager in western 
“ QUaatiN\crnTuRY oF ACHIEVEMENT dept. Robert A. Rogo has been appointed 


special agent for northern Wisconsin and 
DALLAS, TEXAS upper Peninsula of Michigan. 


Nationwide: George W. Campbell, Jr. 
has been promoted to director of adver- 
TERRITORY OF OPERATION tising and press relations and is succeeded 
as assistant to the president by J. Richard 
ARKANSAS LOUISIANA NEW MEXICO Bull. 

COLORADO MISSISSIPPI OKLAHOMA New Hampshire Fire Group: Donald S. 
KANSAS MISSOURI UTAH Woerner has been appointed special agent 
at Topeka, Kan. State agent Richard N. 
Jennings has been transferred from eastern 
to southern Indiana replacing Clyde W. 
Blackard, retired. 


TENAS 











North America Cos.: The White Plains 
N.Y.) service office is now located at 161 

Grand St 
Gh 1G y; TELEPHONE 7501 Indemnity of N.A—Edward D. Elli- 
udd CABLE: CUDCO thorp, Baltimore manager, was elected 
& CGH, H1C. assistant secretary and will undertake re- 
‘A A : ‘ sponsibilities in automobile dept. at home 

Nation-Wide Service vffice = 
SPARTANBURG, SOUTH CAROLINA 


Northern Assurance: Richard A. Ward 
has been appointed Wisconsin state agent 


: : replacing William J. Ronayne, resigned. 
Reinsurance. -:- Treaty and Facultative a © i ates 


Ohio Farmers Cos.: /olin WW. Combes 
; sii ; has been named assistant Pacific Coast 
-:- Domestic and Foreign manager (Los Angeles) and is succeeded as 
: manager at San Diego by Robert E. Wade. 
ee : ] Carl B. Velander has been appointed 
Managers -:- Reinsurance Pools special agent in) Minneapolis. 
ee Indiana field) changes: Jesse FE. Miller 
becomes state) manager at Indianapolis 
GENERAL AGENTS -:- SOUTHEASTERN STATES and William S$. Johnson, state agent. 
Robert E. Adams will specialize in engi- 
neering and Donald Menestrino in farm 
coverages, both covering the entire state. 
Carl Scheetz named state agent and Rich 
ad Hooley, special agent, at new South 
Bend field) office. Tom Harris becomes 
state agent and Charles K. Detwiler, 
special agent. at new Fort Wayne field 
office. 


Best's Fire and Casualty News 





Pearl-Monarch Group: Livyd R. Streiff 
has been appointed state agent for eastern 
Missouri replacing Edgar R. Smythe, re 
tired. 


Phoenix of London Group: Joseph 41. 
Kenny has been appointed special agent 
for Indiana. 


Royal-Globe Group: C. Fred Blackburn 
and Harold W. Schloss have been named 
secretaries with Mr. Blackburn’ having 
executive supervision of casualty under- 
writing, casualty engineering and payroll 
audit and Mr. Schloss, executive super 
vision in actuarial operations. J. Roy 
Nicholas has been appointed assistant 
secretary and John H. Conneely advanced 
to succeed him as manager of methods 
and planning dept. 


Security-Connecticut 
Brough, formerly vice president and 
Pacific div. manager for Pacific National 
Group, has been appointed general man 
ager of the Pacific div. and, in conjunction 
with John R. Stephens, manager of Pacific 
div., will be responsible for over-all opera- 
tions in eight western states as well as 
\laska. 

Joe C. Hupp has retired as 
manager ot 
has become 
Missouri. 


Group: ©. /1. 


associate 
Missouri and Foil Janousek 
manager for both Kansas and 


Standard of Detroit Group: [he Clev« 
land service office has been expanded to 
full branch stature with Edward G. Martin 
continuing as manager. 

Frank L. Drew, Jr., has been appointed 
field) representative for Detroit area. 
Robert H. D. Pfout= has been promoted 
to manager of fire-marine underwriting 
dept. at Philadelphia branch 


Traders & General: S. /:. Graves has been 
appointed an assistant vice president and 
assistant manager of agency dept. Ellis M. 
Titche has been elevated to assistant treas 
urer. 


Travelers Group: )). Ralph W. Haswell 
has been appointed assistant medical di 
rector specializing in occupational medi- 
cine. 

The Montreal branch oflice 
to 550 Sherbrooke St.. West. 
Travelers Ins. changes: Fire-marine lines 

William C. Wagoner and Swift 8. Sparks 
advanced to managers at Rochester, N. Y., 
and Little Rock Ark., respectively. Claim 
dept.—Eugene C. Bonniwell, Jr., promoted 
to claim manager at Philadelphia suc 
ceeding Chris G. Falkenstein; assistant 
claim managers named—Edward 1... Cleary 
at Bridgeport, Conn., Clifford W. Stopp, 
Los Angeles, Harold D. Thomas, South 
Bend, Ind., Richard R. Doyle and John 
F. Kenney, Philadelphia, Wilmer G. 
Traxel, Milwaukee, Ross C. Miller, Indian 
apolis, Richard C. Weber, Voledo, and 
Edwin B. Warhurst, San Francisco: pro 
moted to district: adjusters—Jolin P. Me 
Gowan at Geneva, Stephen D. Johnson, Jr., 
Mobile, Ala.. and William C. Knighton, 
Amarillo, ‘Texas: Carl) MM. Dickson ap 
pointed resident adjuster at) Fl 
‘Texas; mamed supervising — adjusters 
John G. Berg at Worcester, Mass... Rod 
ney L. Toy, Yonkers, N. Glen R. Muse, 
Lubbock, Carl EF. Culp and William J. 
Berghoff, South Bend, Ind., John J. Biglin 
and George M. O’Brien, San Francisco. 
Edward F. Link and Benedict . 
Philadelphia, James R. Jones, Richmond, 
Joseph J. J. York, Jr., Reading, 
Ehrmann, Milwaukee, Warren G. 
raker, Jacksonville; William T. 


has moved 


Paso 


Fou 
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Facultative 
Treaty 
Excess of Loss 
Fire 
Marine 


Inland 





Win 
Ni Ws 


Pi igeon, 
Albany, 
Daniel A. Healy, 


Washington, Raymond A. 
nipeg, Raymond J. Mayer, 
William KF. Fitzgerald, 
Jr., and John J. Salmon, Boston, Paul I 
Timmons (RCA) Camden, N. ]., and 
Robert L. Mohrfeld, Camden, \. J] 
Travelers Indemnity changes: Supervisors 
promoted to assistant managers: Casualty 
fidelitv-surety lines—-Frederick M. Rut 
ledge, Fresno, Cal., Walter J. Shudde, Jr.. 
trom Los Angeles to Long Beach, James 
1. Thobe trom Los Angeles to Van Nuys, 
Kenneth EF. Provost, New Haven, Conn 
Maxie D. Jones, Jr., from Jacksonville to 
Miami, N. John Fink, Newark, N. J. 
William J. Marsh, Charlotte, N. C., 
Walter D. Stauffer, Pittsburgh, Pa., and 
Frank L. Campbell, Jr., Lubbock; casu 
alty-fidelity-surety & fire-marine lines 
Vincent R. Artz, Harrisburg, Leo H. Bar- 
low, Salt Lake City, Harry M. Powell, 
Halifax, and Roger A. Roy, Quebec; fire- 
marine lines—Willard J]. Donaldson and 


Casualty 




















Keith D. Tibbets, Los Angeles, Harold 
Vi. Cole, Denver, Richard W. Faley, Hart 
ford, James A. Cotter, Boston, Alfred P 
Josephsen, Newark, Donald C. Smith (80 
John St.), New York City, Robert P 
Brassel trom Columbus to Dayton, Ohio, 
and Theodore B. Patchen (Independence 
Square), Philadelphia; field supervisors 
named assistant superintendents for t 
delitv-suretv  lines—John Hendrix, J? 
Jacksonville, Fla. Willard W. Hubbard 
11, Detroit, and Raymond J. Gabel, St 
Louis 


Wetzel Ins. Adjusters, Scott: Duiid / 
Bean has been named manager of the new 
Ogden (Utah) office 


Zurich-American Cos.: Deputy U.S. man 
ager Joseph F. McDonough has _ retired 
and W. H. Carns has been promoted to 
secretary and assumes charge of claim 
dept. nationwide. G. W. Fagerlin has been 


Continued on the next x 





& ontinued 


Field Appointments 


appointed claim head office 
ind £. D. Moore advanced to succeed him 
as superintendent of claims in Detroit 


ass’n notes 


American 


manaver at 


Ass'n: South 
American Joseph B. Wet- 
mert has appointed manager for 
Venezuela and is succeeded as supervisor 
in Chile by # H. Lee, while David 
1. Walsh, manager tor Pakistan, has be 
come resident inspector for British West 
Indies replacing Mh) Lee, Manager 
Bowdre P. Mays, Jr., has been transferred 
from Hongkong to Bogota, Colombia. 

A new branch has been established in 
Manizales, Colombia, under the manage- 
ment of inspector Hernan Toro Rivas. 


Foreign Ins. 
appointments 
been 


verara 


American Hull Ins. Syndicate: Valter 
W. Reed has been named deputy under- 
writer 


American Society of Ins. Management: 
Executive offices are now located at 8 
W. 40th St.. New York City 


California Ass'n of Ins. Agents: This 
association and the editorial offices of the 
California Agency Bulletin are now located 
at Hotel Claremont (Suite A), Berkeley. 


General Adjustment Bureau: Robert W. 
Bryan has been appointed field examiner 
casualty div. for western Pennsylvania and 
upper New York State, domiciled in Erie 
Pa.) branch, replacing &. C. Park, who 
continues as senior casualty adjuster in 
DuBois, Pa., branch 

Greater Washington Ins. Field Club: 
This newly-organized group consists of 
fire and multiple lines fieldmen domi- 
ciled in’ Washington, D. (¢ Montgomery 
and Prince Georges counties in Marvland, 
Arlington and Fairtax counties and. city 
ot Alexandria in) Virginia. Officers are 
President, Harold W. Osterlund (mgr., 
Travelers Ins. Co.): vice president, Charles 
agent, Aetna Casualty); 
P. Schultze (mgr., Home 
treasurer, Everett W. Mar- 
Hartford Fire) 


J Gordon (state 
secretary, George 
Ins. Co.); and 


fin (Special agent 


Health Ins. Ass'n of America: New com- 
panies: Allstate Ins. Co., and Allstate Life 
Ins. Co., Skokie, Il.; Brotherhood Mutual 
Life Ins. Co., Ft. Wayne, Ind. Membership 
is now 265 companies 


Ilinois Dept. of Financial Institutions: 
Conrad F. Becker, assistant state treasurer, 
has been named to head this new depart- 
ment, which will assume financial institu- 
tion control and examination functions 
formerly held by the office of state auditor 
and the department of insurance. 


‘YOUR AGENCY 


* Liberal Commissions 


* Truly Competitive Rates 


* Multiple Peril Facilities 


National Ass'n of Ins. Agents: James R. 
Mathews, editor of “American Agency 
Bulletin” and director of promotion and 
publicity, will now concentrate full time 
on promotional activities of the associa 
tion. Carlton E. Thomas, assistant direc 
tor of promotion and assistant editor and 
advertising manager of the “Bulletin,’ 
has been named editor of the magazine. 


National Bureau of Cas. Undrs.: Promo 
tions: Gilbert R. Livingston and Thomas 
&. Murrin trom assistant to 
tuaries; Richard Lino trom assistant ac 
tuary to senior assistant actuary; Ronald 
1 Bornhuetter, Joseph De Melio and 
Daniel J. McNamara trom actuarial clerks 
to assistant actuaries 


associate ac 


National Fire Protection Ass'n: Kichurd 
Stevens has been appointed an assist 
ant technical secretary. 

Frank Stetka, formerly supervisory elec 
trical engineer in the Federal government’s 
General Services Administration, has been 
named electrical field service enginee1 
succeeding the late Charles L. Smith, and 
in this capacity will serve as secretary of 
the electrical section, secretary of the 
NFPA electrical correlating committee and 
National Electrical Code consultant to the 
Internat’l Ass'n of Electrical Inspectors. 


Society of Chartered Prop. & Cas. 
Undrs.: Boston Chapter officers elected: 
President, Arthur S. Gay, Jr. (Central 
Mutual); Ist vice president, Walker § 
Richardson (Liberty Mutual); 2nd_ vice 
president, Andrew M. Innes (Middlesex 
Mutual); secretary, Mary M. O’Connell 
(Employers’ Group); and treasurer, Wil- 
liam W. Price (O’Brion Russell & Co.). 


Western Ins. Information Service: Ot 
ficers elected: President, W. Russell Lang- 
try (vice president, United Pacific); vice 
president, Vernon C. Dargan (vice presi 
dent, Gulf); and secretary-treasurer, John 
I’. Gurash (president, Meritplan Ins. Co.) 


obituaries 


Brown: C. W. Brown, retired general man 
ager and president of the Merchants 
Mutual Insurance Company, Buffalo, died 
January 6th. Mr. Brown was one of the 
three founders of the company in 1918 
and served in various capacities until he 
became general manager and president in 
1934. He continued in that post until his 
retirement in September of 1955 


Brown: Paul Brown, vice president of the 
Lumbermens Mutual Casualty Company 
and American Motorists Insurance Com- 
pany, died December 30th at the age of 
68, following a brief illness. Mr. Brown 
who entered the insurance industry at 
the age of 15 and became a_ recognized 
authority on fidelity and surety bonds. He 
joined the Kemper organization in 1942 
as manager of the Bond Department 


Cowles: Robert R. Cowles, comptroller 
of the Glens Falls Insurance Company, 
died December 30th following a brief ill 
ness. He was 57. Mr. Cowles joined the 
Glens Falls in 1918 and had held the 
positions of chiet of the statistical depart 
ment and chief accountant prior to his 
election as assistant comptroller in) 1946 
and comptroller in 1955. He was a mem 
ber of the Association of Casualty Ac 
countants and Statisticians and of the Fire 
Insurance Accountants Association. 


Norman: G. Kohler Norman, manager of 
the cotton department ot the Insurance 
Company of North America, died Decem 
ber 29th at his home at the age of 53 
Mr. Norman was a member of the undei 
writing committee of the Cotton Reinsur- 
ance Exchange, and was well known in 
cotton circles in’ New Orleans, Dallas, 
Memphis and New York. He had been 
employed by the Insurance Company of 
North America since 1924 


Stroub: George E. Stroub, vice president 
and secretary of the San Francisco office 
of The Home Insurance Company, died 
December 17th at the age of 56. Mr 
Stroub joined The Home in 1916 as a file 
clerk. After serving in the head office in 
New York he was transferred to Montana 
as a special agent in 1924. He later served 
as a special agent in Arizona, Southern 
California and Michigan and as a state 
agent in Montana. He returned to the 
head office in 1934 and in 1938 was elected 
an assistant secretary of the company. In 
1947 Mr. Stroub was elected vice president 
and secretary of the company’s pacific and 
foreign division and in 1951 trans- 
ferred to the San Francisco office ot the 
company in charge of west opera 
tions. 

At the time of his death Mr. Stroub was 
president of the Pacific Fire Rating Bu 
reau and a member of the advisory com 
mittee of the General Adjustment Bu- 
reau and the Underwriters Salvage Com 
pany of New York. He was a member of 
the Pacific Coast Committee of the Na 
tional Board where he served on the 
committee on adjustments. Mr. Stroub 
was also a member of the Saints and 
Sinners and the Stock Exchange Club cf 
San Francisco. He had served on the 
board of trustees of the Calvary. First 
Presbyterian Church of San Francisco 


Moldstad: Biliff F. Moldstad, vice presi 
dent of the Neale-Phypers Insurance 
\gency, Cleveland, died December 14th 
following a long illness. He was 64. Mi 
Moldstad became associated with the 
Neale-Phypers Company in 1920 and was 
named vice president in 1910. He also was 
manager of the firm’s marine insurance 
division and was widely known in Great 
Lake marine circles. 


Was 


coast 


Rice: Joel M. Rice, a salesman for twenty 
five vears with the Aetna Insurance Com- 
pany, and a member of the Insurance 
Board of Cleveland, died January 8th at 
the age of 77. 
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Negis Insurance Co Denver 
(Name Changed) 
\etna Casualty & Surety Co 
(Premium Budget P 
Alabama General Ins 
(To Be Liquidated 
Allied National Insurance ¢ 
(New Title) 
Alistate Insurance Co 
(Executive Appointments) 
iNew Hlomeowners Co 
Writes Commercia 
Granted Fire Deviat 
(Operating in New 
America Fore Group, New 
(Executive Appointments) 
Kixecutive Vice President) 
Stock Exchange 
(Six Months 
Heads Claim Division 
(Heads Engineer partment 
(Commission Adjustment) 
(Exchange Tective) 
Executive Changes) 
(lixnecutive PpPomtmer 
American Aviation & 
(Changes Name) 
American Bonding Co. of 
Baltimore 
(To Consolidate Operation Sept. 137 
(Merger Completed Feb. 121 
American Casualty Co 
(Major Medical Plat 
American Credit) Inder 
York, Baltimore 
(Eleeted Vice Pre 
American Equity 
(Buys Tex litle) 
(To Reinsure Fir 
Lines) 
Group 
American 1 
Chicago 
(Official Elections) Oet. 155 
American Fidelity & Cas Ine., Riehmond 
(Passes Dividend Nov. 139 
(New Vice President) Keb, 121 
American Health Insurance Corp., I altimor 
(Change of Address) 
American Hlome Assurance Co., New 
(Employee Stock Purchase Plan) 
American Independent Mut. Cas 
(Moves Home Office) 
American Insurance Co 
(Adopts Quarterly Dividend 
Basis) 
American Insurance Group, Ney 
(Executive Appo 
American Mercury 
(New Chairman) 
(New President) 
American Motors 
Kleeted Vice I 
\merican Mutual 
soston 
(New Officers 
American Prog 
Vernon 
(New Address) 
American Reinsurance Co 
(Executive Appointments) 
\merican States Ins., Indianapolis 
(To Organize Life Company) 
(Dividends on Quarterly Basis) 
American Surety Co., New York 
(Executive Appointments) Tune 15 
(New Chairman of the Board) Aug... 12 
(Elected President) Sept. 13 
Animal Insur. Co. of America, New York 
(To Insure Dogs) Sept 
Appleton & Coy In New Yo 
Executive Appointments Feb 
Argonaut Insurance Co., Menlo Par! 
Adds Major Medical) Sept. 136 
\rgonaut Ins. Exchange Franciseo 
Conversion Approved) June 
\rrowhead Ins. Co., Los 
(To Issue Addit 
Associated Reciproca 
York 
(Executive Appointments Jan 
(Form New ¢ pat Feb, 12 
Atlantic Mutu 1 nee ‘ Yor 
(Named Vice t Feb 
Atlas Assurance Co 
(New Genet Manag 
Insurance Co 
Chairman) 
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Changes) . +a é 
Blue Ridge Insurance Co., Shelby 
(Executive Appointments) 
Boston Insurance Co., Boston 
(Acquires Equitable Fire of S.C 
Boston Insurance Group, Boston 
Department) 
Manufac turers Mutual 
Co. Waltham 
(New President) 
Boston-Old Colony Group, Boston 
(Official Appointments ) Jan. 122 
Bunker Hille Insurance Co., P hilade a 
(Dissolved) ....... i, 
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May 157 
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Insurance 
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Central National Insurance Co 
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(Executive Appointments) . 
Central Standard Indemnity Co., Chieago 
(Accident Policies Announced) «et. 
Central Surety and Insurance Corp., 
Kansas City 
(Absorbs Tomeland) 
Citizens Casualty Co., New 
(New Vice President) . 
(Named Vice President) 
Citizens Mutual Fire 
Northampton County, 
(Merged) : 
Coal Oper itors € asualty 
(New Company) .. 
(Moves Home Office) Tero 
Colonial Life, East Orange, N. J 
(Control Sought by Fede “rs al, 
N. Y 


Central 
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(Executive Appointments) - 
Continental Casualty Co., Chicago 
(? rovides Cancer Coverage) 
(A & IT Facilities) 
(Special Dividend) 
(Ineome Protection 
New Dental Rider) 
Continental Insurance Co., 
reer Offer) 


rhe. 
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Jan. 122 


of America, Chicago 


‘ ‘Sept. 
Industry Insurance € oO, 
Feb, 121 
York 
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New York, N 


(Me 


Dallas Insurance Co., Dallas 
(Capital Stock Purchased) .. 
» DeSoto Fire Ins. Co., Gadsden 
r Agreement) .. vere 
st Mutual, Mansfield 
(Consolidation Approved) 


Nov. 139 


June 151 

ittsdale 
Feb, 122 

San Fr: ane isco 


eb, 123 


st Huntingdon Casualty Co., S« 
(Dissolved) 
rado Insurance 
iNew Reciprocal) 
Employer's Group, Boston 
(To Enter Life Field) .... : 
Employers Mutual Casualty Co., 
(lected Chairman) 
quitab'e Fire Ins. Co 
Acquired by Boston Insurance) 


e Exchange, 


...Oct. 155 
‘Des Moines 
< onbe ene ee ae 
of Charleston 
Sept 


136 
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Farm Family Mutual Ins, Co., Delmar TP 
(New Address) os - Keb 

Farmers Insurance Group, ‘Los Angeles 
(Named Vice President) . July 

Farmers Mutual Automobile Ins. Co 

Madison, Berrien County, Bue hanan 
(Writes A & H) . ..Dee, 

Farmers’ Mutual Fire Insurance Co., 
(Name Changed) . 

Farmers Mutual Fire 

Northampton County, 
(Merged) 
Farmers Mut. 
Moines 
(Merger) eee 
(To Discontinue Lines). ie 

Federal Insurance Co., New York 
(Seeks Control of Colonial Life) .June 
(Tourist Automobile Policy) June 
(Colonial Life Acquisition) July 
(Capital Increased) Aug. 
(Offer Effected) Sept. 
(Stock Exchange) Oct. 

Federated Mut. Impl. , Owatonna 
(Elected President) June 152 

Fidelity & Dep. Co. of Maryland, Baltimore 
(To Consolidate Ope Aotearoa Sept. 137 
(Absorbs American Bonding -Feb. 121 

Fidelity Life Association, F = Ji 
(Joins Kemper Group) 

Fire Assn. Group, Philadelphia 
(Executive Appointment) .... 
(Merger Proposed) 
(Consolidation) 

(Change in Group Name) Sept. 137 
(Changes Approved) euen Oct. 156 
The Fire & Casualty Insurance Co. of 
Connecticut, Hartford 
(Official Changes) 

Fireman's Fund Group, San 
(Made Vice Presidents) 
(New Address) 

Firemens Insurance Co., } 
(Merger Offer) 

Florida Home Insurance Co., Miami 
(Stock Dividend) Jan. 

Foremost Insurance Co., Grand Rapids 
(Elected President) fay 157 
(New President) June 152 
(New Vice President) July 124 

Freystown Mutual Fire, 
(Reinsured) 


Insurance Co. of 
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Aug. 124 
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York 
June 152 


General Exchange Insurance Corp., 
ew York 
(New President) 
General Reinsurance Corp., 
(Change of Address) 
Gibralter Fire & Casualty Ins. Co., 
(Executive Assistant) 
Glens Falls Ins. Co., Glens Falls 
(Heads Department ) 
(Named ¢ ‘omptroller ) 
Government Employees, 
(Increased Dividend) 
Great American Group, New York 
(Elected Secretary) an. 123 
Great Central Insurance Co., 
(Stock Dividend) 
Gulf American Fire & Cas. 
(Merger Agreement) 


Aug. 125 
New York 


Columbia 
. 149 


1 Montgoinery 
139 


The Hamilton Mutual, Cincinnati 
(Consolidation Approved) 
Hanover Fire Insurance Co., 

(Changes Title) 

Hanover Insurance 
(New Title) 

Hartford Accident & Indemnity Co. 
(Group Insurance Plans) 
(Officers Elected) 

(New Group Plans) ; 

Hartford Fire Insurance Co., Group, lh: ridead 
(Elections) ... Feb, 124 

Ilawkeye- Security “‘Insur: ance ‘Group, Des 

Moines 
(Facilities Combined) 

Health Service, Inc., Chicago 
(New Address) 

Hearthstone Insurance Co., 
(New Health Plan) 

Holland America Ins. ¢ 
(Official Changes) 
(New Auto Policy) . 140 

Home Insurance Co., New York 
(Elected Treasurer) ............. May 
(Vice President and Secretary)..June 
(Increased Capitalization) ......Sept. 
(Increased Stock Authorized) Oct. 


New 
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ete eae 140 
Boston 
July 
; Kansas C ity 
y. 140 
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(Buys Lit 
(Executive Changes) 
Homeland Insurance Co. of 
ew York 
(Merger ) 
Hospital Service Plan of N. a 
(Enrolling Individuals) 
Houston Fire & Casualty, Ft. 
(Reinsures Insurors 


ICT Insurance Co., Dallas 
(Findings Forwarded) . 
Industrial Indemnity Co., 
(Inflation Protection 
ment) 

(Named General ; 
Industrial Indemnity Exch., San 
(Court Upholds Liquid: ition) 

Inland Empire Ins. Co., Boise 
(North Carolina Payments) ..Sept. 
Insurance Company of N. A. Phila. 
(Deviation Granted) ... May 158 
(Augments Homeowners Police vy). Jan. 123 
(Licensed in West tGiermany ) -Feb. 124 
Insurance Co. of the South, Jacksonville 
(Form Group of Companies) .....Dec. 147 
Insurance Corporation of America, 
Indianapolis 
(Acquires Control) 
Insurors Indemnity, 
(Reinsured) 
Interboro Mutual Indemnity, 
(Elected President) 
Interstate Fire & Casualty Co., 
(Dividend Declared) 
lowa National Mutual, 
(Named General 


Company) 
America, 


-Feb 

Ne »wark 

June 153 
Worth 

Indemnity )..July 124 
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June 153 
San Francisco 
Endorse 
May 157 
-Aug. 124 
Francisco 
Dec, 149 


Age nt) 
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Jan. 12% 

Tulsa 

July 124 
York 

July 124 
Chicago 
: Jan. 
Cedar Rapids 
Manager) July 124 


of New York, N. Y. 
Aug. 124 


New 
123 


Jefferson Insurance Co. 
(New President) 


Kemper Group, Chicago 
(Intermediate Division Formed) June 153 
(Merger) ..... Jan. 12% 


Liberty Mutual Fire Insurance Co., 
(New President) 
Liberty Mutual Group, 

(Executive 
Llovds of 


Boston 

June 153 

3oston 

Advancements) 

London, London 
(Elections). Feb. 124 

London Assurance Group, New York 
(Executive Appointments) .. .Sept. 138 
(Named Vice President) t. 157 

The Long Island Casualty Insurance Co., 

Hempstead 

(New Company) 

Loyalty Group, Newark 
(Stock Exchange) 

The Lumbermens Mut. Ins. ¢ 
(Reinsures Ohio Mutual) 


errr. Sept. 138 


.Feb. 124 


-Sept. 135 
Mansfield 
Aug. 124 


Marine Insurance Co., 
(Status Clarified) 
Manhattan Casualty Co., New York 
(Bought by Bankers Life) 
Manitowoc Mutual Fire Insurance Co., 
Manitowoc 
(Writes Dog Insurance) 
Mansfield Mutual Fire Ins. Co., Mansfield 
(Business Reinsured) ..Nov. 140 
Marquette Casualty Co., New Orleans 
(Executive Appointments) June 154 
(Control Purchased) Jan. 123 
Medical Surgical Plan of Newark 
(Enrolling Individuals) .June 
Mennonite Indemnity, Ince., 
(Incorporated) ... 
Merchants Inde smnity 
New York 
(Fire Rate Deviation Approved) 
Merchants Mutual Insurance Co., 
(Special Risk Department) 
Mill Owners Mut. Ins. Co., Des 
(New President) 
(Elec ted P resident) Sam aeee ; 
Motors Insurance Corp., New York 
(New President) Aug. 
Seren! Boiler and Mach., Waltham 
(New President) : -Feb. 122 
The Mut’l F. Ins. Co, of the D. of C., Wash. 
(Absorbed by Pa. Lumbermens)..May 158 
Mutual Fire Insurance Co. of Hummelstown 
County, Hummelstown 
(Dissolved) 
Mutual Service Insur: ince” C »>., St 
(Named Vice President) 


National Casualty Co., Detroit 
(Expands Accident and Health 
Facilities) cereus oeeee 
(To Reduce Nonrenewals) 
National Flood Underwriters, 
(Flood Underwriters 
Nationwide Companies, 
(New Company 
Nationwide f 


Portland 
124 


149 


; 153 
Akron 

: .Dee. 150 
Corp., of ‘New York, 
Feb, 124 
Buffalo 
June 154 
Moines 
Aug. 124 
Sept. 138 


125 


Jan. 124 
Paul 


July 125 


Kansas City 

Licensed) ...Dee. 15 

Columbus 

Formed) 

nsurance, Columbus, 
(Subsidiary Expands) 
(Personnel Benefits) . res 

Nationwide Mutual Insurance Co., 
(New Auto Policy) 


Oct. 157 


- Dee. 150 
Dec. 150 
Columbus 
Reb. 125 


For February, 1958 


Nazareth Mutual 
(Merged) . 
Nazareth Mutual Insurance ¢ o., 

(Companies Merge) 
New England Reinsurance 
(New Underwriting Agency) July 125 
N Manufacturers Ind. Ins. Co., Trenton 
President) Sept. 15 
York Central Mutual 1 ire, Edmestor 
(Merged) .. : Jume 
Y. Printers and Bookbinders Mut 
Ins. Co., New York 
(Official Elections) Sept. 139 
New York Underwriters Ins. Co., New Yor! 
(Moves Home Office) Loe 
New Zealand Insurance Co., rancisee 
(Named U. S. Manayer) Jan. 14 
North British Group, New 
(Appointments) ....... July 
(Merger Planned) . Nov 
(Appointed Deputy General 
Manager) : Nov 
No. British & Mere. Ins. Co., Ltd., London 
(New Chairman) ; ? May 158 
Northeastern Ins. Co. of Hartford, Iartford 
(New Administrative Offices) Aug. 125 
Northern Assurance Co., Ltad., York 
(Assistant U. S. Manager) Feb 


Fire Ins. Nazareth 
Aug 
Nazareth 
Aug. 125 


Boston 


| paar 


Corp., 


san | 


York 


125 


Hamilton 
Jun. 124 


Insurance Co., 
Dividend) 
rmers Companies, LeRoy 

(Officials Elected) .. Nov. 141 

(executive Appointme nts) Keb. 125 
The Ohio Mutual Insurance Co., Salem 

(Reinsured by Lumbermens) Aug 
Old Dominion Fire Ins., Roanoke 

(Business Reinsured) 


Ohio Casualty 
ncereased 
Ohio F 


124 


June 155 
Pacific Fire Insurance 
(Changes Name) 
Pacific Indemnity Co., 
(Executive Vice 

(New President) 
(Operations Revised) 
Pacific Insurance Co. of 
(New Title) 
Pacific National Fire 
Francisco 
(Reinsures Southwest 
Pacific National Ins. 
(Appointments) 
(Reinsures Southwest General) 
(Elected Vice President) 
Pan American Insurance Co., Houston 
(Preferred Stock Issue) ... July 
Paramount Fire Ins. Co., San Francisco 
(Elected President) .... June 154 
Penn Mutual Indemnity Co., Philade Iphia 
(Ordered Dissolved) June 
Pennsylvania Lumberme ns Mutu: il, Phila 
(Absorbs Mutual Fire) ... May 
Phoenix of London Group, New York 
(Establishes Home Department) May 
Preferred Accident Insurance Co., New York 
(Dividend to Creditors) ; Jan. 124 
Preferred Risk Insurance Co., Fayetteville 
(Acquires Southwest Casualty) Aug. 125 
(Executive Vice President) Oct. 158 
Property Owners Mutual Ins. Co., St. Paul 
(Merger) Dec. 148 
Providence Providence 
(Passes Nov. 141 
Dec, 151 
(Merged) Jan, 124 
Prudential of Great Britain Grp., New York 
(Elected Secretary) ...... May 159 


Los Ang 
President) 


New York 

< duly 
Insurance Co., San 
Genera!) 
Group, San 


Jan 124 


154 
158 


159 


Wasbington Ins. Co 
Quarterly Dividend) 
(Reinsures Westcoast Business) 


Quaker City Fire Ins. Co 
Philadelphia 
(Changes Title) .. a Nov. 141 
Quaker City Ins. Co., Philadelphia 
(New Title) .. ; 
Queen Insurance Co. of 
(Acquires Old 
Business) 


& Marine 


: > Nov. 141 
America, New York 
Dominion 
June 155 
The Reinsurance Corp. of New York, N. ¥ 
(Increased Dividend) . Aug. 125 
Reliable Insurance Co, of Dayton, Dayton 
(Elected Vice President) , Nov. 141 
Reliance Insurance Group, Philadelphia 
(New Title) - Sept 
(Merger ¢ ‘ompleted) Feb 
The Republic Insurance Co., Dathis 
(New Chairman of the Board) 
Reserve Insurance Co., Chieag 
(Stock Dividend Approved) June 155 
Richland Knox Mutual Ins. Co., Manstield 
(Reinsures Business) Nov. 140 
Rochdale Insurance Co., New York 
necreases Capitalization) 

Roval Exchange Group, New York 
(Named Assistant U.S. Manag 
Royal-Globe Insurance Group, New 

(Appointed Secretary) 
Royval-Liverpool Group, New York 
(Named Secretary) J: 124 


137 
12 


June 155 


Dee. 150 
126 


125 


St. Paul Fire & Marine, St. Paul 
(Offers to Acquire Western Life 
(St. Paul-Western Life Terms) \ug 
(Acquisition Voted) Sept 
(hxchange Completed) Oct. 158 
(Dividends) Oct. 15S 

Seaboard Mutual ¢ adelphia 
(Polievholders Jan. 124 

Security-Connecticut Companies, New Haven 
(New Vice Presidents) May 159 
(Management Changes) - Aug. 126 
(Named Executive Vice Pres.) Jan. 125 

Security Insurance Co, of New Haven 

New Tlaven 
(Reorganization) 
Security Mutual Insurance Co. of New 
New York 
(New Title) 

Security Mutual Liability, New York 
(Now Writing Fire) June 
(Changes Name) , Oct 

Selected Risks Fire Ins. Co., Branchville 
(Merger Approved) . - Dec 

Risks Indemnity Co., Branchville 
Approved) .. Dee 

Service Casualty Co. of New York, New 
(Named Vice President) Oct 

Service Fire Insurance Co. of York, 

New York 
(Named Vice 

Shelby Mutual 
(Official 
Southern 


July 125 
126 


139 


asualty Co., Phi 
Assessed) 


bet 15S 


York 


Oct 


158 


158 


New 


President) 
Insurance Co 
hlections) 
Home Insurance Co 
(To Sell Additional Stock) 
Southern Mutual Fire, York 
(Reinsures Freystown) 
Southwest American Fire & ¢ 
Hlouston 
(Placed in Receivership) 
Southwest Casualty Co., F avetteville 
(Acquired by Preferred Risk) ....Aug 
(Executive Vice President) Oct 
Southwest General Ins. Co., Dallas 
(Reinsures Southwest General) 
(Reinsured) 
Springfield Fire & M: irine 
Springfield 
(Employee Stock Purchase Plan) 
Standard Accident Insurance Co., 
(To Head Advertising) .. ; 
(Reinsures Westcoast Business) 
(Executive Secretary) ; 
State Automobile Ins. Assn.. 
(Executive Vice President) . 
State Farm Companies, Bloomington 
(Upheld in Suit) -Oct. 
State Farm Mutual ton 
(New Auto Policy) June 156 
Mutual Fire Insurance Co., Cincinnati 
( Reinsured) -Feb, 126 


Oct 
Shelby 
June 
G:reer 
Sept 


| Fae) 
130 
June 152 
‘asualty Co 


Oct. 159 


125 


158 


Dee. 150 
eases Jan. 124 
Ins. Co., 
Nov. 142 
Detroit 
-Aug. 126 
Dee. 151 
Jan. 12 
Indianapolis 
June 155 
.- 159 
Auto.,. Blooming 


sun 


rexas Title Guaranty Co., Inc 
(Bought by American Title) 
Textile Insurance Co., High Point 
(New Officers) 
Time Insurance Co., 
(To Write Life) . 
(Appointed Treasurer) ..... Oct. 
Tompkins Coop., Fire Ins. Co., ‘Tthaea 
(Merged) . . . 189, Nov 
Trans America Ins. Columbus 
(Official Staff) ... ‘sa .. Nov. 
lravelers Insurance Co., Hartford 
(Budget Payment Plan) 
Tri-State Mutual Grain Dealers 
Insurance Co., Luverne 
(Changes Name) ... ‘ : 
ri-State Mutual Insurance C _- 
(New Title) 
rhe 20th Century Ins 
(New Exchange) 


, San Antonio 


.Dee. 147 
Oct. 159 


Milwaukee 


Oct. 159 


150 
142 
142 


July 
Fire 


126 


Oct 
Luverne 
Oct. 159 
Angeles 
Feb, 126 


159 


Exchange 


United Pacific Insurance Co., Ta 
(New Vice President) 

United States F. and G., Baltimore 
(Executive rf epee 
(Buys Fire Co.) 
(Acquires General 

Valley Forge Mutual 
(Dissolved) 


coma 

.Dee, 151 
.May 159 
-Nov. 1 
Jan. 125 
Phila 
Jan. 125 
ading 

Sept. 135 
West Bend 
-Aug. 126 
West Bend 


Agency) 
fuser, ince Co., 
Insurance Co., Re 
Bend Mut. Fire Ins. Co., 
(Changes Name) ... 
Bend Mutual Insurance Co., 
(New Title) <a 
Vigilant Insurance Company New 
(enters Venezuela) . 
West Seneca Mut. Fire 
( Merged) 
Western Life 
(Exchange 
Woodstock Woods tock 
(Merged) June UH 
The Yorkshire Ins. Co. of New York, » # 
(Resources Inereased) ... -Aug. 126 
Zurich-American Companies, Chies igo 
(A & H Program) ‘ Oct. 159 
(New A & H Program) Dee. 151 


Ins. Asso. W. Se neca 
Sept. 139 
Ilelena 


Oct. 


Insurance Co., 
Completed) 
Mutual Fire 


158 
Assn., 





@ « « LIST OF ADVERTISERS => » » » 


\etna Life Affiliated Cos., Hartford, Conn 
Agricultural Insurance Co., Watertown, N. 

Airkem Ine New York, N. ¥ 

America Fo Loyalty Group 

American praisa ) Milwaukee, Wis 

American sualty Reading, Pa 

American Cred ndemnits o., Baltimore, 
American Distri elegr: . New York, 
American Nquit al Miami, 
American Fire ¢ fis ty Orlando, Fla > 
American Foreign It ince Ass’n., New York, N.Y 
American Health Insu * Corp., Baltimore, Md 
American Internatio derwriters Corp., New York, 
American Motorists nee Co., Chicago, 1 
American Reins nes New York, N 

American Surety pat New York, N. ¥ 

Anchor ¢ lalty t ‘aul, Minn 

\ppletor ON Tne ew orl Nu. 3 

Atlanta Envelope ’ thinta, Gra 

\thantiec Con rie W ork, N. ¥ 


! Ktock Island, Il 
& Co, Philadelphia, Pa 
p. Boston, Mass 
Powne, Tne Richmond, Va 
Butfalo, N.Y 
the Wash 
\andria, La 


madian Fire 


‘ I irance Co., Winnipeg, Can 
Celina Mutual Insurance Co., Celina, Ohio 

( | »., Otis) San Francisco, Calit 
Combined surance Co. of America, Chicage, Tl 
(comn ‘i 
‘ 
‘ 
‘ 
{ 


il & 6 
1 Insurance Co., Fort Worth, Texas 
1 Lite Insurance Co., Hartford, Conn 
onover ¢ ! e, Chicago, Lil 
‘orroon & Reynolds Group, New York, N.Y 
udd & Coat li mrtanburg, Ss. ¢ 


Drale & td ntreal, Canada 
leimling Te ] igeles, Calil 


Eimplovers rroup, BS Mass 


Employers Re ‘ ory Kansas City, M 


isterbrook 
Froggatt & 
Fulton It 


reneral surance | ort Worth, Texas 

nel teins ‘ ry N York, N.Y 
New York N.Y 
N. % 


New York, N.Y 

Des Moines, low 
Ana, Cail 

York, N.Y 

Albuquerque, N. M 
Insurance Co, I 

Robert, Montreal, Canada 

, Mla 


Chicago, Il 
Philadelphia, Da 
Codar Rapids, Tow 
(o., Kansas City 
o.. Kansas City, Mo 
Milwaukee, Wis 
City, Utah 


re. Mad 
xo, Tl 
up, Hartford, Conn 
ity Co., Chieago, TI 


yey Burenu, New York, N.Y 
\.. Dallas, Texas 
A. Ruston, La 
ne Richmond, Va 
\\ Newark, N. J 
ms, Ltd., Montreal, Canada 
rance Co... Tlartford, Conn 


Millers National Insurance Co., Chicago, Dl. : + 
Mutual Benetit Health & Accident Ass’n., Omaha, Neb. . 


National Advertising Co., Chicago, Il. 

National Casualty Co.. Detroit, Mich 

Nationwide, Columbus, Ohio 

Nekoosa-Edwards Paper Co., 

New Amsterdam Casualty Co., Baltimore, Md 

New England Reinsurance Corp., Boston, Mass 

Norfolk and Dedham Mutual Fire Ins. Co., Dedham, Mass 
North American Reinsurance Co., New York, } 
Northwestern Mutual Ins. Co., Seattle, Wash. 


Occidental Life Insurance Co., Los Angeles, Calif 
Ohio Farmers Companies LeRoy, Ohio er 


Pacifie Employers Insurance Co., Los Angeles, Calit 
Pacific Indemnity Co., Los Angeles, Calif 

Pacific National Insurance Group, San Francisco, Calit 
Pan American Cos., Houston, Texas : 

Paull & Son, Inc., Alfred, Wheeling, W. Va 

Pearce Co., K. L., Des Moines, Towa 

Peerless Insurance Co., Keene, N. HH 

Pennsylvania Lumbermens Mutual Ins. Co., Philadelphia 
Personalized Lighter Service Div., Fort Worth, Texas 
Preferred Insurance Co., Grand Rapids, Mich 

Preferred Risk Insurance Co., Fayetteville, Ark 
Providence Washington Insurance Co., Providence, Rh. 1 
Prudential Insurance Co, of America, Newark, N. . 
Prudential Insurance Co, of Great Britain, New York, N 


Recording & Statistical Corp., New York, N.Y 
Redmond and Shaughnessy, Ltd., Montreal, Car 
Reinsurance Agency. Ine., Chicago, Il 
Reinsurers Underwriting Corp., New York, N.Y 
Reliance Insurance Co., Philadelphia, Pa 
Ritter General Agency, Denver, Colo. . 

Royal Exchange Assurance Group, New York, N. \ 
Royal-Globe Insurance Group, New York, N. 


St. Louis Insurance Group, St. Louis, Mo 

St. Paul Group, St. Paul, 

Scott Wetzel Co., Salt Li . 

Security Mutual Casualty Co., Chicago, I 

Security National Insurance Co. Datlas, Texas 
Seibels, Bruce & Co., Columbia, S. C. ...... ar 
Sengbuseh Self-Closing Inkstand Co... Milwaukee, Wis 
Shelby Mutual Insurance Co., Shelby. Ohio 
Sheridan & Co., L. J., Chieago, Il. 

Southern Insurors, Ine., Fort Smith, Ark 

Southwest Casualty Insurance Co., Fayetteville, Ark 
Standard Accident Companies, Detroit, Mich 
Standard Insurance Co... Tulsa, Okla 

State Farm Insurance Companies, Bloomington, TH! 
Steck Co., Austin, Texas ° 

Steelease, Inc., Grand Rapids, Mich 

Stewart, Smith (Canada) Ltd., Montreal, Canada 
Strudwick Co., A. E.. Minneapolis, Minn 

Sun Insurance Office, Ltd.. New York, N.Y 

Superior Insurance Co., Dallas, Texas 


Traders & General Insurance Co... Dallas) Vexas 
Trans-Canada Assurance Agencies, Ine., Montreal, Can 
Trinity Universal Insurance Co,, Dallas, Texas 


Tnited States Casualty Co., New York, N. \ 

U. S. Underwriters, Ine., Miami, Fla 

Unity Fire & General Insurance Co... New York, N. \ 
Utilities Insurance Co., St. Louis, Mo. 


Virginia Surety Co., Ine., Toledo, Ohio 


Washington Fire & Marine Ins. Co. St. Louis 
Western Insurance Agency, ‘lena, Mont 

Weston Co., Byron, Dalton, 

Willeox & Co., Ine., Albert, Ne York, N.Y 

Wilson Co., Ltd., A. E.. Toronto, Canada 

Wolfe, Coreoran and Linder, New York, N.Y 
Woodward & Fondiller, Ine.. New York, N.Y 
Woodward, Ryan, Sharp and Davis, New York, N.Y 


Yorkshire Insurance Group, New York, N. ¥ 


Zurich-American Insurance Cos., Chieago, Tl 


“The above discriminating list of clients recognize that an advertisement in BEST'S 
INSURANCE NEWS is a mark of distinction as only those insurance companies 
which receive our recommendation are permitted to advertise in its columns." 


Best’s Fire and Casualty News 





GROW WITH THE COMPANY WITH A FUTURE 


Reasons why it will pay you to have INA on your side: its strength 
and experience, its pioneering tradition, the matchless agent service 


of this 165-year-old company. Put INA’s future behind your future. 


INSURANCE BY NORTH AMERICA 


Life Insurance any of North Ame 





STABILIT YJ 


RREINSURANCE, TOO, through its basic service to the insurance 


‘ ; e nee ‘ ‘ 
industry, contributes to the stability of man’s business and property. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 


ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 


Home Office: GENERAL REINSURANCE BLDG. | Midwestern Dept.: 1012 BALTIMORE BUILDING, KANSAS CITY 5, MISSOUR 
400 PARK AVENUE, NEW YORK 22, N. Y. Pacific Dept.: 610 SO. HARVARD BOULEVARD, LOS ANGELES 5. CALIFORNIA 





